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What about time financing? See 
Dealers Tell Me on page three. 


Dealers are urging ODT to insist 
that all surplus vehicles sold by 

. S. Treasury be reconditioned, 
allowing dealers a reasonable mar- 
agin for such work. 


* * # 


_.Teeth Wanted 


Despite the big push to get tire 
workers, only 59 workers have been 
=—apdded since last spring, WPB Boss 
J. A. Krug said last week in citing 
the need for more teeth for WMC. 


a * * *# 


Good Idea 


=a Since the few remaining new cars 
are so mal-distributed—and there- 
fore applicants may have a long 

“gwvait—New Jersey Automotive Trade 
Assn. suggests that dealers impress 

wathis fact on new-car prospects. 


As a result, many of the eligibles 
might prefer to buy a good used car 
e=instead of waiting for a new one. 


——New Tires OK’d 


Dealers may now apply for cer- 
tificates to purchase Grade One 
“@tires, to be mounted on any 1942 
automobile which is held for sale 
under Section 2.8 of Ration Order 
B, according to Amendment 90 
just issued. 
== Idea is to permit replacement of 
a tire that’s been stolen or damaged 
on any 1942 car, new or used. 


~ * * #* 


Clearing Up 
“ Due to some misunderstanding on 
markup for radios and _ heaters, 
dealers are reminded by NADA that 
“WMPR 540 providesc “that a dealer 
may charge a minimum of $100—or 
—ma maximum of 25 percent—of the 
base price of the vehicle, plus the 
allowance in Appendix D for any 
eapiece of equipment listed there, 
which is sold attached to the car.” 


* * *# 


—- 


New Power? 


=~ A Soviet engineer, George Babat, 
is reported to have developed re- 
cently a motor vehicle which re- 
Saxceives its power from electric wires 
laid beneath the surface of the 
street. No contact with the wire is 
necessary. 
This is one of the non-military 
ssproducts of Soviet research, con- 
ducted by more than 25,000 scien- 
tists and engineers working in 700 
rmuniversities and 900 research labora- 
tories at a cost, in 1944, of about one 
billion dollars. 


—_ 
s* ¢ # 


New Racket 
Auto dealers are warned that 
racketeers impersonating OPA en- 
forcement officers are swindling re- 
tailers. Here’s the way the new 

racket works: 


A person represents himself as 
an OPA enforcement official and 
asks to examine the retailer’s rec- 
ords. He then pretends to find a 
violation and asks for a cash 
bond. When he leaves, so does the 
retailer’s cash. 

All bonafide OPA enforcement 
@oOfficers carry OPA identification 
cards and their photographs. Ask to 
see these before showing records 
and in no case give a bond or cash, 
since no OPA enforcement officer is 
authorized to take either. 


-_ 
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DETROIT, DECEMBER 11, 1944 


Bowles Denies 
MPR-540 Is 


Unenforeceable 


| 
Reply to Kelly Tells | 
Of Revision Planned 
To Make It Work 


By William Ullman 
Washington Correspondent 


WASHINGTON.—Replying 
to the contention of NADA 
President David Kelly that 
used car regulation MPR-540 


in its present form is unen- 
forceable and should be put into 
practicable shape by Jan. 1 or 
revoked in its entirety, OPA Admin- 
istrator Chester Bowles last week 
promptly and emphatically dis- 
agreed with the NADA viewpoint. 

Bowles’ rebuttal to Kelly’s charges 
was made in a formal letter to the 
NADA chieftain. Since Automotive 
News published Dec. 4 in large 
part Kelly’s letter to Bowles, a 
copy of the latter’s reply was dis- 
patched at the same time to this 
correspondent. 

“In my judgment,” wrote Bowles, 
“the regulation in its present 
form, with the addition of sev- 
eral amendments now under 
consideration, is workable and en- 
forceable. I cannot agree with your 
conclusion that our meetings with 
the Industry Advisory committee 
are unproductive and constitute 
mere window dressing,” he said, 
adding that “I have no reason to 
believe that the majority of the 
members of the committee share 
your views on the productiveness 
of our meetings.” 

The OPA chief made the point 
that “many of the provisions in the 
earlier drafts of the regulation were 
changed to conform to the express 
recommendations of the dealers.” 

“At the meeting of the advisory 
committee on Nov. 15,” he said, 
“seven specific recommendations 
were made for amendment to MPR 
540 to improve its operation. We ad- 
vised the chairman on Nov. 24 that 
we were favorably disposed toward 
five of these recommendations and 
that we were continuing to study the 
sixth. The seventh related to re- 
vision of prices that we informed 
the chairman we were not willing to 
undertake. 

In the past few days, several 
of the committee members com- 
mented upon the satisfactory results 
achieved by this most recent con- 
ference. I believe that you will re- 
vise your opinion on this subject if 

(Continued on Page 67, Col. 1) 


IN RECOGNITION of his eoleemenshiy, Goveloqpment of e quality deales 
of the “Victo ervice League . - 
pare een ae = was awarded the Distinguished 
Club of New York. ate sees 
(right) receives the award at the New York luncheon from r. Paul 
eee president of the Sales Executive Club. See other photos and story 


ler, Chevrolet general sales manager, 
Service Award of the Sales Executives 


on pages 4 and 68.) 


California 
Colorado 
Connecticut 
Delaware 
Dist. of Columbia 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
Iowa 


Kentucky 
Louisiana 


Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 

Oklahoma 
Oregon + .89 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 


Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 


U. S. TOTAL 
* Estimate 
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Cars Still in Operation 


Decrease 


Alabama ‘ — .14 
Arizona 


— 5.59 
411.75 
+4 1.06 
—13.52 
—14.66 
— 7.96 
—37.58 
—12.06 
— 3.88 
—16.73 
—22.48 
—27.42 
—14.00 
—11.19 
—10.17 
— 433 
—18.88 
— 3.48 
—18.16 
—15.17 
— £99 
— $0 
—32.28 
—18.70 
—12.15 
— 9.81 
—21.26 
—18.93 
—11.77 
—25.41 
— 
—12,29 
— 6.06 
—16.56 


—20.53 
—13.28 
— 451 
—23.09 
— 4.36 
—10.08 
4 1.88 
—15.76 
— 728 
— 31 
—i1” 
— 661 


—13.18% 


1944 
Regis- 
trations 

277,482 
102,000 
198,096 
2,483,043 
254,000 
386,845 
55,703 
102,907 
385,276 
400,649 
100,347 
1,419,629* 
664,492 
582,389 
435,742 
339,719 
302,000 
134,507 
359,000* 
694,116 
1,339,419 
721,449 
176,661 
525,000* 
108,984 
294,694 
30,000* 
81,231 
790,320 
75,063 
1,808,645 
461,938 
119,153 
1,599,178 
370,510 
324,925 
1,531,665 
142,891 
259,060 
118,242 
348,415 
1,131,355 
118,880 
60,517 
392,430 
468,336 
231,080 
685,226 
55,502 


24,048,711 


F UU 


1941 
Regis- 
trations 

277,874 
108,044 
177,268 
2,457,084 
293,714 
453,276 

. 60,527 
164,879 
438,135 
416,863 
120,519 
1,831,343 
915,562 
677,162 
490,656 
378,212 
315,699 
165,831 
371,971 
848,193 
1,579,066 
729,665 
190,454 
775,363 
134,046 
335,488 
33,260 
103,175 
974,956 
85,086 
2,424,544 
497,131 
135,853 
1,702,442 
444,044 
322,630 
1,927,389 
164,780 
271,285 
153,749 
364,323 
1,258,314 
116,692 
71,841 
423,194 
483,348 
235,275 
733,688 
66,118 


27,700,011 


—Compiled by R. L. Polk & Co. 


$4 Per Year, 15c Per Copy 


24,048,711 Cars in Use, 
Off 3,651,300 in 3 Years 


Official Figures 
Show Shift 


Calif., Ore., Ark., Utah 
Gain in Registrations; 
D. C. Biggest Loser 


By Pete Wemhoff 
Editor, Automotive News 


DETROIT.—A total of 
3,651,300 passenger cars—an 
average of 3,000 a day—has 
disappeared from the nation’s 


highways since Pearl Harbor, 
it was revealed last week by R. L. 
Polk & Co. following the first com- 
pilation of official registrations 
since 1941. 


Tabulations show 24,048,711 cars 


Owner Loyalty Dips 


An owner-dealer survey, just 
being completed by R. L. Polk & 
Co., shows a 20-point drop in 1944 
“owner loyalty” to a make of car, 
as compared with 1941 figures, 
indicating the need for consider- 
able selling by both manufactur- 
ers and dealers in postwar. 


Further details on this subject, 
as well as other phases of the sur- 
vey—reduction in wartime mile- 
ages, postwar requirements in 
car sales, service and usage—will 
be published in Automotive News 
as soon as released. 


in operation as of July 1, 1944, a 13.8 
percent drop compared with 27,700,- 
011 in 1941, it was reported by Polk, 
which has compiled official regis- 
trations and statistics for the auto 
industry for many years. The offi- 
cial figures, first compiled since 
new-car production ended in 1942, 
were obtained by Polk statisticians 
in each of the 48 state capitols. 


Polk made a test sample of 
Florida registrations to find a 
trend in the mortality of cars, 
seeking to determine how long it 
will be before the Brookings In- 
stitution’s minimum of 20,000,000 
cars would be reached. It was 
found that, if Florida’s experience 
in the mortality of older cars fol- 

(See TOTALS, Page 69, Col. 1) 


OPA Seeks Price Formula 


For Postwar New Cars 


By A. H. Allen 


DETROIT.—Problems of postwar 


pricing, both of motor cars and of 
the parts and materials going into 
their construction, are becoming in- 
creasingly critical. 


Currently the OPA has moved into 
the picture by directing question- 
naires to all motor companies, seek- 
ing detailed cost information for the 
year 1941, and an estimate of com- 
parable costs when production of 
cars can be resumed. From these 
detailed figures it is hoped to devise 
a formula for retail price increases 
which will be acceptable both to 
OPA and the industry. 

The questionnaires are the usu- 
al tedious and detailed government 
inquisitions, covering both direct 
costs and indirect costs of labor 
and material, as well as adminis- 
trative, selling, overhead and other 
items. So far as is known, none 


has been completed as yet and re- 
turned to the OPA. 

Price Administrator Bowles and his 
economists have had numerous con- 
versations with parts interests as 
well and have evolved three possible 
approaches to the problem of pricing 
parts: 

1 Assemble a group of six or seven 
e representative parts companies 
and “bargain collectively” with them 
to arrive at percentagewise cost 
increases which would be allowed; 
(Continued on Page 69, Col. 1) 
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Action Before February? 
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U.C. Revisions Seen 


As OPA Cracks Down 


DETROIT. — Wholesale revisions, possibly a better definition of a car) 
| in “good operating condition.” 


in MPR 540 before Jan. 30, 1945, 


were predicted last week as the OPA | 


launched a nationwide campaign to | 
| tive purchasers of used cars who 


enforce used-car price ceilings. 

At least six suggestions on amend- 
ing the used-car ceiling law have 
been forwarded to OPA in recent 
months by dealer associations and 
the dealer automotive advisory com- 
mittee. It is believd that OPA will 
act on the recommendations before 
February to tighten up and make 
workable the ceiling. 

The suggestions are: 

1. License all dealers who sell 
used cars, giving them number 
licenses, this number to appear on 
all certificates of transfer. 

2. Postpone the 4 percent reduction 
in used-car prices which goes into 
effect Jan.9, 1945.. 

3. Make the used-car dealer with- 
out a service station have a signed 
agreement with a repair shop to the 
effect the repair shop will do all 
work covered by the warranty, 
thereby making the repair shop as 
responsible for the warranty as the 
dealer. 

4. Reprint the certificate of trans- 
fer to include the penalties in bold 
type for making a false statement 
in it, or attach a rider to the certifi- 
cate outlining the penalties for false 
statements. 

5. On individual to individual 
sales compel both buyer and seller 
to appear before an official or 
clerk of a local board and sign the 
certificate of transfer, at which 
time penalties for falsifying will 
be emphasized. 

6. Tightening of the warranty or 


Senators Reopen 
Probe of Surplus 


Board Nominees 


WASHINGTON.—A bare possibil- 
ity that the Surplus War Property 
Disposal Board might yet be placed 
in the hands of capable business men 
rather than politicians was seen last 
week when the Senate Military Com- 
mittee reopened its investigation of 
two of President Roosevelt’s nomi- 
nees. 

However, Senator Albert B. 
Chandler, Kentucky Democrat, said 
that no one has made any charges 
and there is no disposition to delay 
ultimate Senate action. 

Senator Chandler said that the 
group voted to “throw wide open” 
a hearing on the nominations of for- 
mer Gov. Robert A. Hurley, of Con- 
necticut, and Lt. Col. Edward H. 
Heller. 

Chairman Robert R. Reynolds, 
North Carolina Democrat, had an- 
nounced after a one-day hearing the 
previous week into a $2,000,000 Gov- 
ernment-guaranteed loan to the Nar- 
ragansett Machine Co., Pawtucket, 
R. I., that there would be no fur- 
ther hearings. 


Hurley recently resigned as vice- 
president of the company. Heller, an 
Army finance officer, had made in- 
quiries for the War Department in | 
connection with | the loan. 





The drive began with interviews 
with a large number of representa- 


have filed certificates of transfer 
with their local War Price and Ra- 
tioning Boards. Members of OPA’s 
field enforcement staff discussed the 
details of the transactions with 
these purchasers to discover whether 
any overcharges were made that did 
not appear on the certificates of 
transfer. 

If any such violations are re- 
vealed, OPA will help the buyer 
get a refund of the overcharge 
and will take prompt enforcement 
action to stop the seller from fur- 
ther violation. 

The OPA drive will supplement, 
but not replace, the regular enforce- 
ment activities of local board price 
panels and of the OPA field enforce- 
ment staff. It will be aimed at all 
sellers of used cars who violate the 
price regulation, including both pri- 
vate individuals and dealers, accord- 
ing to Chester A. Bowles, OPA ad- 
ministrator. 

Plans for the drive have been 
discussed with representatives of 
the trade, who have asked OPA 
for more comprehensive enforce- 
ment of the regulation. The final 
program was endorsed by OPA’s 
automotive industry advisory com- 
mittee and by representatives of 
the National Automobile Dealers’ 
Assn. 

Bowles commented further: 


“Enforcement difficulties under 
the used-car regulation stem from 
the fact that the flagrant violations 
are seldom revealed by the certifi- 
cate of transfer filed with the buy- 
er’s local board. In some cases they 
are covered by falsifications of the 
certificate as to the price paid or 
the model of the car. In others, 
overcharges may be imposed by de- 
vices that do not show up on a cer- 
tificate of transfer such as by re- 
quiring a buyer to finance a car for 
which he wanted to pay cash, or by 
granting an unreasonably low trade- 
in allowance. 


The twin goals of the program 
are (1) to ferret out violations 
that have been concealed by cer- 
tificate of transfer and to take 
prompt enforcement action in 
every case that is found; and (2). 
to educate the buyers of used cars 
to protect themselves. 


New Process Cuts Heat 


In Truck Tires 

AKRON.—A new rubber com- 
pounding process developed to 
reduce the danger of heat-fail- 
ure of heavy-duty synthetic 
rubber tires and thus solve one 
of the industry’s major problems 
was announced last week by 
John W. Thomas, chairman of 
Firestone Tire & Rubber Co. 

Magnesium sulphate, sold in 
thousands of drug stores under 
the less technical name of epsom 
salts, is the key material in the 
new process. 


1,000TH “ALLIGATOR”’—Amphibious tanks like this one played an im- 


portant role in the invasion of the Philippines. Here, the 


1,000th “Alligator” 


rolls off the assembly line at the Graham-Paige Motors plant in Detroit. 
Raymond J. Hodgson (left), president of the auto concern; E. R. Harrell, 


vice-president in charge of procurement, and a Navy Inspector are shown | the 


inspecting the vehicle. 





Plymouth Dealers Hear Plans . . . 
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THE CONTINUING importance of service until the postwar demand for new cars can be fully met is bein 
emphasized in a nationwide series of Plymouth dealer meetings currently being conducted by a group of fact 
executives, headed by Joseph E. Bayne, general sales manager. “A great portion of today’s cars will have to 


keep on supplying reliable transportation through proper service care by dealers,” Bayne told the above group of 
os at a meeting in the William Penn Hotel, Pittsburgh. In addition to the talk by Bayne, the dealers he 
Vv. B. Rice, Plymouth director of service; R. C. Somerville, assistant general sales manager, and H. B. He 


iia, staff executive. 
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PLYMOUTH DEALERS of the St. Louis Territory are shown above in the Coronado Hotel, St. Louis, where they, 
assembled to hear Joseph E, Bayne, general sales manager, and other executives of Plymouth, stress the im 
portance of service until the postwar demand for new cars can be fully met. ———s—“‘“(CSsSsSsS—S—S—s—S—SSSSS fully met. 


'GM to Sponsor Contest 
For Dealer Building Plans 


Ford Hopes to Market 


New Car Under $800 


NEW YORK.—Henry Ford II, 
executive vice-president of Ford 
Motor Co., said at a press con- 
ference here last week that his 
company hoped to sell the new 
postwar model at less than the 
lowest prewar automobile of 
$800 f.o.b. Detroit. 

Ford further said the com- 
pany’s postwar production goal 
is 2,000,000 cars a year, the high- 
est rate since 1923. 

Besides the low-priced car, 
Ford said the line would include 
the new standard and de luxe 
models, a radically redesigned 
light Mercury, a new light Lin- 
coln especially adapted to met- 
ropolitan driving and an im- 
proved heavy Lincoln. The name 
Zephyr will be dropped from 
the Lincoln line. 

Other revelations were that 
Ford would not continue to 
make tires for its cars after the 
war and that it is going out of 
the airplane business. Of the 
2,000,000 car goal. Ford said the 
light model would represent 
close to 400,000. Mileage of 28 
to 30 miles to the gallon was 
expected for the light car. 


Firm Asks Wage Cut 


in Reconversion 

DALLAS, Texas.—In a case ex 
pected to attract widespread at 
tention as the possible forerun- 
ner of similar appeals, the Re- 
gional War Labor Board here 
has heard a plea by the Ed Fred- 
rich Co., of San Antonio, for ap- 
proval of a reduction in wages in 
one of its departments convert- 
ing from war to civilian pro- 
duction. 


It takes a atvons fish to swim against 
current, and a good dealer 
stay in business now! 


to 


DETROIT.—An architectural com- 
| DET for the design of automo- 
bile dealers’ places of business in 
which $55,000 in prizes will be 
awarded by General Motors was 
|} announced last week by Albert 
Bradley, executive vice-president of 
the corporation. 


The competition was decided on 
by General Motors after many deal- 
ers had indicated their postwar 
plans included enlarging their pres- 
ent buildings or building new place 
of business. It will supplement on a 
broader basis the work which has 
been going on for a number of years 
in the dealer building advisory de- 
partments of each General Motors 
car division. The types of queries 
which dealers have been sending the 
car divisions indicate a need for 
more efficient places of business and 
evolve around the major functions 
of an automobile dealer, including 
sale and display of new cars, trucks 
and used cars, and operations of 
service and parts departments. 


Problems of automobile dealers in 
finding suitable buildings for their 
needs have become increasingly dif- 
ficult. The purpose of the competi- 
tion is to acquaint architects and 
| builders with the dealers’ problems 
| in order that future building plans 

will take into account the complexi- 
| ties of an automobile dealer’s busi- 
| ness. 

| The competition is under the di- 
| rection of M: E. St. Aubin, director 
of the General Motors service sec- 
tion. It will be conducted by. the 
| Architectural Forum and governed 
by competition rules of the Ameri- 
can Institute of Architects. 


The competition will run from Jan. | 
‘ Forum, 350 Fifth Ave., New York 


1 to midnight of Apr. 16, 1945. 


A total of 60 prizes is being of- 
fered. Five prizes of $5,000 each will 
be awarded for first place in th 
five major award classifications; 
five of $2,500 each for second place; 
five of $1,000 each for third placd 
and five of $500 each for fourth 
place. In addition, there will be 29 
honorable mention awards and 26 
special awards of $250 each. 

The competition is based on build 
ing plans within certain classifica- 
tions. Main prizes and honorable 
mentions will be awarded for pla 
for average-size passenger and 
commercial (automobile and truck) 
dealerships, medium-size passenge 
and commercial dealerships, exclu- 
sively passenger and_ exclusivel 
commercial dealerships. The fift 
group of major awards and honor- 
able mentions will be given for de 
sign detail for structural and dec- 
orative adaptations. It will be pos- 
sible for contestants to win majo 
prizes for design detail in addition 
to whatever awards they may re- 
ceive in the competition for dealer 
ship plans. 

Entries may be submitted in an 
or all classifications. The specia 
awards will be given to competitors 
whose plans do not qualify for spe 
cific prizes but do contain features 
of particular interest. 

The competition is open to any 
one in the United States or Canada 
with the exception of employes of 
General Motors, the Architectura 
Forum or Campbell-Ewald Co. 


A review board composed of prom 
inent architects and builders will Be 
appointed to judge the plans sub 
mitted. Entrants in the competitio 
are to register with the Architectural 
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& EFINITE action on many post- 
war plans cannot be taken until 
fter hostilities are over. Many of 
them involve building construction 
d equipment that now need pri- 
Drities, or machinery or manpower 
which is unavailable. There are 
ome, however, which can be put 
nto effect immediately—on which 
here is no need to delay action until 
e war is won. One of those pro- 
grams, which is fundamental as far 
gas the automobile dealer is con- 
erned, is the proper postwar hand- 
ling of the time-payment part of the 
usiness. 


This topic has been a live one 
among dealers for years. It has 
been the subject of discussion at 
most of the state dealer conven- 
tions this year. We have com- 
mented on it in this column. R. C. 
Jones, of Reading, Pa., vice-presi- 
dent of NADA, has given it con- 
siderable thought and has made 
some definite recommendations 
for trade action. He addressed the 
Pcnnsylvania association, as well 
as the American Finance Confer- 
ence at their recent conventions. 
Some of his remarks already have 
been quoted in the news columns 
of Automotive News. The matter is 
of such great importance, how- 
ever, and it is so vital that dealers 
fully understand all the ramifica- 
tions of the business, that I am led 
to report his analysis of the situ- 
ation at greater length in this 
column, It is only through under- 
standing that dealers can be in 
sympathy with, and act intelli- 
gently on, any proposal for united 
action that may be presented in 
the forthcoming national con- 
vention. 
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hird Source 
of Profit 
ONES pointed out that a dealer’s 
income in the past has been de- 
rived from service, parts and acces- 
M:ories, from new and used car sales, 
and from the finance reserve, and 
with regard to this third source of 
eDlealer profit—which he stated could 
be more accurately called “dealer 
participation in the finance charge 
“na retail time sale’—he continued: 
“I might go so far as to say that 
~= in many cases, this was the deal- 


* * 
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qjust Among 
@Uealers 





This month the following dealers 
will not only enjoy the Christmas 
holidays like the rest of us, but are 
==-elebrating their birthday anniver- 
saries as well: 


OTIS W. DRESSLAR (Chevrolet), 
Nashville, Tenn.—born Dec. 1, 1893, 
in Worcester, Mass. 

COL. ELLIOTT BUDD HOPKINS 
(Ford-Mercury-Lincoln), Wheeling, 
W. Va.—Dec. 3, 1889, in Chicago, Ill. 

H. O. BELL (Ford), Missoula, 
Mont.—Dec. 4, 1884, in Coshocton, O. 

JOHN H. EAGAL (Ford-Mercury- 
uincoln), Stockton, Calif—Dec. 5, 
1875, in Davenport, Ia. 

OTTO O. FALTUS (DeSoto-Plym- 
vuth), Ellensburg, Wash.—Dec. 8, 
1903, in Ohio. 

EMERY F. POMEROY (Nash 
Distributor), Minneapolis—Dec. 10, 
1891, in Red Oak, Ia. 

HARRY C. SMITH (Dodge-Plym- 
outh), Lansing, Mich.—Dec. 11, 1880, 
in Columbia, Pa. 

ROY DEAN (Ford), Lansing, 
Mich.—Dee. 11, 1889, in Webberville, 
Mich. 

TRAMMELL HOLLIS (Chevrolet- 
Oldsmobile), Martinsburg, W. Va.— 
Dec. 14, 1893, in Gerardstown, W. 
' Va. 

JOHN H. FASSITT (Ford-Mer- 
‘ury-Lincoln), Philadelphia — Dec. 
17, 1886, in Philadelphia. 

CARL F. WEISSENBERGER 
Chevrolet), Toledo, O.—Dec. 18, 
1897, in Toledo. 

C. D. GUSTAFSON (Nash-Stude- 


(Continued on Page 48, Col. 1) 


an 


a 


— 


-_ 


—_ 


— 


Dealers tell me 


By John 0. Munn 


‘tended capital 





AUTOMOTIVE NEWS, DECEMBER 11, 1944 





Dealers’ or salesmen’s comments, questions or requests may be 
addressed to John 0. 
and the writer’s name will be kept in confidence if requested. 
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er’s most important source of net 
profit. How many times have you 
heard a dealer say, ‘Give me my 
finance reserve for my net profit 
and I won’t be so bad off.’” 

* * 


Just Try 


This Plan 
“*TF there should be any doubt in 
any dealer’s mind as to the im- 
portance of this source of profit in 
his own particular case, I’ll tell you 
what you do: As soon as you go 
home, get out your own financial 
statement for, let us say, a five-year 
period starting with 1936,” Jones 
said. “In one column, insert the 
finance reserve you received in each 
of those years; in the second col- 
umn, list your own net profit for 
each year. Add each column and 
take a look! You may place a new 
value on this important source of 
net profit. 


“Now this source of net profit 
is under attack, and there is a 
very great likelihood that we may 
find ourselves operating on a very 
much reduced finance reserve; in 
fact, there is a possibility that we 
may lose it altogether! 


“Let me make this passing obser- 
vation. If we do lose it, it will largely 
be our own fault in permitting seri- 
ous abuses to creep into this end of 
our business—not only in the impo- 
sition of exorbitant charges, but also 
in serious deception, or even direct 
defrauding of the purchaser. 

* * * 


Cites Greedy 


Aspects 
**7¥ DON’T have to go into detail 
with any group of automobile 
dealers about the abuses in this de- 
partment of our business, many of 
them perpetrated by dealers with 
the connivance of the finance com- 
panies. We are reaping the harvest 
of finance packs—and all the other 
cute little tricks we have learned. 
We are just beginning to realize that 
the public won’t pay out good 
money forever, for no extra service 
by the dealer in addition to the regu- 
lar finance charge provided in the 
finance company’s minimum rate 
chart—and I said their minimum 
rate chart. We all know that the 
finance companies who were just as 
greedy as we, frequently provided 
their dealers with the instrumentali- 
ties for deception, by furnishing two 
or more rate charts, based on dif- 
ferent rates of charge. 


“It was bound to catch up with 
us. There has to be a day of reck- 
oning when a dishonest practice is 
being followed. PAA tried to stop 
it in Philadelphia, by invoking the 
aid of the Better Business Bu- 
reau, but things like this must be 
stopped at the source. 


“When I accepted this assignment, 
I interviewed executives of finance 
companies, banks, motor car manu- 
facturers and automobile dealers, so 
that the information I have devel- 
oped has been gathered from many 
sources. Time sales have had a most 
important influence on the develop- 
ment of this industry. Without time 
sales, the new car volume you and 
I handle would never have been 
possible. 

“Tt has been a helpful instrument 
to manufacturers, dealers and the 
public. It has enabled individuals to 
enjoy new and used cars who, had 
they been compelled to wait until 
théy had accumulated the full pur- 
chase price, would never have had 
a car. We are all familiar with that 
fact. We are also familiar with the 
perfectly legitimate practice of 
floor-planning of new cars, oF 
‘wholesale’, as we know it. 

- 


Led to Law 


in Wisconsin 

6 HESE have been perfectly le- 
gitimate practices. In recent 

years, finance companies have ex- 

loans and _ floor- 

planned used cars. This liberaliza- 
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Dealers in Uniform 
(One of a Series) 


CAPT. ROBERT H. BOWYER, 
vice-president in charge of 
sales for Packard Phoenix 
Motor Co., Phoenix, Ariz., is in 
charge of training B-17 Flying 
Fortress lead crew bombar- 
diers at a bomber station in 
England. 


Only 25 years old and the 
son of Shad Bowyer, president 
of Phoenix Packard firm, Capt. 
Bowyer was given the instruc- 
tor’s assignment after com- 
pleting more than 50 missions 
over German installations. He 
wears the Distinguished Fly- 
ing Cross with an Oak Leaf 
Cluster and the Air Medal 
with three Oak Leaf Clusters. 

Capt. Bowyer flew his first 
missions from an Africa base 
and participated in the first 
bombing attack on the Ru- 
manian oil refineries at Ploesti, 
which won his group a Presi- 
dential citation. 


Pehle Succeeds 
Olrich as Head 


of Procurement 


WASHINGTON.—John W. Pehle, 
an assistant to Secretary of the 
Treasury Henry Morgenthau, was 
assigned last week to supervision 
over the Treasury’s procurement 
division. Pehle succeeds Ernest L. 
Olrich, who has returned to his post 
as president of Munsingwear, Inc., 
of Minneapolis. 

Activities of the procurement divi- 
sion are dual in character. One of- 
fice purchases materials and goods 
for Lend-Lease and government 
uses. Another, the Office of Surplus 
Property, handles the disposal of 
consumer goods declared surplus by 
the armed forces. 

Pehle has been with the Treasury 
department for more than 10 years. 
He will assume his new duties im- 
mediately. 





Nash Appoints Lester 


New Orleans Dealer 

NEW ORLEANS.—B. C. Thomp- 
son, district manager of Nash, an- 
nounces the appointment of Jack 
Lester as the Nash dealer here. 





Attendance Sets Record... 


Scott Named Head 
Of Okla. Dealers - 


OKLAHOMA CITY.—R. T. Scott, 
of Oklahoma City, was elected presi- 
dent of the Oklahoma Automobile 
Dealers Assn. at its eleventh annual 
convention. 

Fully 400 dealers attended, accord- 
ing to A. R. Christie, secretary-man- 
ager. It was the largest gathering 
in the association’s history. 

Joseph W. Frazer, chairman of 
Graham-Paige Motors Corp., pre- 
dicted before the convention that 
America’s auto dealers would enjoy 
a series of 10-billion dollar years 
after the war. He said that the post- 
war market “would eclipse the buy- 
ing rush which gave retailers a 
$7,800,000,000 business in 1941.” 

The convention also heard Dave 
Kelly, president of NADA, and D. 
F. Hughes, district service engineer 
of the Weaver Mfg. Co. 

Other officers for next year are 
Ben Franklin, Tulsa, first vice presi- 
dent; W. W. Vance, Ponca City, sec- 
ond vice president, and C. E. Ma- 





Finder’s Fees 
Must Be OK’d 
By Local OPA 


PHILADELPHIA. — Under what 
circumstances is it legal to pay 
finder’s fees? 


Finlay Perry, OPA price attorney 
attached to the agency’s automotive 
division, clarified this question at a 
recent meeting of the Philadelphia 
Automobile Trade Assn. 


If, before ceilings were established, 
Perry said, a dealer paid a certain 
fee to an individual for finding a car 
for him, that same amount may be 
paid now. Such fee payments, how- 
ever, are permitted only if the finder 
has established a percentage or 
straight fee basis service charge and 
filed it with his local rationing 
board. 


Perry declared it is in violation of 
the regulation to give finder’s fees 
indiscriminately; that is, without de- 
termining that the finder has filed 
his ceiling service charge with a 
local board. Splitting such fees with 
sellers is also contrary to law, he 
said, because such action, in effect, 
is a circumvention of the used-car 
price ceiling law. 


New-Car Quotas 
for December 














Regional 
Region Quota Reserve 
Boston 235 24 
New York 582 58 
Cleveland 353 35 
Atlanta 362 36 
Dallas 605 60 
Chicago 385 39 
Denver 72 2 
San Francisco 406 41 
3,000 300 
National Reserves 300 


Grand Total 
Quotas and Reserves 3,600 








OFFICIALS of National Automobile Dealers Assn. and of state and | 


local associations, take time out for entertainment at the mammoth Dodge 


‘hicaco plant, including a luncheon and tour of the factory. M. J. (Mike) | 
Caleage § Dodge-Plymouth dealer responsible for the junket, 


Lanahan, veteran 


picked the 30th anniversary of arrival of the first Dodge car in Chicago 


as the date for the event. 


on their tour of inspection, 


He and officials of the plant joined as hosts to 
the visiting delegation. Electric trucks in trailer style conveyed the group | 


haffay, Norman, secretary-treas- 


urer. 

Directors are Scott, Mahaffay; 
Jim Sandusky, Kingfisher; J. L. 
Kohler, Bristow; Henry Hudson, 
Tulsa; Ben Franklin, Tulsa; E. P. 
Williams, Woodward; W. W. Vance, 
Ponca City; J. R. Weldon, Enid; W. 
B. Hedlund, Elk City; I. E. Turben, 
Lawton; Bob Cason, Ada; Riley 
Smith, Poteau. 


NADA director is R. L. Ledter- 
man, Tulsa. 


Conn. Parley Set 
For Dec. 14; 
900 Expected 


HARTFORD, Conn.—The twenty- 
third annual convention of the Con- 
necticut Automotive Trades Assn. 
will be held Dec. 14 at the Hotel 
Bond. 


It will be an all day affair with 
a luncheon at noon, followed by 
meetings in the afternoon and an 
election of officers. The parley will be 
climaxed with a dinner in the eve- 
ning. 

It is expected that some 500 new 
and used-car dealers, service sta- 
tion operators, finance company of- 
ficials and representatives of tire 
and gasoline companies will attend. 
Speakers will include Gov. Raymond 
E. Baldwin; A. O. Dietz, president 
of the Universal CIT Credit Corp.; 
Lee Moran, head of automotive sur- 
plus disposal; William Remy, of the 
OPA, L. J. Buckland, Raymond 
Chamberlain, executive vice presi- 
dent of NADA and Thomas Richard- 
son, president of the Eastern Base- 
ball League. 


Harry B. Hartley, president of 
the Hartford Buick Co., is president 
of the Association. Dealers on the 
program committee for the conven- 
tion are G. J. Palmer, chairman of- 
ficial of the MHarrington-Palmer 
Company, Hartford; Samuel A. 
Longworth, of Longworth-Carlson, 
Middletown; Harry M. Sloate, presi- 
dent of the Sloate-Chevrolet Co., 
Hartford; L. S. Coyle, Connecticut 
manager of the General Motors 
Acceptance Corp., New Haven, and 
Frank Bradley, Connecticut Bear- 
ings Company, New Haven. 


DADA Meeting 
Set for Dee. 13 


DETROIT.—Time and place of 
the annual meeting of the Detroit 
Auto Dealers Assn. has_ been 
changed to 7 p. m. Wednesday, Dec. 
13, at the Harmonie Society, 267 E. 
Grand River. 


Walter C. Ayers, vice-president in 
charge of marketing of Brooke, 
Smith, French & Dorrance, Inc., 
will discuss postwar competition. 


Summers Is Named 


Kentucky Director 
LOUISVILLE.—J. Rumsey Weir 
of Weir Motors Co. (Chrysler), 


who has been a director of NADA 
for many years, has declined to 
again run for a directorship, and 
Turner Summers, Summers Herr- 
mann Co. (Ford), Louisville, will 
represent Kentucky dealers. 





















WPB Revokes Order 


On Car Preservation 

WASHINGTON. — Revocation 
of Order M-216, which establish- 
ed standards for the preserva- 
tion of new automobiles and 
trucks held for rationing, was 
announced last week by the 
War Production Board. 

At present there are fewer 
than 20,000 automobiles left in 
the pool and fewer than 5,000 
trucks, WPB said, and these 
vehicles are now in the hands 
of a relatively few large deal- 
ers who, in the past two years, 
have been well educated in the 
care of the vehicles. Field men 
made frequent inspections of 
them until about 60 days ago, 
WPB officials pointed out, and 
it was found that they were 
adequately cared for. 
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OUR FIELD DEFINED 
Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 
in themselves means of motion, control, ¢ direction, 
as, automotive engineering.—Webster’s New Inter- 
national Dictionary. 


Rights for Veterans 


"THE automotive industry is starting plans now to make cer- 
tain that the veterans of this war have a job to come back 
to—a job that will at least give them an opportunity in post- 
war equal to the worker who has been enjoying high wages 
while the boys in the armed services have been risking their 
lives at military pay. 

To assure equitable treatment for the men who had to 
leave good jobs to go to war and to assure the boys who went 
into the service direct from school and who thus have been 
building no seniority during the years when thousands of our 
war workers have been drawing down lush pay, the Automo- 
tive Council committee on Veterans’ Re-employment is sug- 
gesting three employment practices to the industry: 

1. Industrial job opportunities for discharged war vet- 
erans without seniority rights from pre-war employment 
should be equal to those of production soldiers (civilians hired 
subsequent to May 1, 1940). 

2. Where present seniority agreements do not provide 
equal job opportunities for such veterans, the respective auto- 
motive companies should take the matter up with their union 
so that existing contracts can be modified and clarified to 
provide equal treatment for these war veterans and soldiers 
of production. 

3. Where returning disabled veterans are taught to per- 
form suitable jobs despite their handicaps, exemption from 
usual seniority provisions should allow them to hold the 
selected job, regardless of the relation of their seniority to that 
of other employes. 

These employment rights are the least this great industry 
can do for our fighting men, and we certainly would be sur- 
prised indeed if there is any employer in the industry that 
does not get behind these “GI rights” wholeheartedly and see 
to it that they are carried out to the last letter. 


‘Force’ Invites Trouble 

HEN retail dealers band together to “force” what they | 

feel are fair trade practices, they usually run afoul of | 
Uncle Sam’s Department of Justice sooner or later. | 
When they endeavor to make a deal with employees and | 
affiliate an association of employers with an organized em- | 
ployee union to force a universal price margin and to eliminate | 
a bad lease condition, such as has been happening in Minne- | 
apolis, they are inviting trouble from both the Federal Trade | 


Commission and the Department of Justice. 

While men on the ground feel the Minneapolis retail gaso- | 
line dealers may have grounds for their complaints, it is also | 
felt that the leaders of the Minneapolis Assn. of Petroleum 
Retailers may be cooking up the present affiliation as a means 
of forcing one hundred percent membership in an organiza- 
tion that has dwindled from 400 members of a few years ago | 
to approximately 180 now. 

It is axiomatic that no trade organization can be built on | 
force. Membership in such organizations grow as a result of | 
an outstanding service rendered to the industry or group from 
which it was originally formed. 

Protection against trade abuses is best acquired by build- 
ing a strong profitable business on an independent basis. 


NEW YORK, Nov. 28.—Today we 
were mighty proud of a fellow De- 
troiter, whom we call by his first 
name, for we have just attended a 
luncheon at the Hotel Roosevelt 
given by the Sales 
Executives Club at 
which the citation 
of the club’s dis- 
tinguished service 
award was made to 
William E. Holler, sales manager of 
Chevrolet. It was the first of its kind 
bestowed upon a general on the ac- 
tual selling front and was thus a 
tribute not only to the man and the 
company he represents but to the 
whole industry which, we have 
always believed, represented the 
epitome of sales technique in a coun- 
try which can boast the world’s best 
selling organizations. 

The luncheon was attended by 
more than 1,400 heads of businesses 
and their sales executives, repre- 
senting every phase of American 
manufacturing and _ selling. The 
seating capacity of one of the larg- 
est ballrooms in New York was 
strained and many could not find 
places at the tables but were glad 
to stand to hear the ringing sales 
message which Holler delivered. To 
say that he “bowled ’em over” 
would be expressing it mildly and we 
from Detroit who attended felt a 
glow of reflected glory in his ac- 
complishment. 


The gist of Holler’s hour and a 
quarter speech was directed at the 
complacency of management execu- 
tives who believe pent-up demands 
for not only automobiles, but all 
sorts of products, will be so great in 
the postwar years that buyers will 
line up begging for our products. 
Holler said “it was important to 
know whether they would be stand- 
ing in your line or those of your 
competitors!” He pointed out that 
for the past four years we have been 
selling to only one customer, Uncle 
Sam, but from the day we have 
goods to sell, we will need millions 
of buyers which means millions of 
individual sales and that means mil- 
lions of salesmen and millions in ad- 
vertising dollars to back them up. 


Without benefit of notes, Holler 
quoted many statistics from govern- 
ment reports, some of which I noted 
as of interest to our readers. For 
example: “People of the United 
States have saved approximately 
$120,000,000,000. Distributed—banks, 
36 billion; E, F, and G bonds, 40 bil- 
lion; insurance 4% billion; postal 
savings, two billion. This colossal 
backlog of savings is in direct con- 
trast to the total installment debt 
of nearly 6 billion in 1941; today it 
is down to less than 2 billion—a re- 
duction of more than 70 percent. 
Automobile installment paper alone 
in December, 1941, amounted to 
nearly 2 billion and today is less 
than 200 million, a reduction of 
90 percent. These savings in the 
hands of prospective buyers repre- 
sent more money available for post- 
war spending than was the total 
national income of any year prior to 
1943! 


Holler cited the decrease in total 
registered passenger cars from 27,- 
700,000 pre-Pearl Harbor, to less 
than 23,400,000 today. With 6,000 cars 
being junked every day, he said, that 
means that “by July 1, 1945, 6,500,- 
000 people who formerly owned an 
automobile will be walking.” Holler 
looked upon this only as a challenge 
to the good salesman who has a good 
product to sell. And, he added: 
“We're going to need SALESMEN 
again—and good SALESMANSHIP 
—to bring in the millions of sales 
which will provide the millions of 
jobs—and we're going to need them 
urgently because there will be a 
terrific amount of extra plant ca- 
pacity and extra manpower avail- 
able to turn out all kinds of mer- 
chandise.” 

Bill Holler did a great job in New 
York today! For Chevrolet and the 
industry in which his company holds 
first place; for Detroit, which must 
again accept leadership in a post- 
war economy and for the United 
| States of America if we are to re- 
; turn to that free enterprise system 
| which alone can provide jobs for 
| every young man and woman now 
‘in uniform!—G.M.S. 


HOLLER 
RECEIVES 
TOP SALES 
AWARD 


OGGIE LOOKS at 


“i 


OB 


the AUTO NEWS ‘4 


Heavy, HEAVY, 
HANGS OVER 
YOUR HEAD! 


—AND YOURE NOT GONNA 
Pick 'EM OUTA THERE 
AFTER THE WAR, PAL 


——In This Corner 


‘Defects in Plans ....... 


A. DARNED Good THING 


> 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Analysis 

Some time ago I sent to you an 
analysis of the Ruml and CED tax 
plans. In addition to the defects 
of the plans pointed out to you 
at that time, I wish to call your 
attention to another very serious 
defect in these plans. 


The main thesis of the CED plan 
is based on the necessity for the 
stimulation of venture capital. For 
this purpose, they have reduced the 
tax on the very wealthy so that 
these people would be able to start 
new business enterprises. 

I wish to point out that our 
greatest need for venture capital is 
to reestablish the 500,000 small 
businesses which have been forced 
to close their doors due to war 
time exigencies. Furthermore, to 
assure maximum employment and 
industry in the postwar period, we 
should establish 500,000 to a million 
additional small business enter- 
prises. These enterprises must, of 
necessity, come from the earnings 
and savings of people with small 
incomes. We do not expect people 
with incomes of $25,000 or more 
to start these small _ business 
ventures. 

If the tax rate proposed by Ruml 
and the CED is retained on the 
small business man, he will not be 


partnerships, due to the fact that 
this type of organization is subject 
to less “red tape” than the corpora- 
tion. I cannot help but feel that 
if the tax rates proposed by the 
CED are maintained on small busi- 
ness enterprise, it will greatly 
hamper the _ reestablishment of 
these small businesses. 

There is a particular political 
danger connected with the destruc- 
tion of small business enterprise. 
Our main bulwark in this country 
against communism and socialism 
is the voting strength of the mil- 
lions of owners of small business 
enterprises. If these small busi- 
nesses are forced to the wall, it 
would be a simple matter for the 
Federal government to take over 
big business and run it, whereas 
it cannot take over several million 
small businesses. For this reason, 
it is of paramount importance that 
big business and the bankers do 
not advocate any tax program 
which would destroy small business 
enterprise, for that would be sign- 
ing their own death warrant.—- 
ArTHUR G. SHERMAN, Detroit. 


Coming Events 


able to obtain or accumulate suf- 
ficient capital to start a business or | 
maintain himself in business. | 

Most small businesses are oper- 
ated as individual enterprises or 


JANUARY (1945) 
8-12—Detroit (Hotel Book - Cadillac). 
SAE Annual Meeting. 


28-30—Chicago (Stevens Hotel). 
| tional Automobile Dealers 
convention. 


Na- 
Assn. 





| 
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sta ti haat = al ad ‘ Teal 


Recognizing dealers’ demands for improved 
facilities for their customers, and in anticipation 
of a greatly expanded postwar business— 


GENERAL MOTORS 


announces 


A DESIGN 


COMPETITION 


for 


AUTOMOBILE DEALER 
PLACES OF BUSINESS 





Conducted by The Architectural Forum 


The competition involves the use of buildings 
and grounds for showrooms and offices, 
service facilities, parts and accessories mer- 
chandising and used car display. 


The vast improvement in design, operating 
efficiency and economy, which has made the 
automobile a universal means of transporta- 
tion, has outdistanced the facilities and loca- 
tions in which these cars are sold and serviced. 
Most of these buildings are outmoded and 
inadequate in terms of today’s standards, even 
more so in terms of tomorrow's. 


Recent surveys show that many General Motors 
dealers plan to correct this situation as soon as 
building restrictions are relaxed. As its contri- 
bution toward an improved standard of auto- 
motive sales and service facilities, General 
Motors believes it should call on the creative 
talents of the architectural profession in 
arriving at forward-looking solutions to this 
unique and important problem. 


General Motors has therefore established 


60 PRIZE AWARDS 
TOTALING $55,000 


to induce widespread participation in this 
competition by architects, designers, drafts- 
men, students and others interested in the 
progress of the automobile business. The Pro- 
fessional Adviser, in collaboration with auto- 
motive experts, has prepared the program, 
which will include all data necessary to guide 


competitors. 





fo enter this Design Competition. 


We suggest thot you fill in and 


mail the coupon below, and get 


details concerning—the functional] 


problems calling for solution in the 


design of gn automobile dealer's 
place of business, the conditions of 


the competition and the basis for 


awards. 


5 First Prizes of $5,000 each 

5 Second Prizes of $2,500 each 
5 Third Prizes of $1,000 each 

5 Fourth Prizes of $500 each 

20 Honorable Mentions and 

20 Special Awards of $250 each. 


This competition is limited to residents of the continental United States and 
Canada. Employees of General Motors or its subsidiaries, of The Architectural 
Forum, or of advertising agencies serving the above, are not eligible. Competi- 
tors must register in order to receive the program and complete instructions. The 
competition closes at midnight, April 16, 1945. 


George Nelson, A. |. A., Professional Adviser, c/o The Architectural 
Forum, Empire State Building, 350 Fifth Avenue, New York 1, N. Y. 


| intend to enter the GENERAL MOTORS competition. Please send 
me the program, including the conditions governing the competition 
and awards. 


a ale et atlases esl lh llaadasaéilbaaie caliatinidd 
Firm (if any)__ ; listenin lniaatlaels et 
Address : si ‘ciiaetsigitsinaniaeiiaaiiaiis ; denen 
City___ : ___ State 7 
Check one: Architect___ Designer____ Draftsman___ Student____ 


Other Occupation ieupleinsieian —— canes 
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OUR FIELD DEFINED 
Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 
in themselves means of motion, control, ¢ direction, 
as, automotive engineering.—Webster’s New Inter- 
national Dictionary. 


Rights for Veterans 


"THE automotive industry is starting plans now to make cer- 
tain that the veterans of this war have a job to come back 
to—a job that will at least give them an opportunity in post- 
war equal to the worker who has been enjoying high wages 
while the boys in the armed services have been risking their 
lives at military pay. 

To assure equitable treatment for the men who had to 
leave good jobs to go to war and to assure the boys who went 
into the service direct from school and who thus have been 
building no seniority during the years when thousands of our 
war workers have been drawing down lush pay, the Automo- 
tive Council committee on Veterans’ Re-employment is sug- 
gesting three employment practices to the industry: 

1. Industrial job opportunities for discharged war vet- 
erans without seniority rights from pre-war employment 
should be equal to those of production soldiers (civilians hired 
subsequent to May 1, 1940). 

2. Where present seniority agreements do not provide 
equal job opportunities for such veterans, the respective auto- 
motive companies should take the matter up with their union 
so that existing contracts can be modified and clarified to 
provide equal treatment for these war veterans and soldiers 
of production. 

3. Where returning disabled veterans are taught to per- 
form suitable jobs despite their handicaps, exemption from 
usual seniority provisions should allow them to hold the 
selected job, regardless of the relation of their seniority to that 
of other employes. 

These employment rights are the least this great industry 
can do for our fighting men, and we certainly would be sur- 
prised indeed if there is any employer in the industry that 
does not get behind these “GI rights” wholeheartedly and see 
to it that they are carried out to the last letter. 


‘Force’ Invites Trouble 
\ JHEN retail dealers band together to “force” what they 
feel are fair trade practices, they usually run afoul of 
Uncle Sam’s Department of Justice sooner or later. 


When they endeavor to make a deal with employees and | ete te ol 
affiliate an association of employers with an organized em- | ; 


| again—and good SALESMANSHIP 
| —to bring in the millions of sales 


ployee union to force a universal price margin and to eliminate 
a bad lease condition, such as has been happening in Minne- 


apolis, they are inviting trouble from both the Federal Trade | tohe—and we're guine to need them 


Commission and the Department of Justice. 

While men on the ground feel the Minneapolis retail gaso- 
line dealers may have grounds for their complaints, it is also 
felt that the leaders of the Minneapolis Assn. of Petroleum 
Retailers may be cooking up the present affiliation as a means 
of forcing one hundred percent membership in an organiza- 
tion that has dwindled from 400 members of a few years ago 
to approximately 180 now. 

It is axiomatic that no trade organization can be built on 
force. Membership in such organizations grow as a result of 
an outstanding service rendered to the industry or group from 
which it was originally formed. 

Protection against trade abuses is best acquired by build- 
ing a strong profitable business on an independent basis. 





NEW YORK, Nov. 28.—Today we 
were mighty proud of a fellow De- 
troiter, whom we call by his first 
name, for we have just attended a 
luncheon at the Hotel Roosevelt 
given by the Sales 
Executives Club at 
which the citation 
of the club’s dis- 
tinguished service 
award was made to 
William E. Holler, sales manager of 
Chevrolet. It was the first of its kind 
bestowed upon a general on the ac- 
tual selling front and was thus a 
tribute not only to the man and the 
company he represents but to the 
whole industry which, we have 
always believed, represented the 
epitome of sales technique in a coun- 
try which can boast the world’s best 
selling organizations. 


The luncheon was attended by 
more than 1,400 heads of businesses 
and their sales executives, repre- 
senting every phase of American 
manufacturing and selling. The 
seating capacity of one of the larg- 
est ballrooms in New York was 
strained and many could not find 
places at the tables but were glad 
to stand to hear the ringing sales 
message which Holler delivered. To 
say that he “bowled ’em over” 
would be expressing it mildly and we 
from Detroit who attended felt a 
glow of reflected glory in his ac- 
complishment. 


The gist of Holler’s hour and a 
quarter speech was directed at the 
complacency of management execu- 
tives who believe pent-up demands 
for not only automobiles, but all 
sorts of products, will be so great in 
the postwar years that buyers will 
line up begging for our products. 
Holler said “it was important to 
know whether they would be stand- 
ing in your line or those of your 
competitors!” He pointed out that 
for the past four years we have been 
selling to only one customer, Uncle 
Sam, but from the day we have 
goods to sell, we will need millions 
of buyers which means millions of 
individual sales and that means mil- 
lions of salesmen and millions in ad- 
vertising dollars to back them up. 


Without benefit of notes, Holler 
quoted many statistics from govern- 
ment reports, some of which I noted 
as of interest to our readers. For 
example: “People of the United 
States have saved approximately 
$120,000,000,000. Distributed—banks, 
36 billion; E, F, and G bonds, 40 bil- 
lion; insurance 4% billion; postal 
savings, two billion. This colossal 
backlog of savings is in direct con- 
trast to the total installment debt 
of nearly 6 billion in 1941; today it 
is down to'less than 2 billion—a re- 
duction of more than 70 percent. 
Automobile installment paper alone 
in December, 1941, amounted to 
nearly 2 billion and today is less 
than 200 million, a reduction of 
90 percent. These savings in the 
hands of prospective buyers repre- 
sent more money available for post- 
war spending than was the total 
national income of any year prior to 
1943! 


Holler cited the decrease in total 
registered passenger cars from 27,- 
700,000 pre-Pearl Harbor, to less 
than 23,400,000 today. With 6,000 cars 
being junked every day, he said, that 
means that “by July 1, 1945, 6,500,- 
000 people who formerly owned an 
automobile will be walking.” Holler 


HOLLER 
RECEIVES 
TOP SALES 

AWARD 


| looked upon this only as a challenge 


to the good salesman who has a good 
And, he added: 
“We're going to need SALESMEN 


which will provide the millions of 


urgently because there will be a 
terrific amount of extra plant ca- 
pacity and extra manpower avail- 
able to turn out all kinds of mer- 
chandise.” 

Bill Holler did a great job in New 
York today! For Chevrolet and the 
industry in which his company holds 
first place; for Detroit, which must 


| again accept leadership in a post- 


war economy and for the United 
States of America if we are to re- 
turn to that free enterprise system 


| which alone can provide jobs for 


every young man and woman now 


‘in uniform!—G.M:S. 


OGGIE LOOKS at ce: ° 
the AUTO NEWS 


‘TAINT GONNA BE LIKE THis, BROTHER! 


Heavy, HEAVY, 
HANGS OVER 
YOUR HEAD! 
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A. FLYING STATION WAGON MIGHT BE A DARNED Good THING 


—AN RE NOT GONNA 
Prox Yeu OUTA THERE! 
AFTER FHE WAR, PAL 


——In This Corner 


‘Defects in Plans ....... 


The views expressed 


SLARRY'S 
SMILK MAY 


> 


in this column are those of our readers. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Analysis 

Some time ago I sent to you an 
analysis of the Ruml and CED tax 
plans. In addition to the defects 
of the plans pointed out to you 
at that time, I wish to call your 
attention to another very serious 
defect in these plans. 


The main thesis of the CED plan 
is based on the necessity for the 
stimulation of venture capital. For 
this purpose, they have reduced the 
tax on the very wealthy so that 
these people would be able to start 
new business enterprises. 

I wish to point out that our 
greatest need for venture capital is 
to reestablish the 500,000 small 
businesses which have been forced 
to close their doors due to war 
time exigencies. Furthermore, to 
assure maximum employment and 
industry in the postwar period, we 
should establish 500,000 to a million 
additional small business enter- 
prises. These enterprises must, of 
necessity, come from the earnings 
and savings of people with small 
incomes. We do not expect people 
with incomes of $25,000 or more 
to start these small _ business 
ventures. 

If the tax rate proposed by Ruml 
and the CED is retained on the 
small business man, he will not be 
able to obtain or accumulate suf- 
ficient capital to start a business or 
maintain himself in business. 


Most small businesses are oper- | 28-30—Chicago (Stevens Hotel). 
ated as individual enterprises or ' 


partnerships, due to the fact that 
this type of organization is subject 
to less “red tape” than the corpora- 
tion. I cannot help but feel that 
if the tax rates proposed by the 
CED are maintained on small busi- 
ness enterprise, it will greatly 
hamper the reestablishment of 
these small businesses. 

There is a particular political 
danger connected with the destruc- 
tion of small business enterprise. 
Our main bulwark in this country 
against communism and socialism 
is the voting strength of the mil- 
lions of owners of small business 
enterprises. If these small busi- 
nesses are forced to the wall, it 
would be a simple matter for the 
Federal government to take over 
big business and run it, whereas 
it cannot take over several million 
small businesses. For this reason, 
it is of paramount importance that 
big business and the bankers do 
not advocate any tax program 
which would destroy small business 
enterprise, for that would be sign- 
ing their own death warrant.—- 
ArTHUR G. SHERMAN, Detroit. 


Coming Events 


JANUARY (1945) 


8-12—Detroit (Hotel Book - Cadillac). 
SAE Annual Meeting. 


: Na- 
tional Automobile Assn. 
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Recognizing dealers’ demands for improved 
facilities for their customers, and in anticipation 
of a greatly expanded postwar business— 


GENERAL MOTORS 


announces 


A DESIGN 


COMPETITION 


for 


AUTOMOBILE DEALER 
PLACES OF BUSINESS 





Conducted by The Architectural Forum 


The competition involves the use of buildings 
and grounds for showrooms and offices, 
service facilities, parts and accessories mer- 
chandising and used car display. 


The vast improvement in design, operating 
efficiency and economy, which has made the 
automobile a universal means of transporta- 
tion, has outdistanced the facilities and loca- 
tions in which these cars are sold and serviced. 
Most of these buildings are outmoded and 
inadequate in terms of today’s standards, even 
more so in terms of tomorrow's. 


Recent surveys show that many General Motors 
dealers plan to correct this situation as soon as 
building restrictions are relaxed. As its contri- 
bution toward an improved standard of auto- 
motive sales and service facilities, General 
Motors believes it should call on the creative 
talents of the architectural profession in 
arriving at forward-looking solutions to this 
unique and important problem. 


General Motors has therefore established 


60 PRIZE AWARDS 
TOTALING $55,000 


to induce widespread participation in this 
competition by architects, designers, dratts- 
men, students and others interested in the 
progress of the automobile business. The Pro- 
fessional Adviser, in collaboration with auto- 
motive experts, has prepared the program, 
which will include all data necessary to guide 


competitors. 






to enter this Design Competition 


We suggest tha} you fill in and 
mail the coupon below, and get 


details concerning—the functional] 


problems calling for solution in the 


design of an automobile dealer's 
place of business, the conditions of 
the competition and 


awards. 


the basis for 


5 First Prizes of $5,000 each 

5 Second Prizes of $2,500 each 
5 Third Prizes of $1,000 each 

5 Fourth Prizes of $500 each 

20 Honorable Mentions and 

20 Special Awards of $250 each. 


This competition is limited to residents of the continental United States and 
Canada. Employees of General Motors or its subsidiaries, of The Architectural 
Forum, or of advertising agencies serving the above, are not eligible. Competi- 
tors must register in order to receive the program and complete instructions. The 
competition closes at midnight, April 16, 1945. 


George Nelson, A. |. A., Professional Adviser, c/o The Architectural 
Forum, Empire State Building, 350 Fifth Avenue, New York 1, N. Y. 


| intend to enter the GENERAL MOTORS competition. Please send 
me the program, including the conditions governing the competition 
and awards. 





Name___ icine hssenctinn Racial atatieaa ii sagt 
Firm (if any)_ neidentadiieten ieee etenies 7 
Address ios ene = 
City_ __ State 

Check one: Architect____ Designer____ Draftsman____ Student____ 


Other Occupation 
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By Robert M. Finlay 
Managing Editor 

EAST ST. LOUIS, Ill.—There is 
something in the air for the auto 
dealer. Something to shout about, 
the airplane people say, but some- 
thing about which the auto dealer is 
whispering at present. 

Perhaps that something is a little 
too intangible for the auto dealer at 
present, 

How much of this shouting about 
the great aircraft sales and service 
market is propwash? How much is 
solid sending? And how does the 
auto dealer fit in? 

In an attempt to bring the air- 
plane picture a little more into 
focus for the auto dealer, Automo- 

tive News sent 
this writer here 
to attend a writ- 
ers’ course in avia- 
tion conducted by 
Parks Air College. 

Oliver L. Parks, 
head of the col- 
lege, distributor in 
eight states for 
the Ercoupe and 
formerly a_ suc- 
cessful auto sales- 

O. L. Parks man, is one of the 

go-getters in avia- 
tion. He is one of those who are en- 
deavoring to apply automotive mer- 
chandising techniques to the avia- 
tion business. 
Dealer a Natural? 

Parks believes that the auto 
dealer is a natural to sell and serv- 
ice planes, for the dealer is the prac- 
titioner of those automotive tech- 
niques that made the auto business 
what it is today. The auto dealer 
knows sales and service, and if the 
private plane business is to attain 
stature, it is essential that there be 
wide and adequate distribution of 
sales and service outlets. That was 
necessary for the auto; it is no less 
necessary for the plane. 


But just as there are go-getters 
in any business, there are also the 
gloomy guys who shake their 
heads sadly and say that it will 
never be. There are too many ob- 


stacles. The price is too high. . 


Maintenance costs are too much. 
The regulations are too stiff. It’s 


okay for the hepcats, but it is the , 


solid citizen who has the dough. 
All in all, there are too many bar- 
riers to ever permit a broad pri- 
vate plane market to develop. 

The answer to all these objections 
is—“Certainly.” Every one of them 
has some basis. On the boards, it can 
never be—except for one thing. One 
intangible thing that upsets the 
whole applecart for the gloomy guys. 

“He’s a Gone Goose” 

That intangible thing is the fas- 
cination for flying that takes a firm 
grip on whoever gets within range 
of the siren call. Once he has his 
hands on the controls of a plane 
high in the air he will be forever tied 
to the skies, Brother, he’s a gone 
goose. 

My own case may illustrate the 
point. Thirty years old and the 
father of three children, I arrived 
at Parks Airport a little tired, a 
little homesick already and pretty 
skeptical about the whole thing. Fif- 
teen years ago I had been a pas- 
senger in an open cockpit job for 20 
minutes. That was my total flying 
experience, and as far as I was con- 
cerned it was enough. What the hell 
did I care about flying. 

As the course went on, that disin- 
terested feeling deepened. That feel- 
ing, however, bears no reflection on 
the instructors, all of whom were 
able men. But as Gene Kropf ex- 
plained the civil air regulations, I 
thought: 

“Brother, that’s a lot of book- 
keeping for a guy who just wants 
to fly.” 

And, believe me, it is, although I 
understand that the rules may soon 
be streamlined to eliminate those 
that are no longer necessary. How- 
ever, all flying men are agreed that 
the rules that make for safety must 
be retained. No pilot wants a hair- 
brained tyro making the airways 
perilous. 

The next class was engines, which 
Herb Zimmer discussed with a 
charm that took much of the dryness 
out of the subject, but it was still 
technical. 
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What’s in the Air for the Auto Dealer? 


The Story of a Flying Trip to See What Aviation Holds for 
the Men in the Car Retailing Field 


HERE IS THE ERCOUPE with which Engineering and Research Corp., 
Riverside, Md., hopes to make a sizable dent in the postwar private plane 


market, 


resume production with it at that figure. 


It sold for $2,600 before the war and the manufacturer hopes to 


The Ercoupe handles almost 


like an automobile, with a wheel instead of a stick, and it is certified by the 
Civil Aeronautics Administration as “spinproof.” 


THE CONTROLS of the Ercoupe are so simple that the average solo time 
is five hours. Ailerons, rudders and nose wheel are mechanically coordinated 
so that the pilot turns, both in the air and on the ground, by just turning 
the “steering” wheel right or left. The same wheel moved fore and aft con- 


trols the elevator. 


A tricycle landing gear with oleo shock absorbers 


eliminates much of the danger of landing. : 


It’s a Different Story 

But three hours later it was a dif- 
ferent story. I was 1,200 feet up in 
the air at the controls of an Er- 
coupe, a beautiful, simple little ship 
that may go a long way toward the 
making of that big postwar private 
plane market. To be sure, there was 
Dan Robertson, a veteran pilot who 
grew up in the business, sitting be- 
side me and ready to take over the 
controls if I fumbled. But he didn’t. 
It was I who was guiding that ship 
through the air. And as time went 
on, my confidence grew. I felt I 
could make that ship do anything I 
wished—and that seemed important. 

On land again and back in the 

classroom, the barriers of regula- 
tions and ground-school instruc- 
tion no longer loomed so large. 
The next day and again on the 
third I went up again. And each 
day that indefinable fascination 
took a firmer grip. 

Everywhere I went people were 
talking about flying, for flying men 
are all enthusiasts. And now I felt I 
was a flier. 

The trick is to get ’em up in the 
air. Parks is missing no bets in this 
game. Out at Curtiss-Parks Airport, 
which is about three-fourths of a 
mile from Parks Air College, Wil- 
liam M. Thompson, vice-president 
and general manager in charge of 
St. Louis operations, is running one 
promotion after another. 

Who Are Potentials? 

One day is Mayors’ Day, and all 
the mayors for miles around get a 
chance to push an Ercoupe around 
the skies. Then it is Hotel Man- 


agers’ Day, and then Business 
Women’s Day. They go on and on. 
It costs money, but it has to be done, 
for the kids who are in the air now, 
piling up experience in the armed 
forces, are not the ones who will 
make up the market for the postwar 
private plane. They probably won’t 
have the price, and so they will have 
to make aviation a career if they 
stay in. 

It is the solid citizen, the guy 
making $5,000 a year or more, who 
must be sold on aviation. Gradu- 
ally as used planes come into the 
market in volume and if mass- 
production techniques lower the 
price, the market will dip into 
lower wage brackets. 

Meanwhile, aviation men like 
Parks are spreading the gospel 
where it will do the most good. 

(The next article in this series 
will discuss the equipment the air- 
plane dealer will need. See AUTO- 
MOTIVE NEWS Dec. 25.) 


San Antonio Sells 


Nine New Trucks 


SAN ANTONIO.—Despite the ad- 
mitted shortage, dealers here report 
a few new car sales each month, 
the report for November showing a 
total of 31 being registered, of 
which 22 were passenger cars and 
the remainder trucks. 

This figure, incidentally, was nine 
units greater than sales for Novem- 
ber, 1943, when only 22 were 
reported. 


War Isn’t Over, Say Officials 
After Tour of Front 


PARIS.—After a six-day tour of 
the Western Front, six American 
industrialists were returning to the 
United States this 
week convinced 
that the war is far 
from over, accord- 
ing to Drew Mid- 
dleton, of the New 
York Times For- 
eign Service. 

“All talk of re- 
conversion and 
postwar planning 
has to be put aside 
until we can give 
the boys every- §, E, Skinner 
thing they need 
to do their job,” asserted Sherrod 
Skinner, vice president of General 
Motors and one of the touring in- 
dustrialists. 

The six men were impressed by 
the need for an increased flow of all 
types of materiel to the front, es- 
pecially heavy artillery ammunition, 
Frederick G. Crawford, president of 
Thompson Products, Inc., said. 

“The armies might find them- 
selves stuck for six months unless 
certain types of supplies are re- 
ceived,” he added. 

Crawford said he deplored the 
wave of optimism which swept the 
United States after the compara- 
tive speed with which the American 
Third Army darted across northern 
France. He added that the war was 
now in “a new phase.” 

Skinner, in answer to a question 
whether the group had found any- 
thing wrong, barring the shortage of 
shells needed for the job ahead, said 
that in one heavy auto maintenance 
depot there had been a lack of some 
materials. But generally the group 
gave the Army a clear bill of health. 


Referring to the question of 
maintaining and increasing pro- 
duction, Skinner, who is general 
manager of Oldsmobile, pointed 


Double Milestone 


Willow Run’s 7,000th B-24 


Is Dated Dec. 7 

DEARBORN. — Willow Run’s 
7,000th B-24 Liberator rolled off 
the assembly line on Dec. 7, anni- 
versary of the attack on Pearl 
Harbor, Ford officials announce. 

Willow Run has thus more than 
doubled its first year’s production 
of Liberators in the plant’s sec- 
ond year of operation. Second 
year output was nearly 4,600 
planes, as compared to first year 
production of 2,250. 

More than a thousand master 
changes (purely design changes) 
have been incorporated during 
the production of these 7,000 
ships, involving more than a mil- 
lion tooling hours and more than 
a half million engineering hours, 
it was said. ° 

Production of Liberators will 
be stepped up at Willow Run un- 
der a new Army schedule, it is 
also announced. 

The new schedule calls for pro- 
duction at slightly under the 
bomber-an-hour pace of last 
spring and summer. Several hun- 
dred workers will be added to 
meet the revised quota, Ford of- 
ficials said, and the plant prob- 
ably will operate some Saturdays, 
thus increasing the work week 
of most employes. 


a Peers ene wae 
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out that the workers of his com- 
pany have been turning out shells 
since 1940. “Perhaps the workers 
have grown ‘smug and careless,’ ” 
he added. 

Skinner added that the 300,000 
150- -shells fired into Aachen 
from:First Army guns represented 
two weeks’ output from his four 
plants. He added that more would 
be needed for all types of guns if 
the Americans “as Gen. Eisenhower 
says, continue to go ‘sniping with 
Long Toms.’ ” 

Others in the party were Charles 
Kendrick, president of the Schlage 
Lock Co., of San Francisco; Duncan 
Fraser, president of the American 
Locomotive Co., of New York; Clar- 
ence C. Stoll, of the Western Elec- 
tric Co., of New York, and Stuart 
Cramer jr., president of Cramerton 
Mills, Inc., of Cramerton, N. C. 


OPA to Debit 
Bogus Gas Tabs 
Against Stock 


WASHINGTON.—Every counter- 
feit gasoline coupon with which a 
service station has bought gasoline 
from its supplier will, hereafter, be 
charged back against the inventory 
of the station from which it came, 
the Office of Price Administration 
announces. 

This 100 percent “debit” for in- 
valid coupons, which include unin- 
dorsed and out-of-date coupons as 
well as counterfeits, is being accom- 
plished, it was stated, by simplify- 
ing the debiting operation and shift- 
ing it from the 93 OPA district of- 
fices to the eight regional verifica- 
tion centers, Up until now the check 
has been on a “spot” basis with only 
a certain percentage of stamps ex- 
amined in each area. 


The debiting procedure is at the 
heart of the attack on the gasoline 
black market, OPA says. If the cou- 
pons a dealer turns over to his sup- 
plier turn out to be counterfeit, out 
of date, or not properly indorsed, 
he is required to surrender valid 
coupons received from other sales 
to make good the invalid ones. Until 
he has done so, he may not accept 
any more gasoline from any source, 
and no distributor may sell to him. 


This means that a dealer who 
carelessly accepts loose and unin- 
dorsed coupons in violation of the 
regulations—knowing that any loose 
coupon may turn out to be counter- 
feit—will hereafter be sure to suffer 
a loss of inventory for his careless- 
ness. 

The 100 percent debit ends any 
possibility of inadvertent discrimi- 
nation among service stations in 
the application of the debit. 


Phila. OPA Bolsters Staff 


MPR 540 
LLPHIA. — All agents 
available from other administrative 
units of the Office of Price Admin- 
istration have been transferred to 
used-car ceiling enforcement, Harry 
Steinbrook, enforcement attorney, 
announced last week. 

He disclosed that between 500 and 
600 certificates of transfer have 
the application of the debit. 
ration boards. 


Enforcin 
PHILAD 


THOMAS P. HENRY, left, who retired from the AAA presidency after 
serving the organization for 21 years, chats with H. J. Brunnier, of San 
Francisco, structural engineering consultant, who succeeded him in office. 
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Our Good Friends, the British, Are Already on 
the Job to Outsmart Us in Post-War Trade. 
Don’t Blame Them if They Succeed. They're the 
World’s Greatest Experts in Economic Diplo- 
macy ... Shrewd, Sharp, Realistic Traders, 
While We Have Been Called a Nation of Starry- 
Eyed Do-Gooders Who Have Lost Our Shirts 
Every Time We Have Sat In On This Global 
Game that “Never Gives a Sucker an Even 
Break.” Here’s an Authoritative Article that’s 
“Required” Reading for Every American Busi- 
nessman ... In the January Issue of The 
American Magazine, Now on the Newsstands: 


LET’S NOT BE SUCKERS AGAIN! 
by RALPH O. BREWSTER, U. S. Senator from Maine 


Member of the Senate’s Commerce Committee, its 
Committee to Investigate the National Defense 
Program, and its Committee on Naval Affairs. 


After the last war many felt that the British gobbled 
the choice cuts, while American taxpayers footed 
the bills. Great Britain will slip us the check again, 
says Senator Brewster, unless we demand our share 
of global air lines, shipping, oil, and communica- 
tions. Vigorous American competition, he claims, 
will give us our rightful place in world affairs, and 
hold the respect and friendship of John Bull. 


BOB SCHIRMER, Detroit Manager i | 
BOB WOODRUFF, American Magazine Representative A™ 
The Crowell-Collier Publishing Company 
General Motors Building, Detroit, Michigan 
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The Sex Life of 
The American Magazine 


For years The American Maga- 
zine has made continuing studies 
of reader reaction. For years we 
have known what makes human 
interest — male and female — tick! 


While there is much material that 
is read with equal interest by men 
and women, our studies have 
taught us that what is often edi- 
torial sauce for the goose may not 
prove as delectable to the gander. 
In other words, what makes great 
reading for women may be and 
often is strictly so much Polly- 
anna to a male, and vice versa. 


That’s why the planned editorial 
balance of The American Maga- 
zine exerts such a magnetic attrac- 
tion on the eyes, the minds, and 
the emotions of our readers of both 
sexes ... an attraction, we believe, 
no other dual-audience publica- 
tion can match. 







Share your American Magazine, then save it 
for the Government's waste paper drive. 


250 PARK AVENUE, NEW YORK 17, NEW YORK 
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But War Output Is First... 


AUTOMOTIVE 


Pre-Reconversion Gets 
Govt. Recognition 


NEW YORK.—While plans for 
early reconversion were shelved 
last week and the auto industry 
pushed full-steam ahead on war 
production, leaders of the industry 
were encouraged by the govern- 
ment attention being given to 
prereconversion problems. 

With a distinction now recog- 
nized between the vital steps that 
must be taken in the auto indus- 
try to get ready for reconversion, 
and reconversion itself, it was felt 
that a good start had been made 
toward putting major programs in 
their proper order. 

Meanwhile, government and in- 
dustry alike buckled down to the 
war-production job. After the 
War Production Board halted for 
90 days any new authorization 
of consumer goods output in 
about 125 cities, James F. Byrnes, 
director of war mobilization and 
reconversion, announced a cam- 
paign to get more critical muni- 
tions from the assembly line to 
the front line. 

Byrnes borrowed Maj. Gen. L. D. 
Clay from the Army and made him 
his war program deputy. To Clay, 
who has been running the Army 
Service Forces procurement pro- 


Willys Begins 
Production of 


Robot Bombs 


TOLEDO. — Production of jet- 
propelled robot bombs, the Ameri- 
can counterpart of the Nazi V-1 
“buzz bomb,” has begun in the air- 
craft division of Willys-Overland 
Motors, it was announced last week 
by Charles E. Sorensen, president. 
He said the company, on the basis 
of its record in producing other 
aircraft assemblies, has been made 
the principal source of supply for 
the “devastating projectiles.” 

Mass production facilities were 
installed_and production operations 
on the aerial bombs were under 
way 60 days after receipt of the 
contract, Sorensen revealed. The 
robot bomb, shipped from. the 
Willys plant complete except for 
engine and controls, has a sleek, 
streamlined fuselage 27 feet long 
and stubby wings with a span of 
17 feet, he explained. In two sec- 
tions, the wings are mounted on a 
bar which passed completely 
through the center of the fuselage. 

The fore-section houses the mag- 
netic compass and gyro equipment 
and a “windmill” timing device 
which is set to throw the plane 
into a spin when it reaches its tar- 
get, Sorensen said. In addition, the 
fore-section contains the “war 
head,” which holds the robot’s ex- 
plosive charge. 

“Gasoline fuel tanks which give 
the ship a range of about 150 miles 
are amidship,” he pointed out, 
“while compressed air bottles and 
master control equipment occupy 
the aft section of the fuselage. A 
rear wing and tail assembly com- 
plete its structure.” 

Welded from five sections of 
formed sheet steel, the fuselage is 
33 inches in diameter at its great- 
est girth. The only aluminum 
parts are the nose, elevators and 
rudder. Without its bomb charge, 
the unit weighs about 2,500 pounds. 


Omaha Dealers 


Consider Curbs 


OMAHA.—Officers and directors 
of the Nebraska Automobile Deal- 
ers Assn. last week considered 
problems connected with the post- 
war era. Ray Chamberlain, execu- 
tive vice-president, addressed the 
meeting and answered questions 
relative to the requirements of 
manufacturers for merchandising 
when cars once more appear on the 
market. The question of regulat- 
ing irresponsible dealers also came 


up. 

President O. C. Bricknell called 
for a report from the committee 
appointed to select a manager for 
NADA. _ Several applications are 
being considered. The state meet- 
ing probably will be scheduled for 
late February. 


gram, 
spurring production of shortage 
items. 

At the annual meeting of the 
National Assn. of Manufacturers in 
New York, Charles E. Wilson, 
president of General Motors, was 
among those who sounded indus- 
try’s keynote—“Victory first, then 
reconversion.” 

“More guns now—butter later,” 
was the way John M. Hancock, co- 
author with Bernard Baruch of 
the master reconversion plan, put 
it. 

Speaking in Detroit for the 
Automotive Council for War Pro- 
duction, George Romney, manag- 
ing director, hailed the new na- 
tional production policy as an 
important step toward clarifying 
widespread misconceptions re- 
garding the use of our national 
energies. 

“My understanding,” said Rom- 
ney, “is that the new policy an- 
nounced by J. A. Krug, War Pro- 
duction Board chairman, and con- 
curred in by the War Manpower 
Commission and the armed serv- 
ices, puts the relative wartime im- 
portance on the use of our produc- 
tive facilities and energies in their 
correct order.” 

The order is this: ; 

1. War production first, until the 
last shot. 

2. Essential civilian production. 

3. The small amount of pre- 
reconversion work that must be 
completed before the few con- 
verted industries on which most 
employment depends can be ready 
for reconversion. 

4. Expansion and resumption of 
civilian production which does not 
interfere with war production. 

In the joint government state- 
ment, the third point is covered in 
this manner: 

“Wherever it is clearly evident 
that it can be done without harm 
to war production, steps, other 
than production under PR-25, 
looking toward reconversion, can 
be authorized under appropriate 
War Production Board and War 
Manpower Commission regula- 
tions. Individual memoranda will 
be sent to you covering each 
phase of these other preparatory 
steps, such as, for example, the 
building of experimental models 
(PR-28) and the installation of 
capital equipment (PR-24 and 
L-41.” 

In pleading for still greater war 
production at the NAM meeting, 
Lt. Gen. G. G. Somervell gave 
these figures of what already has 
been produced: 

Trucks, 1,800,000; tanks, 68,000; 
big and medium guns, 2,800,000; 
machine guns and rifles, 15,000,000; 
rounds of ammunition, 43 billion; 
bombs, 43,400,000; uniforms, 196,- 
000,000; pair of shoes, 98,000,000; 
planes, 187,000. 


Powers Appeal 
Heard in Mich. 


LANSING.—The appeal of James 


Powers, prominent Detroit auto 
dealer, for renewal of his dealers 
license was taken under advise- 
ment last week following a hear- 
ing before Secretary of State 
Dignan. 

Previously, renewal of the license 
had been denied after Powers was 
accused of defrauding the state of 
$27,816 in sales tax. The accusa- 
tion by the state is now before the 
Wayne Circuit Court. Powers ad- 
mitted that he made sales tax re- 
turns on deals before he knew 
what the purchase price would be, 
but said that at the end of the 
month he balanced the books and 
paid the state the difference. 

This is the first case under the 
Michigan dealer licensing law, and 
is being pressed by both Detroit 
Auto Dealers Assn. and Michigan 
Automobile Dealers Assn. 


Powers on Special Duiy 


For General Tire 

AKRON.—Assignment of John E. 
Powers to special duties on the 
executive sales staff is announced by 
L. A. McQueen, vice president in 
charge of sales of General Tire & 
Rubber Co. 


he assigned the job of |. 
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SHELLS FOR ALLIED ARMIES. The above photograph shows a workman 
at Fisher Body’s Grand Rapids Stamping division hammering a brace on a 
freight-car load of 155mm. artillery shells destined for Gen. Eisenhower’s 
armies blasting Nasi Germany. The big shells were produced in quantity by 
the General Motors plant within four months after receiving an initial 


letter of intent from the government. 


Cycle-Weld Shortcut 


Chrysler Plant in Calif. Develops New Process 
For Securing Plane Panel Pieces 


LOS ANGELES.—A new type of 
fairlead for airplanes, made of 
plastic and two tiny pieces of rub- 
ber, which is snapped into panel 
openings instead of bolted as in 
the conventional manner, has been 
developed by the Cycle-Weld divi- 
sion of Chrysler Corp., and is being 
manufactured in the Chrysler Mo- 
tors of California plant, Legler 
Paxton, manager of the California 
Cycle-Weld operation, announces. 

Known as the Cycle-Weld snap 
lead, and weighing but 5 grams, 
the new device can be installed in 
10 to 30 seconds, compared to two 
to 10 minutes for the present 26.2 
gram type of fairlead made of 
bolted phenolic laminated plates. 

Two tiny rubber strips, which 
serve the dual purpose of holding 
two companion plastic pieces to- 
gether and provide an elastical 
grip as the lead is snapped into 
panel slots, are held in place at 
four opposite points by the 
magic glue, a process known as 
Cycle-Weld. 

Pressed firmly with the thumb, 
the new lead is snapped into panel 
openings for that purpose after the 
control cable has been inserted in 


Stout Paints 
Bright Picture 
of Air Cargo 


CHICAGO.—A glowing picture of 
air-cargo development in the fu- 
ture, with Chicago as the hub, was 
presented by William B. Stout here 
last week at the three-day air cargo 
conference held by the Society of 
Automotive Engineers. 

More than 3,000 of the best engi- 
neers of the nation are organized 
to give “quick answers” to all tech- 
nical military and postwar ques- 
tions affecting aviation, William S. 
James, president of SAE and chief 
engineer of Studebaker Corp., said 
at the conference. 

Stout, who heads his own research 
laboratories acting for Consolidated 
Vultee, envisioned high-wing cargo 
planes swooping down in a continu- 


the lead itself through holes 
formed on one side of the lead 
while the rubber strips are relaxed. 
Two tiny ridges—at the top and 
bottom of the snap lead—grip the 
edges of the panel slots. Tension 
set up by the rubber strips holds 
the leads in place. 

When pressed into position, the 
two plastic pieces form a single 
unit containing a hole of either 
three sixteenths or one-quarter 
inch in diameter, through which 
the flexible metal leads, or cables, 
pass from various controls of the 
plane to the pilot’s cabin. 

In one type of fighting aircraft, 
610 fairleads are used in guiding 
the control cables. In the nut- 
and-bolt type of fairlead the 
weight of 610 units on installa- 
tion is 35 pounds, while the 
plastic-and-rubber types weigh 
but seven pounds. On the basis 
of airline computations showing 
that each pound saved in the 
construction of an airplane is 
worth an expenditure of $800, the 
new Cycle-Weld fairleads would 
represent a saving of $8,400 in 
this type of aircraft. 

A belled surface at the mouth 
of each lead hole minimizes the 
possibility of rubbing and resulting 
frictional wear as the cables move 
backward and forward. One per- 
son, without a tool of any kind, can 
snap the lead into place with one 
hand, while two hands and perhaps 
two persons in some areas of the 
plane’s interior, equipped with a 
screw driver and a small wrench, 
are required to install the older 
type of lead. 

When snapped into position, the 
Cycle-Weld fairlead is but 11/16 
inches long. It is % of an inch 
wide, and % inch thick. The rub- 
ber strips holding the halves to- 
gether are % inches wide, less 
than % inch thick and approxi- 
mately % inch long. 

The Cycle-Weld process can be 
used to bind woods, metals, cera- 
mics, thermosetting plastics and 
rubber. . 


ous stream to a unified air-rail- J 


motor terminal, then detaching their 
loaded fuselage like truck trailers, 
and continuing with new, fully 
loaded freight compartments. 

“No man alive, I believe, has the 
imagination to predict the swift ad- 
vance of air cargo,” Stout said. “One 
thing, however, is certain. Its sweep 
in postwar movement of perishables 


and high-cost freight will also move |’ 


the country’s merchandising center 
to the west, with Chicago as the hub. 


“Special planes, special handling . 
equipment end specialized terminals | ' 


will hasten this air age.” 

Casting doubt on the predicted 
mass production of giant planes after 
the war, Stout suggested that they 
will be made for specific purposes. 
He added that the American-type 
radial engines will be the basis for 
the first great postwar development. 


BEFORE A FAIRLEAD can be 
placed into position in the panel of 
an airplane, a small pulley-like con- 
trol attachment must clear the slot 
through which the cable is threaded. 
The above plastic fairlead, developed 
by the Cycle-Weld division of Chrys- 
ler Corp. allows for this operation, 


Congress Asked 
For Stiffened 


Labor Controls 


WASHINGTON.—With the na 
tion again turning all its energie 
to war production, Congress was 
asked last week to provide for 
penalties against employers and 
employes who ignore decrees chan- 
neling labor toward key war jobs 

WPB Chairman J. A. Krug told 
the Senate War Investigating com- 
mittee that a present shortage of 
311,000 would be overcome this 
month by voluntary methods. 

However, if recurring short- 
ages are to be prevented in key 
industries, he said, WMC must 
have statutory backing to pre 
vent workers from leaving key 
industries and prohibiting em- 
ployers from hiring above fixed 


quotas. 

Krug testified that only 59 work 
ers had been added in tire manu- 
facturing plants since last spring 
because the commission needed 
more teeth. 

Undersecretary of War Robert 
Patterson said that Secrets 
Henry L. Stimson’s call last Janu- 
ary for a national service act re- 
mains the firm policy of the Ws 
Department. ‘ 

Chrysler Signs 

Chrysler Corp. and the UAW-CIO 
signed an agreement in Detroit 
last week disposing of all the 42 
proposed amendments to the pres- 
ent contract except these four: 

1. Union proposal concerning 
extra privileges for returning vet- 
erans. 

2. Company proposal that the 
union pay its representatives for, 
union activities during working 
hours. 

3. Union proposal regarding 
seniority in Dodge Chicago plant. 

4. Union proposal concerning 
three-shift operation. 

Discussion of these proposals 
was extended to Dec. 31, after 
which time either party can sub- 
mit them to the War Labor 
Board if no agreement has been 
reached. 

Amendment on which agreement 
was reached concern principally, 
the technical aspects of layoff, hir- 
ing and transfer, probationary em- 
ployes and appeal of grievances, 
The union has recommended the 
locals ratify the amendments. 

zs + & 


To Protect Vets 

Packard and Local 199 UAW-CIO 
have signed an agreement under 
which 500 veterans were protected 
from layoffs, it was announced last 
week by Louis deBearn, unio 
president. None was employed at 
Packard when he entered the 
armed services and had no pro 
tection under the Selective Service 
Act, DeBearn said. 

The agreement extends to vet 
erans not covered by the Selective 
Service Act seniority credit equa 
to the amount of time they were 
in the armed services. 

Packard is reported to have laid 
off nearly 4,000 men in the last 
three weeks. The company said 
the number is fairly low in propor 
tion to Packard’s peak wartime 
employment of 39,000. 

* * 


A strike of 1,300 employes was 
still tying up production of the 
Fruehauf Trailer Co. last week. 


Mexicans Seek 


1,000 U. S. Tractors 


MEXICO CITY.—(UTPS) —Per- 
mission to purchase 1,000 new o 
used tractors from dealers in thé 
United States is being sought by 
a@ group of agriculturalists affiliated 
with the Mexican Farm Federation‘ 

Pointing out that large numbers 
of second-hand tractors are idle 
in the United States because o 
labor shortages, they suggest that 
arrangements for their sale tq 
Mexico on favorable terms be ac- 
complished through diplomatic 
channels. 


Maryland Auto Plates 


To Carry Tags for °45-6 
BALTIMORE. —(UTPS) Corne 
plates similar to the ones used du 
ing 1942 and 1943 will be issued to 
Maryland motorists as license tag 
for 1945 and 1946, W. Lee Elgin, com 


missioner of Motor Vehicles, an- - 


nounces. 
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BUY WAR BONDS 


— 





There's a moral 


HERE'S one best place to put anything— 
Tina that is, where it fits best. 

Take an advertisement addressed to busi- 
ness men in management positions. Where 
would you put it? In a magazine edited for 
a general audience? Or in a magazine ad- 
dressed specifically to business men—where 
all the news of importance to business is re- 
ported and interpreted in terms of its effect 
cn business? 


In these times, when management-men 
must scan the news for its relation to the 


decisions they make, there is no magazine. 


more useful to them than Business Week— 
a fact they stated themselves in a recent 
study conducted by the Ross-Federal Re- 
search Corporation. 

Other, similar studies have shown the 


wide and increasing readership Business 
Week enjoys among men in management 
positions everywhere. For with all the prob- 
lems of reconversion and the impact of 


A McGRAW-HILL PUBLICATION ¢« NEW YORK 





COVERS THE BUSINESS FRONT 


to this story 


events in far-off places on business here at 
home, management-men more than ever 
must keep abreast of the news as it affects 
their own businesses. 


What does this mean to you as an adver- 
tiser? 


It means you can count on finding man- 
agement-men—and none but management- 
men—in Business Week's audience; and 
that, dollar for dollar, your advertising ap- 
propriation buys access to the attention of 
more management-men through Business 
Week than through any other national 
magazine. 

So, when you have a message for man- 
agement-men—which is the moral to this 
story—the place to put it and deep it in these 
times is in the pages of Business Week. 
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Maybe, you’ve seen some of those GI’s with Tank observer called it “the hottest thing in armored 
Destroyer emblems on their shoulders. They’re a warfare,” which was grand news to our ears. 
great bunch of guys—proud of their service— and for 
months they’ve been itching for the day when the hush- But what really warmed our hearts was the flood of 


hush lid nould be lifted so they could tell the world letters— thousands of them—which poured in from the 
what it’s all about. men who’ve worked and trained and lived with this 


destroyer, once they learned that Buick builds the Hellcat. 
We know how they’ve felt—for they’ve been training with 
Buick’s baby— the M-18 Hellcat— dreamed up, developed Buick powers the Liberator, too. And our mail has been 
and brought to production by Buick men, with the enthu- heavy with letters from flyers, telling: us how much faith 
siastic aid of Ordnance experts. they’ve come to feel in those great-powered, Buick-built, 
valve-in-head aircraft engines. 
Then came the big day. The Hellcat went into action, 
with its 55-mile top speed and its heavy-slugging So pardon us, please, if we feel a bit proud about 
76-mm. cannon. the way these boys write us. Such cheers as theirs 


a 


are the finest reward anyone could ask or 


Fresh from the fighting front, an official Army hope for. 
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BUICK ouvision of GENERAL MOTORS 


The Army-Navy “E” proudly flies over all Buck plants 
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Every Sunday Afternoon — GENERAL MOTORS SYMPHONY OF THE AIR — NBC Network 
YOU LEND A HAND WHEN YOU LEND YOUR DOLLARS *® INVEST IN MORE WAR BONDS 


‘A 
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Fast Supply Movement 


Causes Plant Pressure 


By A. H. Allen 


RUSH ORDERS from the European front for more ammuni- 
tion are interpreted around Detroit as not representing actual 
shortages, for certainly Gen. Eisenhower would never launch 
an all-out frontal attack of the type now in progress with am- 
munition dumps depleted. Rather it is a case of supplies, which 
had originally been earmarked 
for shooting in February or 
March, being moved to the 
front a couple of months ahead of 
schedule. 

Result has been a serious compli- 
cation of production facilities in this 
country. Plants which had been 
closed up and employes dismissed, 
are now being reopened and frantic 
calls issued for new help. New pro- 
ducers are being enlisted to take on 
manufacture of large-caliber shells, 
such as the 155-millimeter Long Tom 


ammunition. Three automotive sup- 
pliers are moving 
fast in production 
of this material. 
Extra heavy pres- 
sure is being 
placed on produc- 
tion of 60-milli- 
meter mortar 
shells, 


Shortages of 
cannon barrels 
are reported by 
producers in this 
country, reflecting 
extra shipments 


of replacements overseas. The 
Chrysler tank arsenal was down to 
its last 105-millimeter barrel the 
other day and tanks were being 
moved off the line minus cannon. 
Ordnance reports indicate some of 
these barrels are good for only 500 
rounds before they must be rebored 
and re-rifled, after which they re- 
quire a new size of ammunition. 

This unexpected pressure on am- 
munition might be thought an in- 
dication of bad aiming by gun crews 
at the front, but that is not the story 
at all. It is simply indicative of the 
tremendous weight of shells being 
thrown at the Nazis all along the 
front in the hope that somewhere 
a crack will open and the whole line 
disintegrate. So far, no cracks. 

* 8s & 


Tri-Alloy Bearing 


Wins Praise 

FORD’S NEW tri-alloy bearing 
material for full-floating bearings is 
hailed by bearings producers as a 
distinct improvement born of the 
war. The alloy contains copper, lead 
and silver, and while it is about 
double the cost of prewar automo- 
tive bearings, it has exceptionally 
good load-carrying qualities. 

Strip steel is being coated by a 
continuous process deyeloped by 
Ford engineers, and supplied to 


some bearings producers for fab- 
rication, in addition to the fabri- 
cation being carried out at the 
Rouge plant. 


zs 2s # 


Progress 

RETURNING from a visit through 
wartime industrial England, the 
publisher of a leading national 
trade magazine in the metalworking 
field, said American soldiers were 
making “remarkable progress” with 
British girls. He added that the 
British refer to U. S. soldiers as 
“overpaid, overbearing, oversexed 
and over here,” while Americans 
counter with the observation that 
the trouble with the British soldiers 
is they are “under paid, under esti- 
mated, undersexed and under Bisen- 
hower.” 

As far as British industry is 
concerned, and its postwar out- 
look, the best summary that can 
be made is that it is in “one hell 


of a mess.” 
+ ¥ 


Postwar Role 


for Arsenal 


STUDIES are being made by mili- 
tary officials and other interested 
parties concerning the postwar role 
of the Chrysler tank arsenal. One 
plan, which is given considerable 


W. are prescribing the kind 


of advertising that gave Listerine Antiseptic its 
unshakable hold on America when we offer you 


A NATIONAL SHOW 


for your product 


FOR *37,200 A YEAR 


complete 


I. takes an audience with a pretty fair degree of intel- 
ligence —to respond to the advertising theme of Listerine 
Antiseptic. 

So, on the whole, the best kind of audience for this 
type of advertising, is likely to be people who in some 
way reveal high standards. People who read — not just 
easily, fluently, but people who enjoy reading, magazine 
readers. 

Listerine’s classic advertising success was built by 
cultivating this kind of audience, with magazine adver- 
tising as its national foundation. 

That's the kind of show we offer you in Redbook. 
1,500,000 people whose great enjoyment is good read- 
ing. Redbook fiction makes them as cohesive an audience 


as the following of any soap opera. It is true, they all 
listen to radio; probably everyone of them looks through 
one or more other magazines; but Redbook is their 
favorite show. 

So, Redbook is where you can be sure of dominating 
them. They pay 25¢ admission to this show, turn to each 
issue many times, give it over 3 hours a month. 

And all it costs to dominate this audience is $37,200 
for 12 full pages a year. That's the kind of medicine that 
built Listerine’s great strength—and most of the national 
names in advertising today. 

While Redbook is now over-sold, we'd like to send 
you “The Rating You Can Expect in Redbook.” Write 
Redbook, 230 Park Avenue, New York 17. 


nitive?) ” 


What To Do With Your First $160,000. 6 million — 
one out of every 5 families — read Redbook, Cosmopolitan 
and American, THE MONTHLY GROUP — with less than 
15% duplication. In all advertising there is no national oppor- 
tunity equal to it — at anything like the price of $160,000 for 
12 full pages in all three magazines. Isn’t this the soundest 


kind of national foundation to build on? 


credence, is to maintain the facility 
in slow-motion operation, producing 
about five tanks per day and conti: 
ually adapting improvements and 
refinements in their design. 

This would presuppose the ap- 
proval of funds for the purpose by 
Congress, something this body 
has not been prone to do in other 
postwar periods. Production at 
the arsenal has been as high as 
35 tanks a day. 


Ambitious Plans 


APPOINTMENT of Arthur Nutt, 
former Wright Aeronautical engi 
neering chief, as head of a new air- 
craft engineering division of Pack- 
ard, with headquarters at Toledo,™ 
has been long expected and par- 
tially confirms ambitious plans 
Packard may have in connection 
with long-range development work 
on aircraft engines. 


While at the moment this 
project is under supervision of 
the Army Air Forces and will con- 
tinue to be so for some time to 
come, it is logical to expect that 
Packard may derive some benefit 
automotive-wise from the results 
of forthcoming research. Nature 
of the immediate program has not 
been revealed, but it could logic- 
ally be expected to include inten- 
sive study of various new forms of 
power such as jet propulsion en- 
gines and gas turbines. 

ss: # 


TRADE SOURCES indicate a 
number of new engine designs 
are under active study by Ford 
engineers, for likely installation 
in postwar cars. Included are 
new 4-cylinder, 5-cylinder, 6-cyl- 
inder and V-8 units, which are 
being put through their paces in 
test track cars. 

zs 8s: # 


Sore Spot 


C. E. WILSON, president of GM, 
put his finger on a sore spot in his 
recent address before the National 
Assn. of Manufacturers when he ob- 
served that too many people are 
guilty of confused thinking on social 
progress, in that they expect greater 
social benefits than the social con- 
tributions they are able to make. 

A prime postwar problem the 
world over is to convince people 
social rewards must come from in- 
dividual effort and not from a pa- 
ternalistic government. 

s ¢ & 


Notes 


Jd. H. Hunt, past president of the 
Engineering Society of Detroit, has 
been elected by the board of direc- 
tors as engineering vice-president- 
secretary of Motor Wheel Corp. 

Jd. M. Crawford, chief engineer of, 
Chevrolet, has been nominated as™ 
national president of the Society of 
Automotive Engineers for the next 
fiscal year beginning on Jan. 1, 1945. 


Step Is Taken 
to Cut Delay in 
Surplus Sales 


WASHINGTON.—Surplus trucks 
and automobiles hereafter will not 
be announced in the Surplus Re- 
porter because it is felt that it 
would unduly delay sales. Dealers 
therefore, must continue to keep in 
touch with their regional offices, the 
National Automobile Dealers Assn. 
advises, 

It further states that: 

“We have received complaints 
that parts and equipment are being 
removed from surplus trucks after 
dealers have bid on them and be- 
fore taking delivery. We have again 
taken this up with Treasury Pro- 
curement and they are working 
constantly with the Army in an at- 
tempt to prevent these occurrences 
Complaints are of no assistance un- 
less we are informed of specific 
dates and places where these in 
stances of removing equipment 
have occurred. 

Treasury truck sales during thd 
week ended Nov. 25 totalled 1,701. 
There remain on hand for disposi- 
tion 7,909, of which 4,876 have been 
inspected and are ready for imme- 
diate sale. 


Used automobiles sold during the 
same week totalled 209, leaving 868 
on hand, of which 566 have been in 
spected and are available for im- 
mediate sale. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 





Goodrich Sets Up New 


Zones 


, fo Improve Sales Control 


AKRON.—To provide more effec- 
@ tive sales management and control 
in the tire replacement division of 


Jd. F. Moser 


Gundaker jr., field 
sales manager. 
Sales districts re- 
main unchanged 
except for group- 
ing into the new 
divisions. 

New division 


. FE. Goodrich 
Co., the nation 
has been divided 
into four areas 
and a_ division 
manager named 
for each, it is an- 
nounced by Guy 


W. C. Bray 


ern; John F. Moser, Southern; 
Charles A. McGill, Central, and 
Frank E. Titus, Pacific Coast. 

Bray will have headquarters in 
Akron, with the Albany, Boston, 
New York, Philadelphia, Buffalo, 
Cleveland, Detroit, and Pittsburgh 
districts in the division. Atlanta, 
Ga., will be Moser’s headquarters, 
the division comprising the Char- 
lotte, Cincinnati, Jacksonville, Mem- 
phis, New Orleans, Washington, and 
Atlanta districts. 

McGill’s headquarters will be 
Kansas City, embracing the Chicago, 
Minneapolis, Omaha, St. Louis, 
Dallas, Houston, and Kansas City 
districts. Titus will have headquar- 
ters in Los Angeles, with the Den- 
ver, San Francisco, Seattle, and 
Los Angeles districts in the division. 


New division managers, all of 


managers are Wilson C. Bray, East- | whom have had long sales service 


A FARMER 
GOES AHEAD 
—GETS THINGS DONE 


His genius is in enterprise. He believes that what was good enough for father is not necessarily 
good enough today. So—you'll find him a pretty good hand at improving things, and at getting 
new ones. You'll find him awake to new ideas, new methods—and anxious to apply them. 

You'll find, too, that on most of the progressive, prosperous farms a good deal of confidence 
and reliance is placed in FARM 
JOURNAL, the largest, most influ- 


with the company, will have com- 
plete responsibil- 
ity for the sales of 
tires, tubes, bat- 
teries, heaters and 
other auto and 
home products in 
their areas. They 
will direct sales 


& 


C. A, McGill 


activity among 
dealers as well as 
the operations of 
company owned 
stores and recap 
plants. , 

Bray has been F. E. Titus” 
with Goodrich er 
since 1918, had been manager of the 
truck and bus tire department and 
assistant manager of tire sales. 
Titus has been with the company 
since 1907, in charge of sales ac- 
tivities on the Pacific coast since 
1928. McGill and Moser have been 
with Goodrich since 1922. 
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Auto Man in a Hurry 


Chicagoan Ed Cleary Holds Down Vital Posts 
In 4 Major Associations 


By Mel Adams 
Staff Correspondent 

CHICAGO.—If anybody in this 
country is busier than Edward L. 
Cleary, let him speak or forever 
hold his peace. 

Just consider a % 
the responsi- <¢« a 
bilities Cleary is 
shouldering these 
days. 

He is general 
manager of the 
Chicago Automo- 
bile Trade Assn., 
show manager for 
the NADA auto- 
motive service 
equipment exhibi- 
tion, director of 
registrations for the National Auto- 
mobile Trade Assn. convention and 
secretary-treasurer of the Automo- 
tive Trade Assn. Managers. 


Cleary continues to help keep 


> 


E. L. Cleary 


the CATA in the forefront among 
local trade associations. He com- 
piles and issues vital services, 
helps members straighten out the 
things that perplex them and 
maintains contacts with various 
governmental and other groups. 


So far as NADA is concerned, 
Cleary considers himself fortunate 
in having close at hand Ben T. 
Wright, chairman of the convention 
program committee, and Lynn S. 
Snow, chairman of the exhibit com- 
mittee, both of whom maintain 
their businesses in Chicago suburbs. 
As a consequence, they and he con- 
fer often. 


The only full-time worker on 
Cleary’s NADA exhibition staff is 
Charles L. Glaser, space manager. 
He handles the home trailer section 
of the Chicago automobile shows. 
Glaser has also had long experience 
in handling trade shows in other in- 
dustries. 


As secretary-treasurer of the 
Automotive Trade Assn. Man- 
agers, Cleary must plan and take 
an active part in the midwinter 
conference to be held here before 
the NADA convention in Feb- 
ruary. 

One of Cleary’s major problems 
just now is to find sufficient hotel 
accommodations for what promises 
to be the largest attendance in the 
history of NADA conventions. He 
has just notified CATA members 
that the housing committee can 
not take care of their requirements 
and asked them to make their own 
arrangements for rooms in order 
that more out-of-towners can be 
taken care of. 


“While our committee has ar- 
ranged for a large number of rooms 
in 18 Chicago hotels, indications are 
that we will not be able to accom- 
modate all of the NADA convention 
delegates, as another large conven- 
tion has since been scheduled for 
the same period,” Cleary warned 
Chicago Automobile Trade Assn. 
members in a bulletin. 


Marshall-Eclipse 


Names Bonawit 
TROY, N. Y.—The appointment 


‘| of David J. Bonawit as chief engi- 


neer of the Marshall-Eclipse divi- 
sion of Bendix Aviation Corp. 
was announced here last week 


ential rural magazine. The reason: 
FARM JOURNAL takes to 2,500,000 
such farms information, ideas, sug- 
gestions that affect their welfare, | 
that help them. FARM JOURNAL’s 


by Frederic Weyburne, general 
manager. 

Bonawit, who has had 22 years 
experience in research, develop- 
ment and production of frictional 
materials for brakes and clutches, 


These are the products in your line advertised 
in current issues of the FARM JOURNAL. 


very timeliness keeps the whole fam- 
ily right “up to snuff” —whether it’s 
an event in recipes or fashions—in 
cattle breeding or soil conservation 
—or information on current mar- 
kets. There is reason also for sup- 
pliers to these farm families—sup- 
pliers of everything people use—to 
take note of what FARM JOURNAL 
readers prefer. Of products adver- 
tised in FARM JOURNAL. 


A. C. SPARK PLUGS AND 
FUEL PUMPS 


ALCOA ALUMINUM 
ALLIS-CHALMERS MFG. CO 
ARMCO STEEL 

AUTO-LITE SPARK PLUGS 
BORG-WARNER PRODUCTS 


BOWES AUTOMOTIVE 
PRODUCTS 


BRIGGS & STRATTON 
GASOLINE ENGINES 


BUICK 

J. 1. CASE EQUIPMENT 

CASITE 

CATERPILLAR DIESEL 
TRACTORS 

CHAMPION SPARK PLUGS 


CONSOLIDATED VULTEE 
AIRCRAFT 


CONTINENTAL MOTORS 

JOHN DEERE FARM 
EQUIPMENT 

DELCO BATTERIES 

DODGE 

DODGE TRUCKS 

ETHYL 

EXIDE BATTERIES 

FAIRBANKS-MORSE MOTORS 

FIRESTONE TIRES 

FISHER BODIES 

FORD-FERGUSON TRACTORS 

FORD TRUCKS 

GENERAL ELECTRIC 

G. M. DIESEL 

G. M. TRUCKS 


INTERNATIONAL HARVESTER 
LOOSITE 

MOBILGAS & MOBILOIL 
NASH 

OLIVER FARM EQUIPMENT 
PENNZOIL 

PHILCU PRODUCTS 
PLYMOUTH 

OLAROID DAY GLASSES 
*CA PRODUCTS 

REO MOTOR CAR CO. 
SILOO 

STUDEBAKER 

TEXACO PRODUCTS 

U. S. RUBBER TIRES 

U. S. STEEL 

WEED CHAINS 


will direct engineering projects in 
the division’s laboratories which 
recently disclosed development of a 
special synthetic resin for bonding 
molded brake linings of the type 
now in use on Jeeps and other 
military vehicles . He was for- 
merly executive engineer of the 
Manhattan division of Raybestos- 
Manhattan Corp. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 


AVAILABLE TO AUTOMOTIVE SALES 
and Advertising Executives 


WESTINGHOUSE PRODUCTS 


GOODRICH TIRES WILLARD STORAGE 
GOODYEAR TIRES BATTERIES 


GRAHAM-PAIGE ZENITH RADIOS 


FARM JOURNAL has anywhere 
from half a million to a million and 
a half more subscribers than any 
other national or sectional farm 
magazine—and in two Counties out 
of three in the U. S. leads Life, 


CHEVROLET 
CHEVROLET TRUCKS 
CHRYSLER 


A record of car sales by make and 
buyers residence —from 1929 to 1940 


] We have available detailed data 


on i and charts of automotive annual 


Collier’s and The Saturday Evening 


Post. 


FIRST FOUR 


Yeast \ iy 

* FARM A hia 

a LU SEY Oe Ye? 
| ROPES PF A " (\ 


N, 


General Magazines 


only ONE 


covers the rural market ® 


GRAHAM PATTERSON, Padblisher 


Washington Square, Philadelphia 5 


registrations in Buffalo for more 
than eleven years. These tabulations 
show the sales of cars by make and 
by residence of buyers. The data 
covers every car sold in Buffalo from 
1929 to 1940. 

This information is available for 
setting up your Buffalo sales plans. 


Buffalo 


COURIER 
EXPRESS 


Only Morning and Sunday 
Newspuper in Buffalo 
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Federal’s Sales 
Up 34 Percent; 
Gets Big Order 


DETROIT.—Directors of Federal | 
Motor Truck Co. Tuesday voted an 
extra dividend of 10 cents per share, 
in addition to the regular quarterly 
dividend of 10 cents per share, pay- 
able Dec. 23 to stockholders of rec- 
ord Dec. 15. In each of the three 
preceding quarters a dividend of 10 
cents per share had been declared, 
bringing total dividends for the year 
to 50 cents. 

An increase of over 34 percent in 
sales volume was reported. Total 
sales for the first 11 months of this 
year amounted to approximately 
$32,000,000 as compared with $23,- 
870,000 during the corresponding 
period of 1943. 

Although Federal is producing 
military trucks in considerable vol- 
ume for our armed forces, daily pro- 
duction of several models of com- 
mercial trucks for essential civilian 
use has been resumed. Company 
officials also stated that an addi- 
tional government order for military 
trucks, amounting to $5,200,000, had 
just been placed with the company. 
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LEWIS E. MINKEL, left, is greeted by President C. K. Whittaker of 
Studebaker Pacific Corp. at Los Angeles, as he takes charge of Southern 
California and Arizona dealer activities as regional manager of the Los 
Angeles branch. Minkel succeeds Clete Mulick who has been transferred 
back to his former position in Portland, Ore., as regional manager for 


Studebaker in the Northwest. 


“WE ARE GLAD TO REPORT that 
we have had quite a few replies to 
this advertisement, and believe that 
we can _ secure e "a we 


wanted from one of t 


Never Underestimate the Power of a Woman! 


heard from.”—Webster Motors Ltd: 
(Chevrolet, Oldsmobile, Cadillac), 
Sherbrooke, Que. 


e firms we! @@"Want Ad Dept., inside back cover 
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Military Down 1,712... 


Civilian Truck Output 
Up 793 in October 


WASHINGTON. — Civilian truck 
production in October was 13,070 
units, 793 more than for September, 
while military truck production 
dropped 1,712 to 51,053, the War Pro- 
duction Board announced last week. 
Total production was 64,123. 

However, production in the heavy- 
duty military classification, which 
has been pushed by the Army, was 
up slightly from 25,098 in Septem- 
ber to 26,375 in October. The loss in 
military production came mainly in 
light trucks, with 18,534 produced in 
October against 21,367 in September. 
For military mediums, the figures 
were 6,144 in October; 6,300 in Sep- 
tember. 

No light civilian trucks were pro- 
duced in October. In mediums, civil- 
ian production was 9,429 in October 
against 10,034 in September; in 
heavies, 3,641 in October against 
2,243 in September. 


CHRISTMAS 1944 


Head of the exchequer . . . today the wife handles the finances 
in 43.5% of the families checked in a recent survey. 


Largest audited circulation of ANY magazine 


vow et JOURNAL 


All October figures are prelimis 
inary while those for Septemb 
have been revised. Light trucks iz 
clude those under 9,000 pounds 
GVW; mediums, 9,000 to 16,000) 
pounds, and heavies 16,000 pound 
and over. 

The figures include jeeps, milite 
ambulances and wheel-drive pe 
sonnel carriers; half-tracks an 
armored cars are excluded. : 


Eclipse Output 
In War Exceeds “| 
31,000,000 Units gy 


ELMIRA, N. Y.—Production of% 
more than 18,000,000 mechanical 
time fuses, 9,000,000 projectiles and; 
4,000,000 starter drives tops theg 
equipment delivered to Allied armed 
forces by the Eclipse Machine divi-% 
sion of Bendix Aviation Corp. since | 
Pearl Harbor, it was disclosed by T.% 
W. Tinkham, general manager. 


The corporation’s Eclipse Machine 
division recently expanded its war 
production program by taking over 
mass production of new precision 
equipment for the B-29 Superfort- | 
ress in the former Navy—Reming- 
ton-Rand plant here. 4 


Since Pearl Harbor, Tinkham re- 
ported, the division has produced 
4,375,000 starter drives; 34,000 auto- © 
matic starter control units; 18,150,-, 
000 mechanical times fuses; 4,111,-* 
000 miscellaneous parts for aircraft ~ 
magnetos; 9,400,000 light artillery @ 
projectiles, and 580,000 miscellane- 
ous component parts for projectiles. 

* *s *# 


Eclipse-Pioneer Output 


Nears 12,000,000 Mark 

TETERBORO, N. J.—Nearly 12,- 
000,000 units of precision aircraft 
equipment have been produced for 
Allied air forces since Pearl Harbor 
by the Eclipse-Pioneer division of 
Bendix Aviation Corp., Kenneth 
MacGrath, general manager, re- 
vealed here. 


Three-year war production totals 
revealed by the company include 
more than 1,000,000 aircraft engine 
starters and generators; 934,000 
compasses of various types; 632,000 
oxygen regulators, and thousands of 
remote indicating devices, super- 
charger regulators, de-icer units, 
altimeters, air speed _ indicators, 
driftmeters and rate of climb indi- 
cators. 


Richmond Deal 


Favors Buses 


RICHMOND. — Richmond and 
Norfolk street car and bus systems 
have been sold to A. C. Allyn & Co., 
Inc., of Chicago, in combination 
with the Equitable Securities Corp., 
Nashville, Tenn., both investment 
bankers, at a bid of $3,228,100, Jack 
G. Holtzclaw, president of the Vir- 
ginia Electric and Power Co., an- 
nounced last week. 

Brownlees O. Currey, president of 
Equitable Securities, said that the 
new owners will use additional gas- 
oline buses, as well as _ trolley 
coaches, and possiby reduce some- 
what the use of street cars. 


Thanks, Neighbor 


Alcoa Lends Plant Space 


To Electro-Motive 

CHICAGO.—Answering an appeal 
from a “neighbor in need,” the Chi- 
cago works of the Aluminum Co. of 
America has rented part of its re- 
ceiving and inspection departments 
to Electro-Motive Corp. near here. 

It all started when the Electro- 
Motive management appealed to Al- 
coa in view of delays in completing 
additions to its plant, due to short- 
age of materials and labor. A con- 
ference between officials of the two 
companies resulted in the arrange- 
ment outlined. Both plants are en- 
gaged totally in war production. 


“PLEASE BE ADVISED THAT New 
Truck is sold. Thanks a _ million, 
will use your service again if neces- 
sary.” — G. Steiner, Pandora 
Garage, Pandora, Ohio. 

pw Want Ad Dept., inside back cover 
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Apidhuas Tb 
| CME a 


to Americas car and truck dealers 





Brighter tomorrows are more than a dim hope as this 
fourth war Christmas draws near . . . The mounting military 
successes of our men and women in uniform are chiefly 
responsible, of course, for this well-founded growing optimism . . . 
But we of Studebaker want to pay our compliments also 
to the dealers who have done so much to keep 
America’s home-front cars and trucks fit and fighting .. . 


We know they will carry on until victory is complete. 


STUDEBAKER 


Part of America’s life and traditions since 1852 


ee 
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Luw does it differ 


The United States News s.. The United States News 


.a review of the week --.an interpretation of 
the present 


-a chronicle of what’s 2 forecast of the 


happened future 


« summary of past »--@ Spot-analysis that 
combines the meaning 
events 


of the past as it 
affects the present 
-a glorified re-hash and the future. 


™ oe : ". . . look forward to its 
~ Be “ t Sea. ioe arrival each week with real 
oe ee ee ee ee eee | anticipation. In fact I don't 
of their growing interest in and fi 
eae 


th stahitiin 4 1 th feel that the week has really 
oe eee : started until I get my copy 


news which they are being furnished. MAYS sd Gok dame @ en hs BO.” 
L. B. Neumiller, 


natiieaint aa te C. E. Bleicher, Vice Pres. & Gen. Mgr. 
Daniel W. Ashley, CHRYSLER CORPORATION, DE SOTO DIVISION 
Vice President in charge of Advertising 
30 Rockfeller Plaza, New York 20, N.Y. 


NEWS OF NATIONAL AFFAIRS—more than ever important in the periods that lie chea 
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Benjamin Franklin Said It...And 
Experienced Advertisers Know It... 


“If you are not getting into the HOME 
with what you have to say, you will never 
get in with what you have to sell.” 


When the name of a product becomes a family word—known and 
worthily regarded by the entire family group—then the roots of 
reputation are firmly planted. And through these home - roots 
success is richly nurtured by the good will of these home-people. 


Advertisers themselves, by their own judgement and action, 
testify to this truth. For 43 consecutive years they have placed 
more Total Display advertising in The Daily News than any other 
Chicago newspaper— morning, evening or Sunday.* Year in and 
year out they have found it profitable to advertise in this HOME 
newspaper with a following of more than a million reader- friends. 
These advertisers appraise The Daily News as 


Chicago’s BASIC 
Advertising Medium 


*For foir comparison, liquor linage omitted since’ The Daily News does not accept advertising for alcoholic beverages. 


THE CHICAGO DAILY NEWS 


FOR 68 YEARS CHICAGO'S HOME NEWSPAPER 
ITS PLACE IN THE HOME IS ONE OF 
RESPECT AND TRUST 


RINE aT NYLON Coie eu CHICAGO NEW YORK OFFICE: 9 Rockefeller Plaza 
DETROIT OFFICE: 7-218 General Motors Building SAN FRANCISCO OFFICE: Hobart Building 
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Staghound Line Runs 
Through 8 Plants 


DETROIT.—Following the release 
of information on the Staghound, 
one of the Allies’ most closely 
guarded secrets, M. E. Coyle, gen- 
eral manager of Chevrolet, sole 
builders of the vehicle, revealed last 
week that eight individual plants of 
the division’s manufacturing system 
contributed to production of this 
new fast and vicious armored car 
used so effectively in spearheading 


thrusts against the Axis in France 
and Italy. 

These eight plants, Coyle said, con- 
stitute, in effect, one of the longest 
assembly lines in industry with units 
and subassemblies for the armored 
car flowing from seven cities to the 
final assembly line. 

Selection of Chevrolet to handle 
the armored car contract, Coyle 


the division’s plant system, for 
forgings, castings, armor plate, ma- 
chined parts, engines, and assem- 
blies of many types all were pro- 
duced within the Chevrolet organi- 
zation. 

“Conversely, the armored car con- 
tract was one Chevrolet felt particu- 
larly well equipped to handle,” Coyle 
added. “It was the aim of the srgani- 
zation to seek out wartime respon- 
sibilities that could be undertaken 
with a maximum reorganization of 
facilities and personnel, in the in- 
terests of the speediest possible con- 


‘LIVESTOCK FARMING CONSERVES SOIL FERTI 
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Tus YEAR’S CORN CROP is the largest 
on record—over 3% billion bushels or about 
25 bushels for every person in America. No one 
can eat 25 bushels of corn, but one can eat the 
meat it produces. Eighty-five per cent of the 
annual corn crop, and large surpluses of the 
various other grains which cannot be consumed 
by man, are fed to livestock to produce beef, 
pork and lamb. Roughage, such as straw and 
stalks, a by-product in the growing of crops, not 
to mention the vast acreage of grass, is also 
utilized. In exclusive grain farming such mate- 
rials are commonly allowed to waste away in 
the fields or often are burned, without regard 
for the heavy loss of fertility. In the livestock 
farming system these waste materials are refined 
through the agency of animals and converted 
into edible, concentrated food products, while 
organic matter is returned to the soil in the 
resulting manure to maintain fertility for maxi- 
mum crop production. Livestock farming is 
efficient and those who practice it are men of 
ability, owners of large acreage, consistently 
prosperous—leaders in every agricultural com- 
munity. The Corn Belt Farm Dailies, one at 
each of the four basic livestock markets, provide 
effective coverage of the livestock field. 
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said, reflects the diversification of | version to war production.” 


| Rising Oil 


Costs Seen 


Wartime Demands Plus Low Discovery Rate 
Exhaust Reserves, ASME Told 


NEW YORK.—A number of sub- 
jects of automotive interest were 
discussed during the sixty-fifth an- 
nual meeting here of the American 
Society of Mechanical Engineers. 


Benjamin T. Brooks, consulting 
engineer, told the society that war- 
time rates of oil production, now at 
an all-time high, combined with a 


“serious decline” in the rate of dis- 
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GENERAL OFFICE: UNION STOCK YARDS, CHICAGO 39, ILLINOIS 


CHICAGO DAILY DROVERS JOURNAL @ KANSAS CITY DAILY DROVERS TELEGRAM 
OMAHA DAILY JOURNAL-STOCKMAN @ ST. LOUIS DAILY LIVESTOCK REPORTER 


THE - PUBLICATIONS - OF - THE - LIVESTOCK - INDUSTRY 


covery of new oil, make necessary 
a downward revision in earlier esti 
mates of this country’s known pe 
troleum reserves. 

Despite the fact that our knowl 
edge of oil geology has never bee 
so extensive, he said, “costs of crude 
oil and all petroleum products in 
the United States will certainly con- 
tinue to rise because of low rates 
discovery independent of inflation- 
ary trends and other causes.” 

He said the only factor likely te"G 
curb this development “seems to @ 
be imported oil, and this may no 
follow, as foreign producers 
merely follow the domestic price 
scales without depressing them 

Citing a recent statement of A. 
Gregersen, oil geologist for the Pe 
troleum Administration for Wat 
that in California exploratory oik 
drilling has reached a new high and 
the volume of discovered oil had 
reached an all-time low, Brooks de-% 
clared that “at the proper rates of! 
production we can no longer sup- 
ply our normal annual domestic 
demand from American fields.” 

Brooks further declared that costs | 
of drilling and exploration for oil 
have risen sharply in this country 
in the last five years and that “con- 
tinued conflict of interests between 
American producers whose costs are 
high and other producers whose 
costs are low can be expected.” 

R. D. Andres and A. V. Tobol- 
sky, of the chemistry department 
of Princeton University, told the 
engineers that a development of 
great practical importance to the 
tire industry is the measurement 
of chemical changes in natural 
and synthetic rubbers at high tem- 
peratures. 

Pointing out that measurements 
of stress relaxation and creep would 
make it possible to predict how well 
a rubber will withstand oxidative 
deterioration in actual service, they 
declared that such measurements 
should become valuable time-saving 
tools in developing synthetic rubber 
which will have a service life as 
long and perhaps even longer than 
natural rubber. 

A paper presented by John W. 
Liska, of the physics research divi- 
sion, Firestone Tire & Rubber Co., 
indicated that new and improved 
industrial applications of several 
synthetic rubbers can now be based 
on the intensive research conducted 
during the current year. 

Donnell W. Dutton, director of the 
Daniel Guggenheim School of Aero- 
nautics, Georgia School of Tech- 
nology, Atlanta, explained the oper- 
ation of the rotor on a helicopter by 
means of a jet of air “in the same 
manner that a stream of water 
turns the conventional lawn sprin- 
kler.” 

Among those receiving awards 
during the meeting was Edward 
G. Budd, president of Budd Man- 
ufacturing Co., Philadelphia, who 
was presented the American So- 
ciety of Mechanical Engineers 
Medal, highest award of the so- 
ciety. 

The accompanying citation noted 
Budd’s contributions to the develop- 
ment of the welded all-steel auto- 
mobile body, his “pioneering devel- 
opment of the ‘shotwelding’ process 
and his work in the construction of 
the lightweight railroad passenger 
train.” 

Alexander D. Bailey of Chicago 
was elected president of the society 
and Donald Larkin of St. Louis, 
Daniel Ellis of Lima, O., and John 
E. Lovely of Sprinfield, Vt., were 
named vice presidents. 


Truck Sales Show 


Gains in Detroit 


DETROIT.—Truck sales contin- 
ued their upward trend here in 
November, with 74 sold as compared 
with 23 in November, 1943, accord- 
ing to the Detroit Auto Dealers 
Assn. 

A total of 117 new cars was sold 
in November, 1944, against 231 the 
same month last year. Used-car 
sales in November, 1944, totalled 
3,174, while 123 used trucks were 
sold. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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Powerful Secret Weapon— 





Spearhead of Invasion‘ ae a 





THE CHEVROLET-BUILT ARMORED CAR 


Called the “Staghound”’ by the British 


HE CHEVROLET-BUILT ARMORED CAR is perhaps one of the best-kept 
‘aa of this war. Ever since the North Africa campaign these 


unique cars have been in action in Europe, yet only recently have we 


been permitted to tell you about them. 


Thousands in Action 


Chevrolet designed and built several thousand of these 14-ton 
roving fortresses for the British, and, while details of construction 


are still a secret (because none of them has yet 
been captured by the enemy), we can tell you 
that it has the speed of a passenger car, the fire- 
power of a tank and the armor of a mobile fortress. 


Its hull is so strong that it can “carry on” 
even if one wheel is blasted off by enemy gun- 
fire. Its tires are exceptionally shell- and bullet- 
resistant. 

RANGE-—It can range over 500 miles without 
refueling, dropping its outside jettison gas tanks 





when entering combat, and continuing on gasoline from its protected 
tanks inside the armored hull. 


FIREPOWER—It mounts cannon and machine guns, carries 


grenades and smoke mortars. It is one of the unique and most deadly 
mobile weapons of this war. 
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All four wheels drive the armored car forward 
at passenger-car speed over any kind of ground! 


BUY WAR BONDS—AND KEEP THEM 





Work Began Three Years Ago 


Over three years ago Chevrolet, working in close cooperation 


with the Ordnance Department of the U. S. 
Army, began designing and building these 14- 
ton monster cars to help spearhead the Allied 
invasion. 


Chevrolet is proud of the record these 
armored cars are making in the war— proud 
of the way Chevrolet’s thousands of workers 
have kept this secret weapon a secret!—proud 
of this outstanding contribution to Chevrolet’s 


all-out program of VOLUME FOR VICTORY. 
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Six District Chiefs Added 


To Studebaker Staff 


SOUTH BEND. — Six district 
managers have been added to the 
Studebaker field staff, K. B. Elliott, 
vice president in charge of sales, an- 
nounced last week, in line with the 
company’s plans for a wholesale or- 
ganization thoroughly equipped to 
meet postwar market problems. 

Appointments send E. W. Burk- 
hard and E. N. McNabb to Chicago, 
N. E. Snyder to Buffalo, K. H. Jen- 
nings to Boston, Oscar Lindem to 
St. Paul, and William P. Blake to 
Portland. 

Burkhard joined Studebaker in 
1941 as a member of the business 
management division. Born in South 
Bend, McNabb entered the auto- 
motive field with Studebaker in 
1928. He has a background in ac- 
counting, manufacturing and sales. 

Snyder, formerly attached to the 
Pittsburgh branch, returns after 10 
months of active duty in the Navy. 
He was associated with automobile 
retail sales in Pittsburgh and Buf- 
falo before joining Studebaker six 
years ago. 

Jennings was experienced in 


manufacturing, sales and personnel 
work before becoming connected 
with Studebaker in 1939. For three 
years he worked on sales promotion 
and car distribution at the factory. 

A ten-year association with whole- 
sale operations of another automo- 
ymobile concern in the Minnesota- 
Dakota territory preceded Lindem’s 
connection with Studebaker. He joins 
the district managers after a period 
as business management represen- 
tative. 

Blake was one of the first repre- 
sentatives named to the staff when 
Clete Mulick, veteran Studebaker 
executive, returned to Portland as 
regional manager. Mulick had been 
directing California operations at 
Los Angeles. 


“WE RECENTLY RAN AD in _ the 
Automotive News offering a Bean 
front end machine for sale and sold 
the equipment within a few days 
after e ad appeared. We have 
decided to .dispose of some more 
oquipanans and want to,run another 
ad as the other was s0 successful.” 
Manning & Marino Motor Co. 
(Hudson), Youngstown, Ohio. 

Be Want Ad Dept., inside back cover 
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the 4th Dimension 


New Ford Show 
Goes On Air 
By Robert M. Finlay 


New Ford Show 

Ford is sponsoring a new radio 
show, “Stars of the Future,” which 
makes its debut on the Blue Net- 
work Dec. 8 from 8 to 8:30 p. m. 
EWT with a 175-station hookup. 

A “star of the future” will be fea- 
tured on each broadcast of the 
musical, while Lawrence Brooks, 
Frances Greer and the music of 
Robert Russell Bennett will be regu- 
lars. J. Walter Thompson is the 
agency. 

Ford’s “Early American Dance 
Music” and “Greenfield Village 
Choir” remain unchanged, but the 
five-day news show, “Watch the 
World Go By,” leaves the air Dec. 11. 


Tips in Strip 
Plymouth combines adventure and 
auto tips in a comic strip placed in 


a limited number of Sunday papers. 
Hero is Chuck Carson, a Plymouth 
dealer, who with his girl mechanic, 
Jerry Doyle, get mixed up with a 
moving van dripping blood in the 
first episode. One panel of the strip 
tells how to start a car in winter. 
Grant Agency is handling the test 
campaign. 


So the People... 


Designed to help create public 
opinion favorable to the enterprise 
system and to develop an atmos- 
phere in which business can expand, 
a national advertising campaign is 
being launched by the National 
Assn. of Manufacturers. 

Copy stresses six points—advo- 
cating production of more and bet- 
ter goods for less money, full and 
free competition to reduce prices, 


The Wedding of the Churches... 


The town is typical with thousands of small towns. The two century-old 


churches lacked members and revenue. The proposal to merge met with apathy 


from the old people, enthusiasm from the young. To move one building near the 


other, the youngsters dug trenches, laid the foundations; and worked in a 


canning factory to raise funds. Despite the wartime lack of labor and materials, the 


merger was accomplished, more than five thousand dollars raised in small unit sums. The 


merged church is well attended, well supported, alive and influential. This inspiring story 


of initiative and independent action in a farm community is told for what it is worth—and 


is worth a lot!—in the December issue of SuccEssFUL FARMING. 


The Sap takes the Rap... 


Nine common mistakes that waste money and effort for 


farmers are put down in primer style with catchy cartoons 


and verse . . . easy to absorb and profit by . . . The post-war 


programs of REA, opening vast markets for appliances and 


machinery, are outlined . . . Along with: The Colleges Speak 


\ Up for the Farmer ... What is a Dairy Barn? . . . Successful Homemaking . . . and others 


deserving of notice by advertising people . . . and noted well by the best farm audience 


in America... 


covered by the circulation and service of SuccessFuL FARMING, 


Des Moines, New York, Chicago, Atlanta, San Francisco, Los Angeles. 


bold investment in new enterprises, 
better tools and improved working 
conditions, fair wages and oppor- 
tunity for individual initiative. 


Also Concerned 

Also concerned about the reputa- 
tion of industry, the National Con- 
ference of Business Paper Editors 
points out that when a newspaper 
reports industry inaccurately, no 
great harm may be done if such 
errors are not repeated. However, an 
error in a textbook becomes the 
standard belief of a generation of 
students. A movement is underway 
to effect closer liaison between re- 
sponsible scholarship and useful in- 
dustry. 


Darr Elected 

John W. Darr has been elected 
president of the Institute of Public 
Relations, Inc., succeeding the late 
Bernard Lichtenberg with whom 
he was associated in establishing 
the business in 1985. Prior to be- 
coming president, Darr was vice- 
president and managing director. 


Quiz to Socon 

“Information Please,” the $10,000- 
a-week quiz show, is due to come 
under the sponsorship of Socony 
Vacuum, Feb. 12, with the oil com- 
pany dropping Raymond Gram 
Swing about Jan. 1. Socony’s maga- 
zine campaign will remain un- 
changed. Compton Advertising is 
handling. 


The Weed 
The guy who wrote that stuff 
about walking a mile for a smoke 
probably is doing it now. The other 
day when I called an agency man, 
his secretary said that he had 
stepped out. Pressed as to when he 
would be back, his secretary con- 
fessed: 
“Well, he’s down in the cigaret 
line, and heaven knows when he 
will be back.” 


Nash on Air 

Nash has completed final details 
of its radio show starring the 
Andrews sisters, which rounds out 
an advertising, merchandising and 
promotion, program designed to 
give Nash dealers maximum sup- 
port in preparing the postwar mar- 
ket, H. C. Doss, vice-president in 
charge of Nash sales, announced 
last week. 

With a Blue network hookup of 
190 stations, the half-hour Sunday 
show will start at 4:30 p.m. EWT 
Dec. 31. According to C. D. Wing, 
Nash advertising and sales promo- 
tion director, the show will include, 
besides the sisters, George (Gabby) 
Hayes, Vic Schoen, recording band 
leader, and a weekly guest star. 


Quote 

“The real problem is to so manage 
our affairs as to make possible the 
possible.”—-GM’s Alfred P. Sloan, Jr., 
at meeting of Academy of Political 
Science in New York. 


Another Hero 

Carrying the load wherever armies 
roll, the rubber tire wins recognition 
in the War Department’s new film, 
“Highballing to Victory.” The film 
was compiled from actual combat 
footage, and will be used in plants 
as a morale builder. 


Survey Tips 

To insure constructive results 
and avoid disappointment, business 
groups or individuals planning a 
local or regional industrial or com- 
mercial survey should first clearly 
define its purpose, according to 
“An Outline for Making Surveys,” 
a forty-five page bulletin released 
last week by the Department of 
Commerce. 


Who and Where 

H. P. Brigham is new head of the 
merchandising and creative depart- 
ment of R. L. Polk’s direct mail ad- 
vertising division. He comes from 
Ross Roy, where he was a vice presi- 
dent and account executive ... For 
the duration, Ernest Butt will head 
promotion activities of Newsweek 
under Arthur P. Hirose, director of 
promotion and research, Butt will 
assist Promotion Manager Arthur 
Stein on his return from the Army 
. . . Jack Reeser joins J. Walter 
Thompson as assistant advertising 
promotion director in Detroit after 
leaving Ruthrauff & Ryan . , 
Edward C. Hoenicke, of Eaton Mfg., 
has been reelected chairman of the 
Gray Iron Founders Society pub- 
licity and education committee. 
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NEW YORK.—More than 25 per- 
cent of 2,500 persons interviewed 
“ein a national poll conducted for 
the Assn. of National Advertisers 
by Opinion Research Corp. said an 
wautomobile would be their first 
purchase after the war. 
am, Average price increase was ex- 
pected to be about 15 percent for 
automobiles, against an average 
gm price increase of 12 percent for 
© all other commodities, according 
to the poll’s findings, as an- 
<~ nounced at ANA’s thirty-fifth an- 
nual meeting here last week. 
Seventy-five percent of those 
Wepolled believed that postwar prices 
would be higher and more than 50 
percent felt that price control 
should be continued even after the 
end of the war with Japan. As 
= to the outlook for jobs after Ger- 
many is defeated, opinion was split 
more or less evenly three ways— 
, good, bad and fair. 
On the question of whether the 
government should sell, rent or 
operate surplus war plants in com- 
petition with private industry, 
about 75 percent of those polled 
favored sale by the government to 
private industry. Less than 10 
— favored government opera- 
mation. 
C. C. Carr, public relations di- 
rector, Aluminum Co. of America, 
told the meeting that the ANA 
public opinion poll, which was co- 
operated in by the American Assn. 
of Advertising Agencies, would as- 
sist in bringing the aid of advertis- 
ing to work on “that difficult 
» period known as postwar.” 

In a paper prepared for de- 
livery at the meeting, which he 
was unable to attend, Donald R. 
Richberg, attorney and former 
administrator of the National 
Recovery Administration, declared 
“it will probably be generally 
agreed that governmental regula- 
tion is necessary to insure that 
free competition is also fair 
competition.” 

“Employers who want to pay 
decent wages,” he said, “should not 
be forced to compete with sweat- 
shop operators. The producer of 
adulterated or falsely labeled prod- 
ucts should not be permitted to 
undersell honest manufacturers.” 
He added, however, that “since 
owners and managers of large 
properties are to be held legally 
responsible for serving the public 
interest, they must be left free 
from public or private restraints 
upon the proper exercise of man- 
agerial authority.” 


Other speakers included David 
R. Osborne, training director, 
Studebaker Corp., who declared 
that advertising men have a 
major stake in the training of 
salesmen. He said it is esti- 
mated that at least 25 percent 
more salesmen will be needed 
. than before the war to attain 


4 
Speedway. Deal 
Indianapolis Legion Group 
Extends Option 
INDIANAPOLIS.—The option of 
Indianapolis Voiture No. 145 of the 

0 and 8 Society to purchase the 
Indianapolis Motor Speedway has 
been extended until Dec. 15. 
Norman H. Coulton, head of the 
special committee of the society, 
predicted that “certain legal dif- 
ficulties will be ironed out soon” 
and that the proposed transaction 
will be completed before Dec. 15. 
If the voiture obtains ownership 
of the speedway, it will arrange 
for the 500-mile automobile races 
to be resumed after the war, and 
for other sporting and entertain- 
ment events to be held there. 


Profits from the speedway would 
be used to help carry forward the 
child welfare and veteran re- 
habilitation programs of _ the 
American Legion, Coulton said. 


Nominated in Canada 


VANCOUVER, B. C.—A._L. Bur- 
rows, automobile dealer and head of 
Burrows Motors, Ltd., Edmonton, 
Alta., has been unanimously chosen 
‘s Progressive Conservative candi- 
cate for Edmonton West federal 
riding. 


“WE HAVE FOUND YOUR Want Ad 
Dept. to be always more than satis- 
factory.”—David T. Robinson Co., 

(Dodge-Plymouth), Philadelphia, Pa. 
oe Want ‘Aad Dept., inside back cover 
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employment. On top of this, he 
added, is the fact that most sales 
organizations are now down to 
75 or 80 percent from top 


secs ence 


os Autos Lead in ANA Poll 


— Survey for National Advertisers Also Shows 
15% Price Increase Is Expected 
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Crackproof Cars? 


British Promise Latins 
Improved Enamel 


MEXICO CITY.—(UTPS)— 
Prospective car-buyers in Latin 
America are being promised that 
British postwar automobiles will 
be coated with a revolutionary 
enamel which does not require 
polishing and is highly-resistant 


strength. 


Eric Haase, the association’s leg- 
islative representative, disclosed 
that passage of the Lanham Trade- 
Mark Registration Bill in its pres- 
ent form is urged by the ANA in 
a statement filed with the Senate 
Patents committee. 


Paul B. West was reelected 
president of the association and 
Charles C. Carr, of Aluminum Co. 
of America, was elected chairman 
of the board to succeed Carleton 
Healy, of Hiram Walker & Sons, 





Known as “Sinoble,” the new 
product is reported by British 
agencies here to have been re- 
cently developed by Imperial 
Chemical Industries. British 
manufacturers are already said 
to be installing the equipment 
necessary for its use. 

One of the chief advantages 
claimed for the enamel is that 
it greatly reduces the number of 
work-hours usually spent on fin- 
ishing. After its application, the 
entire body is baned at 250 de- 





CHRYSLER CROWN IMPERIALS bought by airplane transfer line. Here 
are eight great big Chryslers lined up in Central Park, New ork, just privr 
to their delivery by the Chrysler New York Co. to William J. Newtou of 
Norfolk, Va. Newton operates a service between designated points in Nour- 
folk and the municipal airport for passengers holding plane tickets. ‘The 
Chryslers will pick up passengers at the principal hotels and the Naval 
Operating Base. 


Standard Oil of Indiana 


Absorbs Nebraska Unit 
WHITING, Ind.—Consolidation of 


braska organization will be one of 
the sales units of Standard of In- 
diana’s western division with head- 
quarters at Omaha with the same 


who becomes a director. J. P.|the Standard Oil Co. of Nebraska ‘ é 
Miller of Pet Milk Sales, and Paul | with the Standard Oil Co. (Indiana) | St@ except for the retirement of || grees Fahrenheit for half an 
S. Ellison, of Sylvania Electric|has taken place, H. W. Pierpont, Pierpont at his own wis... J. H. Hay, |} hour in a huge, hermetically- 
Products, were chosen  vice-| president, announces. who has been vice president of || sealed oven. The result is de- 
chairmen. The change will be more one of | Standard of Nebraska, will be man- scribed as an unequalled paint 


es: % to any kind of surface damage. 


job which will retain its gleam- 
ing appearance indefinitely and 
wil not crack under any cir- 
cumstances. 


Directors named included Hugh|form than substance, Pierpont |ager of the Omaha division under 
Hitchcock, Packard; Ralph Wins-| stated. For some time Standard of | the new setup and J. M. Terrell, now 
low, Libby-Owens-Ford Glass, and | Indiana has been the sole owner of |a sales manager at Des Moines, will 
D. H. Odell, General Motors. Standard of Nebraska. The Ne-/|go to Omaha as assistant manager. 


- @A NATION'S THANKS to the men of the — 


automotive industry for meeting and continu- 





the desired high levels of postwar 














ing to beat the wartime task of transporting 
men and materials in record-shattering volume. 

And an orchid or two to the engineers who 
designed Hyatt Roller Bearings into their 
equipment to assure the best performance 


under the most 


HVAT * 


* There is a size and 

type of Hyatt Roller 
Bearing for every appli- 
cation. Further infor- 
mation on any type for 
your specific purpose 
gladly furnished. 


gruelling conditions. 


J me , ; 






HYATT BEARINGS DIVISION - GENERAL MOTORS CORPORATION 


Harrison, New Jersey e Chicago ° Detroit ° Pittsburgh . Oakland, California 
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Bosses May Foot Costs .. . 
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RCAF Runs Truck Fleet 


Medical Bills Portend 
New Employer Burden 


NEW YORK.—Foreshadowing a 
possible new burden on employers, 
indications are _ increasing’ that 
measures to broaden the accessi- 
bility of medical and hospital fa- 
cilities will be considered on a broad 
scale during next year’s legislative 
sessions. 

There will be revolutionary pro- 
posals designed to protect workers 
through state-sponsored hospitaliza- 
tion insurance programs, supported 
either wholly or partially by em- 
ployer contributions. Expansion of 
state hospital and health facilities 
along conventional lines also will be 
sought in many states, with such 
proposals possibly leading to new or 
added state taxes in some instances. 

That business interests are becom- 
ing aware of this trend was indicated 
by a recent U. S. Chamber of Com- 
merce referendum through which 
its members asserted that “employ- 
ers who have not done so should ex- 
plore the possibility of providing for 
their employes some _ protection 
against non-industrial or non-occu- 
pational disabilities and sickness.” 

As a Last Resort 

By a vote of 1,592 to 700, members 
of the chamber further declared that 
“if, after a reasonable period of time, 
the private effort of employers to 
provide protection against non-in- 
dustrial and non-occupational dis- 
abilities and sickness still leaves 
substantial gaps in coverage, only 
then should public action be taken.” 

If such action is taken, a majority 
of the chamber members added, 
“this should be at the state and local 
levels of government rather than at 
the federal level” and “should per- 
mit voluntary group plans to oper- 
ate as alternatives to government 
plans.” 

Urging “voluntary group effort 
to provide more adequate medical 

services for all the people,” the 
chamber members asserted that 
“there should be avoidance of a 
system of socialized medicine, un- 
der which all the medical person- 
nel become government employes 
and the free choice of doctor by 
the patient and of patient by the 
doctor is impaired.” 

A report was awaited at this writ- 
ing from a special commission in 
Rhode Island which has been study- 
ing a proposed state compulsory hos- 
pitalization insurance law, first sug- 
gested by Gov. J. Howard McGrath 
in his message to the 1944 Rhode 
Island legislature and expected to be 
a legislative issue during the 1945 
session. 

Pioneer in Field 

Rhode Island already has pio- 
neered in the field of state-sponsored 
health insurance through enactment 
in 1942 of a cash sickness insurance 
law, the first of its kind in the na- 
tion. Financed by employe contribu- 
tions, it is intended to give ill work- 
ers compensation for loss of wages. 

Rhode Island plans for compul- 
sory hospitalization insurance and 
for voluntary medical and surgical 
insurance are understood to call for 
affiliating these proposed systems 
with the Blue Cross, which already 
has an enrollment of 238,500 persons, 
34 per cent of the state’s population. 

The Blue Cross has also been 
acting as an enrolling and collect- 
ing agent for voluntary medical 
and surgical insurance plans in 
other paris of the country. Such 
plans are complimentary to the 
Blue Cross, which furnishes its 
subscribers hospital care but does 
not pay for surgical service or for 
medical care given to hospital pa- 
tients by private physicians. 

As first outlined in January, 1944, 
by Gov. McGrath, employers and em- 
ployes would make contributions un- 
der the compulsory hospitalization 
insurance program to a fund which 
would give hospital meals and diet- 
ary service, general nursing care, 
operating room as needed, ordinary 
medicines and dressings, laboratory 
examinations, oxygen and serum, 
physical therapy, maternity care 
and mental and tubercular care. 
The Governor said at that time he 
believed such hospitalization could 
be had by a contributor and family 


dependents “for perhaps less than | 


five cents per employed person per 
day.” 
Because of the legal problem of 


| 


devising a plan that would give pro- 
tection to a worker’s dependents, as 
well as the worker himself, Gov. Mc- 
Grath subsequently suggested that 
when an act for the hospitalization 
plan was finally drafted, it might be 
a good idea to have employers pay 
for participation of their employes, 
with employes paying for any mem- 
bers of their families they desired 
to enroll. 

New York State’s 1945 legislature 
is scheduled to receive recommenda- 
tions from a temporary commission, 
created by the 1944 legislature, for 
programs to broaden the accessibil- 
ity of medical care. 


Meanwhile, Mayor LaGuardia of 
New York City has been fostering 
the development of the Health In- 
surance Plan of Greater New 
York, which contemplates a vol- 
untary all-inclusive health insur- 
ance program for all persons, in- 
cluding city employes, who live or 


work in the city and earn up to 
$5,000 a year, 

Labor groups in New Jersey favor 
segregation of the one percent tax 
workers pay into the state unem- 
ployment compensation fund so that 
it can be built up into a fund that 
would provide sick benefis for the 
temporarily unemployed. 

Favor “Adequate” Insurance 

New Hampshire labor groups ad- 
vocate a state law providing “ade- 
quate” health and non-industrial ac- 
cident insurance for workers, with 
the employer required to pay the en- 
tire premium costs. 

The Massachusetts legislature will 
be asked to consider creation of a 
state-sponsored insurance system 
providing for payment of hospital, 
surgical operation, sickness, bodily 
injury and maternity benefits to em- 
ployed persons. Provisions of the 
proposal would not be mandatory on 
either employers or employes and 
would not affect any health insur- 
ance program in force in industry. 
The plan would be sustained by em- 
ployer and employe contributions. 


Proposals for expansion of state 
hospital facilities are likely to be ad- 
vanced next year in many states, in- 
cluding North Carolina, Georgia, 
Alabama, Maryland and Ohio. 


To Bases in Far North 


VANCOUVER, B. C.—The RCAF 
along the northwest staging route 
from Edmonton, Alta., to the Alaska 
boundary is operating one of the 
biggest and certainly the toughest 
trucking operation in the service, it 
is announced. 

Trucks of the Canadian air force 
are operating constantly over the 
Alaska highway from Dawson 
Creek, B. C., to Whitehorse, a dis- 
tance of 917 miles. All but the high- 
est priority freight reaches the air 
fields by truck, in quantities totalling 
between 300 and 400 tons a month. 

Some of the freight, especially 
perishable food, is rushed over the 
highway in express trucks, which, 
by a system of relieving drivers, 
cover the distance from Dawson 
Creek to Whitehorse in 36 hours, 
virtually a non-stop journey. Other 
less urgent freight travels more 
leisurely, taking from seven to nine 
days to make the round trip. Really 
urgent freight goes by air. 

Sqdn. Ldr. R. M. Maze, former 
traffic manager of Marshall Wells 
(Alberta), Ltd., Edmonton, is the 


man who irons out the transporta 
tion bottlenecks for Northwest 
Command, keeps the trucks rolling 
efficiently and handles all shipments 
of passengers and freight from Ed 
monton to the north. 

Maze was appointed to his presen 
post when the Alaska highwa 
finally was opened to regular traffic. 
He traveled over the highway, and 
in December, 1943, trucking with 
RCAF trucks began, with the vol- 
ume of freight increasing mont 


Wright, Rice Purchase _ 
Public Transfer in Ind. 


INDIANAPOLIS. — Everett E. Ricg 
and Telford Wright have purchased 
the Public Transfer Service Co., it 
was announced recently. 

All equipment of the trucking firm 
will be completely overhauled, Ri 
said. The company’s 3 stock 
ranges from % to 1% ton trucks. 


Birmingham Orders Buses 
BIRMINGHAM, Ala.—Orders for 26 
new motor buses costing more th 
0,000 have been placed b the 
irmingham Electric Co., it is an- 
nounced by C. E. Oakes, president. 


The Thrilling War Story of Monroe 
Hydraulic Shocks Can Now be Told 


Because of their capacity to soften destructive shocks, 


jolts, jars . . . and to operate efficiently under the mer- 


ciless pounding of war . . . Monroe Hydraulic Shocks 


were selected as standard equipment on American 


made tanks. 


In all theatres of war... on tank destroyers, troop 


transports, Jeeps, buses and ambulances . . . Monroe 


Hydraulics have proved they can be depended upon 


to do a better job. 


lated 


‘ 
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Mass. Auto Registrations 


Exceed Last Year’s Mark 


BOSTON. — For the first 10 
months of this year 762,611 regis- 
trations were issued in Massachu- 
setts for motor cars that included 
taxicabs. 

With 47,016 reissues this figure 
meant that some were listed two 
or three times, leaving a net of 
715,595. Last year the registra- 
tions after 10 months were 715,818. 
With 62,911 reissues in 1943 the 
total was 712,906, or 2,669 under 
the 1944 mark. 

For trucks there were 106,187 
registrations this year. But 3,298 
were reissues, giving a net of 102,- 
889. Last year the figures were 
107,359 with 3,678 reissues for a 
total of 103,681, or 792 more. 

Total cars and trucks listed this 
year were 818,484, against 816,587 


G. L. Murphy Elected 


NEW YORK.—Gerald L. Murphy, 
a senior associate of McKinsey & 
Co., management consultants, has 
been elected a principal in the firm, 
it is announced. He is considered a 
specialist in organization and oper- 
ating techniques. 


in 1943. With the balancing of 
figures of loss and gain, 1944 led by 
1,897. With so many cars going off 
the road it had been assumed that 
this year registrations would be 
much less than 1943. 

License renewals dropped from 
1,087,448 to 1,065,162 or 22,186 less. 
But examinations for driving went 
from 45,930 in 1943 to 57,031 this 
year, 11,101 more. 

State revenue in 1943 reached 
$6,679,800, compared to $6,619,224 
this year, a loss of $60,576. 

For October there was a decline 
that may be in part due to ceiling 
prices. In 1943, 14,635 car regis- 
trations were issued, of which 6,965 
were duplicates, leaving a net of 
7,670. This year 9,569 were given 
out, of which 3,975 were reissues, 
giving a net of 5,594, or 2,076 less. 

For trucks the figures were 1,410 


in 1943 to 1,436 now, or 26 more} 


without reissues. 
year ago and 1,042 now, 
more. 


Net was 1,004 a 
or 38 


ee is the American way of 
e 


De 
life; let’s ep it that way. 


Added Safeguard 


‘Vacuveyor’ Bares Leaks 
In Cartridge Cans 

EVANSVILLE, Ind.—A continu- 
ous vacuum testing machine, which 
detects any leaks in hermetically 
sealed metal cartridge containers, 
has been devised by the engineer- 
ing department in Chrysler Corp.’s 
Evansville (Ind.) ordnance plant. 

The machine, known as_ the 
“Vacuveyor,” is now being used to 
detect any leaks in metal cans in 
which the company is packing cal- 
iber .45 and caliber .30 carbine 
cartridges for shipment to various 
Allied battlefronts. The cans pro- 
tect the ammunition from corro- 
sion and other possible damage—a 
protection that was not possible 
with the original waxed cardboard 
containers in wooden shipping 
chest used in the early part of the 
war. 


New Indiana Auto Firm 


INDIANAPOLIS. — Articles of  in- 
co ration have been filed with the 


Indiana secretary of state b the 
Monfort-Olinger Sales, Inc., Shelby- 
ville, Ind., to sell automobiles and 


motor equipment. The corporation has 
100 shares of no par value capital 
stock and the incorporators are Pleas 
E. Greenlee, Raymond Olinger and 


| Don C. Monfort. 





A Top of 60 with 


Suggested at Eastern Parley 


NEW YORK.—Possibility of a 
national maximum speed limit for 
motor vehicles after the war was 
among the matters discussed at a 
two-day fall meeting here of the 
Eastern Conference of Motor Ve- 
hicle Administrators. 

Robert V. Arnett, of Albany, 
chairman of the conference com- 
mittee on postwar speed, declared 
it was widely recognized that fol- 
lowing peace speeds will be higher 
than previously. 


“There has been submitted a 
proposal that a national top 
speed limit could be adopted 
which no motorist could at any 
time or place exceed,” he said. 
“This proposal recognizes the 
limitation of human ability to 
control motor vehicles at high 
speeds. Such top speed may very 
well be set at 60 miles an hour 
with a five-mile tolerance.” 
Arnett declared that one of the 

primary traffic reforms lay in dis- 
carding needless regulations. He 
deplored the confusion that has 





FOR TOMORROW'S FINEST 


HYDRAULIC SHOCK ABSORBERS 


Higher post-war speed for passenger and freight . . . 
by motor car, truck, bus or railway... will de- 
mand the perfection and dependability of Monroe 


Hydraulic Shock Absorbers . . . the only airplane 


type, triple action Shock Absorber. 


Tested and proved in war and at home... Monroe 
Hydraulic Shock Absorbers feature Economy . . . Com- 
fort... Safety and Long Life. . . far above and beyond 


pre-war standards. For the positive solution to prob- 


lems involving Hydraulic Shock Absorbers ... LOOK 
TO MONROE. 


~ 
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wire or phone. 


CLIP AND MAIL COUPON 


DESIGNING 
ENGINEERS 


America’s foremost engi- 
neers are looking ahead and 
are incorporating Monroe’s 
Hydraulic Shock Absorbers 
into their products. They as- 
sure top performance under 
all conditions. Available 
NOW in sizes to do the job, 
Our engineers will gladly co- 
operate with you. There is 


no obligation. Just write, 






| 
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| MONROE AUTO EQUIPMENT CO. Name © Tile. ccccrcsccccccccstccsecccsescecscocesscosesccesteces 
1 Monroe, Michigan | 
i Without obligation kindly send more information  COmpany...cccccccecececececececececeeesesessssssssassssessessers : 
i about Monroe’s Hydraulic Triple Action Shocks for 
i [1] Automobiles [ Trucks (] Buses i dik hk 66k sAeRNOREESOANESESETRASEOEEOSROEES ECS 
' C] Fleets [] Railroads a 
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Postwar Sp 


eed Limit? 


Five-Mile Tolerance 


been caused by conflicting laws 
and ordinances. 

Emphasizing the importance of 
acting now for the safety of 
pedestrians to prevent the expected 
increase in the postwar death and 
injury rate, the conference adopted 
a resolution urging governors of 
New York, New Jersey, Maine, 
Vermont, New Hampshire, Con- 
necticut, Rhode Island, Massachu- 
setts, Pennsylvania, Maryland and 
Delaware and the authorities of 
the District of Columbia to start 
a special protective campaign by 
proclamation on Jan. 15. 

Presented by New York State 
Motor Vehicle Commissioner Clif- 
ford J. Fletcher, the _ resolution 
said that “it is the consensus of 
Opinion of the members of this 
conference that the fatal pedes- 
trian accident is the most impor- 
tant phase of the accident problem 
confronting the authorities.” 

It was announced that the reso- 
lution would be passed on to the 
American Assn. of Motor: Vehicle 
Administrators with recommenda- 
tion for national adoption. 

Test techniques to determine the 
special equipment needed to enable 
crippled veterans to drive were 
demonstrated at the conference. 


“Assuming an importance equal 
to the problem of rehabilitation 
of veterans for industrial em- 
ployment is the problem of the 
disabled driver,” said Dr. Herbert 
Stack, director of the New York 
University Center for Safety 
Education, who explained the 
tests. “The privilege of driving 
an automobile, the use of the 
family car and the use of vehi- 
cles for business, is one that is 
most important to the returning 
veteran. Therefore, we must do 
what we can to enable him to 
exercise that privilege.” 


Dr. Stack told of a study made 
in New Jersey among crippled 
persons, most of whom had 
| paralysis of both legs following 

poliomyelitis. All were driving 
cars equipped with special devices. 
Of 15 who had operated a total of 
| 400,000 miles, only one was involved 
|in a reportable accident. In that 
case the operator was not at fault. 


All-Welded 
Steel Trailer 
Developed 


CLEVELAND. — An. all-welded 
steel trailer has been developed by 
George J. Graves, president of 
Graves & Son Boiler & Mfg. Co., 
Inc., Jamestown, N. Y., officials 
of the James F. Lincoln Arc Weld- 
ing Foundation disclose here. 


Graves revealed the development 
in the Foundation’s $200,000 Indus- 
trial Progress Award Program. 
Work on the all-welded trailer be- 
gan three years ago, Graves said. 


The total length of the body of 
the trailer is 12 feet. Clearance 
| from the road is 12 inches loaded, 
and 15 inches with equipment 
removed. 


Another feature is the dome sec- 
tion of the top, which increases the 
|room of the trailer, according to 
| Graves. The height from the floor 
to the top of the dome is 72 inches. 

The exterior covering is sheet 
steel of 20-inch gauge. All joints 
of the framework are arc welded. 

In building the trailer, no jigs, 
fixtures or dies are used to form 
any part of the unit. 














| Ford-Firestone Dealer 
To Open at Paris, Ky. 
PARIS, Ky.—Charles A. Briggs, 
formerly located in Cincinnati, as 
| district stores supervisor for the 
| Firestone Tire & Rubber Co., is 
| shortly to engage in business for 
| himself here, according to an 
announcement from C. A. Cronin, 
Firestone district manager. He 
will handle Ford cars and Fire- 
stone tires along with an up-to- 
date retread shop. 


Opens N.Y. Office 








NEW YORK.—Opening of a New 
York City office is announced by Lit- 
telfuse, Inc. Appointment of Jack D. 
Hughes as eastern division sales 


manager is also announced by Littel- 
fuse. 
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Air Transport Field 
Merits Attention 


By Charles Evans 
Aviation Editor 

EVEN IF THE SCHEDULED air transport portion 
of aviation’s future is likely to be the smallest part, it 
still will have importance to the average American citizen. 
In Chicago, since the first of November, delegates from 

54 nations have been pounding away on the conference 
oo 


anvil, trying to beat out a 
policy for operation of the 


planes of many nations along the 
airways of the world. They will 
inevitably arrive at a mutuai 
agreement, and worldwide air- 
borne commerce will certainly 
start shortly after peace cOmes. 
The public attention given such 
meetings, however, is rather out of 
proportion to the importance of 
these airlines to the average citi- 
zen of the United States when com- 
pared to what the personal air- 
plane market could mean to him. 
If as much time were to be spent 


ie does it-in Philadelphia 


on the personal aircraft market, 
the problems of personal flying 
and the education of the public to 
the advantages of flying, every 
smallest community in the nation 
would profit almost at once after 
the war. 


Experts in aviation have tried 
to keep the public from running 
away with itself in this scheduled 
air transport field. Forecasters 
who have studied the possibili- 
ties see inevitable expansion in 
air commerce domestically and 
internationally, but the number 


of planes they forecast, the num- 
ber of persons employed and the 

volume of passengers and cargo 
carried sound very conservative 
to a public fed daily on pictures 
of great airliners of the future, 
descriptions of routes from Chi- 
cago to Singapore, San Francisco 
to Suva, and Washington to 

Moscow. 

Taking seven of the leading 
forecasts, six of them by aviation 
Officials, and one a study by re- 
searchers for a big aviation com- 
pany, we find that a maximum of 
5,000 planes may be expected serv- 
ing all the airlines of the country 
in 10 years after the war, trans- 
porting some 20,000,000 passengers 
a year. This would be five times 
the prewar level, and 70 percent 
of the prewar Pullman traffic. This 


is one of the more optimistic of | be 


the forecasts, and it makes under- 
standable the statement of the Air 
Transport Assn. (the airlines’ or- 
ganization) that the airlines will 
be among the smallest of em- 
ployers of flying personnel after 
the war. 
ss + * 


Air Cargo 


Is Studied 
AIR CARGO gets lots of atten- 
tion from the forecasters and plan- 


One rich market plus one newspaper equals 


effective, economical advertising coverage. And 


that’s the way it. goes in America’s third largest 


market, Philadelphia — where The Evening 


Bulletin reaches nearly 4 out of every 5 


families. In fact, Bulletin circulation has led 


in Philadelphia for 39 consecutive years — 


today holds the nation’s record for size of 


evening circulation. Over 600,000! 


in Philadelphia—nearly everybody reads The Bulletin 


ners, and the average of the seven 
forecasts on the number of planes 
which will be in that service in 
two to 10 years after the war is 
3,108. William Patterson, president 
of United Airlines, believes there 
will be 5,250 cargo planes in action 
10 years after the war; William 
A. M. Burden, assistant secretary 
of Commerce, 5,000 in 10 years 
and Charles I. Stanton, deputy ad- 
ministrator of Civil Aeronautics, 
5,000 in five years. 

Strange things are happening, 
however, in air cargo. Not long 
ago, Edward S. Evans, of Detroit, 
hauled a load of spinach half across 
the continent and sold it in gro- 
cery stores fresh and crisp barely 
10 hours out of the ground. He 
has serious economic studies show- 
ing that lettuce from Florida can 
sold in Buffalo and Detroit 
markets for a premium of five 
cents a head if shipped by air. 

Harry W. Protzeller, of 
mount, Minn. has invented 
equipment for quick- freezing 
foods en route when transported 
by air and claims it is economic- 
ally feasible; and there are a 
dozen pilots in Alaska who are 
planning to get rich quick flying 
fresh green vegetables to vita- 
min-starved Alaskans through- 
out the winter. 

Air transport rates will de- 
termine volume, and there are 
studious forecasters in this field 
also. Immediately after the war 
the rates for air cargo per ton 
mile will be between 13 and 40 
cents, quoting the most optimistic 
and least optimistic of crystal- 
gazers. Within 10 years, these rates 
will drop considerably, one of the 
forecasters believes, expecting a 
rate of three to four cents. Other 
guesses average about 13 cents a 


ton mile. 
s¢: 


Envisage Travel 


At Bargain Rates 

AS TO PASSENGER RATES, 
the airlines have already been 
dangling trans-ocean trips at bar- 
gain prices before the eyes of 
travel-hungry Americans, such as 
San Francisco to Honolulu for $96 
and New York to London for $200. 
The Curtiss-Wright study, pre- 
pared by their business research 
department, expects domestic air- 
line rates to average 4.5 cents per 
passenger mile in 1947, and says 
that this will drop to 3.5 to 4 cents 
by 1950. International air passenger 
rates, this study believes, will drop 
to five cents a passenger mile be- 
tween the third and sixth postwar 
years, with still lower rates there- 
after. Others agree in general with 
these figures, and go on to fore- 
cast domestic passenger rates of 
an average of two and one-third 
cents a passenger mile. 

Aviation officials are confident 
that all first-class mail will be 
carried ultimately by air, basing 
their belief on the established 
practice of delivering the mail 
always by the fastest means. 
Airlines may take over all first 
class mail and parcel post, one 
airline president believes, if they 
cut their present rates in half, 
but they must reduce freight 
rates drastically if they are to 


get any volume of express. 
ss 


Wolfe Forecasts 


Huge Expansion 
THOMAS WOLFE, vice-presi- 
dent of Western Airlines, is the 


Congress Gets 
Billion-Dollar 
Airport Plan 


WASHINGTON. — The Secretary 
of Commerce sent to Congress last 
week a national airport plan pre- 
pared by the Civil Aeronautics Ad- 
ministration in response to a reso- 
lution passed June 23 by the House 
of Representatives. The resolution 
was introduced by Rep. Clarence 
Lea, chairman of the House Inter- 
state Commerce Committee. 

The report recommends construc- 
tion of 3,050 new airports and im- 
provement of 1,625 existing fields, 
at an estimated cost of $1,021,567,- 
945 for clearing, grading, paving, 
lighting and radio facilities, plus 
about $230,000,000 for land and 
buildings other than hangars. 

A system of federal aid, with” 
matching of funds by the states, 
was proposed for financing the con- 
struction over a period of five to 
10 years. An immediate appropria- 
tion of $3,000,000 to cover the cost 
of surveys and other preparatory 
work was asked. The present study 
lists the communities where air- 
ports should be constructed, and 
the number and classes of such air- 
ports, but does not indicate spe- 
cific sites. 

The program calls for construc- 
tion or improvements to increase 
the number of Class 1 airports, 
those designed primarily for per- 
sonal fiying, from 981 to 2,597; 
Class 2 fields, suitable for feeder 
airlines as well as personal flying, 
from 810 to 2,198; Class 3, which 
accommodates present-day twin- 
engine aircraft, from 443 to 654; 
Class 4, serving larger aircraft 
now in use, 403 to 520; and Class 5, 
for long-range domestic or foreign 
operations, 305 to 336. 

In preparing the survey, popula- 
tion, trade mail, airline traffic, 
route applications, and many other 
economic and geographic factors 
were considered. The resulting pro- 
posal will provide numbers of new 
airports for metropolitan areas, 
but at the same time set up facili- 
ties for sections whose vast spaces 
make the airplane a logical form 
of transportation. 


AUTOMOBILE 
DEALERS 


Opportunity 
for 
Profitable 
Turnover 
“Ever-Ready” 
Portable Milker 


kind of a positive forecaster a|: 


writer loves. He moves confident- 
ly out on the limb, and says: 

“] predict that today’s commer- 
clal air traffic will expand 40 
times in the 10 years after the 
war ends. Air commerce can be 
expected in that period to pene- 
trate ground traffic to the extent 
of 60 percent of the number of 
first class rail passengers and 
10 percent of second class rail 
and first bus passengers; 
80 percent of first class mail; 
50 percent of rail freight, 65 
percent of first class express; 
10 percent of second class ex- 
press, and 5 percent of motor 
freight.” 

But with all the forecasts, sched- 
uled air transport may not be 
world-shaking in the volume of 
business it will do. Another prophet 
figures out that 5,000 21-passenger 
planes, the product of a few 
months of our present-day factor- 
ies, would carry all our first class 
mail, 70 percent of the present ex- 
press volume and five times as 
Many passengers as we are flying 
today. 


Farm Labor Shortage 
has created tremendous 
demand for Portable 
Milking Machines. 


Require practically no_ service. 
Mustrated merchandising _litera- 
ture furnished free. Now sold 
successfully by many car dealers. 


Territories Granted 


Dairy Supply Co. 
881 Fourth Ave. 
New York City 
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“Yes, Jim, | anticipate 
a great future for my | 


De Soto business.’ 


DE SOTO DEALERS have a fistful of good reasons to face the 
future with optimism. They have a dual sales potential—two great 
cars, De Soto and Plymouth—backed by the fine reputation, en- 
gineering skill and great record of the Chrysler Corporation. With 
these cars they will be able to fit the purses of practically all new 
car buyers. And the resulting trade-ins will give them a wide, 


fast-moving stock for their used car lots. 


Add to that the influence of two powerful advertising cam- 
paigns of national scope—a tremendous opportunity for service 
volume—plus immediate parts availability. That’s why De Soto 
dealers are an enthusiastic group. 

If you are interested in the De Soto story, why don’t you drop 
us a line? There are still a few unassigned sales areas. Write 
today to J. B. Wagstaff, General Sales Manager, De Soto 


Division, Chrysler Corporation, Detroit, Michigan. 


—— 
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Drew Promoted 


To Colonel 


WASHINGTON.—The promotion 
of Lt. Col. Charles B. Drew to colo- 
nel is announced. He will continue 

on the general 
staff of the Com- 
manding General, 
Boston port of em- 
barkation, as di- 
rector of the over- 
sea supply divi- 
sion. 
Col. Drew in 
World War I 
served in the tank 
forces overseas. 
After the Armis- 
Col. Drew tice, he was busi- 
ness manager of 
the American commission to nego- 
tiate peace, and later officer-in- 
charge of motor equipment sales for 
the AEF, with the U. S. liquidation 
commission in Paris. 

After the war, Col. Drew repre- 
sented one of America’s largest 
motor car manufacturers as foreign 
sales supervisor for the Far East, 
with headquarters in Sidney, Aus- 
tralia. 
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Official U. S. Navy photograph 


MAKING “PLAIN the path” for sea, air and ground forces attacking 
enemy territory, three-dimensional terrain models based on aerial photo- 
graphs, reconnaissance reports and pre-war maps brought up to date are 
now in use in studying objectives before Navy and Marine operations are 
launched. Constructed mainly from molds cast from original models, they 
are made of varying materials ranging from rubber and rubber substitutes 
to clay, plastics and metal, depending on the qualities desired and avail- 
ability of materials. These photographs depict models after construction 
and in use. The collapsible rubber contour maps are made for the Navy by 
a process developed in the laboratories of the United States Rubber Co. 


| Responsibility Laws Gain 
Several More States Considering Stiff 
Insurance Legislation for Drivers 


NEW YORK.— With prospects 
that a number of other states will 
consider similar measures during 
1945 legislative sessions, enforce- 
ment of stringent motorists’ finan- 
cial responsibility laws, of the type 
providing for mandatory revocation 
or suspension of driver’s licenses for 
failure to satisfy judgments result- 
ing from motor vehicle accidents, 
is being organized in Michigan and 
Virginia. 

New Hampshire, New York, In- 
diana, Oregon and Ohio are among 
the states which already have such 
laws in operation, with restoration 
of suspended licenses contingent 
upon evidence of the driver’s future 
financial responsibility through in- 
surance, proper execution of a bond 
or deposit of money or securities. 

That such legislation may be con- 
sidered on a broad scale during next 
year’s state legislative sessions was 
indicated by its inclusion in a re- 
vision of the Uniform Vehicle Code, 
as recently agreed upon by the leg- 
islative committee of the National 


Satisfaction a Loyaly 


go hand in hand 


Satisfied owners are loyal owners. This axiom is 


Let’s all back the Attack 
BUY WAR BONDS 


again proved in a recent survey which indicates 


that 80.2% of all people who now own Cadillac 


cars will again buy Cadillac. It sets a record for 


the industry—evidence that Cadillac alone offers 


motoring satisfaction at its incomparable best. 


Proud as we are of that record, 


it would be unfair 


to give full credit to the product alone. For 


owner loyalty comes from the winning combina- 


tion of inbuilt quality and competent service. 


Cadillac freely shares the credit for this splendid 


record with its distributor and dealer organiza- 


tion. Their cooperation under difficult wartime 


conditions, plus the ability of the factory to 


continue supplying essential replacement parts, 


is building more staunchly 


than ever before 


Cadillae’s greatest single asset—owner loyalty. 


badillac 


Conference on Street and Highway 
Safety. The conference is composed 
of representatives of federal, state 
and local motor vehicle authorities 
and of private organizations inter- 
ested in traffic and safety. 


Enacted this year, the Virginia 
measure is scheduled to go into ef- 
fect Jan. 1. Virginia Commissioner 
of Motor Vehicle C. F. Joyner, jr., 
recently announced the appoint- 
ment of G. T. Riggin as director of 
the Bureau of Safety Responsibility, 
which will administer the act, and 
R. M. Whitticar Jr., as hearings ex-" 
aminer. 

The Michigan statute was origin- 
ally slated to become effective July 
30, 1943, but was tied up by litiga- 
tion challenging its constitutional- 
ity. This litigation has finally been 
abandoned, after the act was un- 
animously upheld by the Michigan 
Supreme Court, and Secretary of 
State Herman H. Dignan recently 
announced that the law was at last 
going into effect. It was announced 
that an enforcement staff would be 
organized before Jan. 1. 

Constitutionality of laws similar 
to the Michigan statute previously 
were upheld in a number of other 
states. including an Ohio ruling this 
year. 


House Trailer 
Demand Looms 


Big After War 


ELKHART, Ind.—Unprecedented 
demands for house trailers by re- 
leased war workers and returning 
military personnel, anticipated 
from the results of a poll now 
being conducted by the Schult 
Corp., trailer manufacturers, may 
have an important effect on the 
new and used car markets during 
the early postwar buying period. 

Because of the fact that a house 
trailer is the only type of housing 
accommodation that will be: avail- 
able after the war at 1942 prices, 
due to OPA price freezing, the de- 
mand for them during the first six 
postwar months is expected to ex- 
ceed the supply. 

According to Wilbur J. Schult, 
president of Schult, there will be 
a postwar period of abnormal buy- 
ing in the trailer industry that will 
tax manufacturing facilities to the 
limit. 

Since every trailer requires the 
use of an automobile for motive 
power, car dealers are weighing 
the possibility that the anticipated 
frenzy of trailer buying may bring 
an even greater postwar demand 
for new and used cars than is 
normally expected. 

Although the Schult poll does not 
uncover pertinent facts regarding 
the automotive industry, it is con- 
sidered likely that most former 
trailer owners sold their cars when 
they sold their trailers and will, 
therefore, be in the market for 
both trailers and automobiles when 
the war is over. 

Used car dealers in the Chicago 
area do not view the situation with 
undue alarm. Most dealers seem 
to think there always will be an 
adequate supply of “transporta- 
tion.” They feel that unless trailer 
owners are looking for top me- 
chanical quality and new-car ap- 
pearance, there will be no shortage 
of used cars available for trailer 
transportation. 


Chrysler Export 


Promotes Strock 


DETROIT. — Announcement of 
the appointment of George H. 
Strock as regional manager of the 
newly established Australasia-South 
Africa Region, has been made by 
Cc. B. Thomas, president of Chrys- 
ler Export. 

Strock, associated with Chrysler 
since 1922, was secretary-treasurer 
of Chrysler Export from 1929 to 
1935. He was then made executive 
manager of Chrysler’s overseas 
divisions four and five, later con- 
centrating on the development of 
Division Four, which is the Aus- 
tralasian Division of Chrysler Ex- 
port. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now 
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We’re not saying a word. We 
don’t have to, when our read- 
ers write copy like this for us. 
This particular university pro- 
fessor pulls no punches in ex- 
plaining why The New York 
Times is his favorite newspaper. 


Nor is his opinion of The Times 
unique. It’s an opinion held 
generally by prominent men 
and women throughout the 
country. In a recent impartial 
survey to determine the read- 
ing habits of some 5,800 of the 
nation’s leaders, The New York 
Times was voted the favorite 
newspaper by the overwhelm- 
ing vote of 4 to 1. 


When readers feel this way 
about a publication, that's 
news — news of first importance 
to advertisers. 


The New Pork Times 


“ALL THE NEWS THAT’S FIT TO PRINT” 
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91 Army Trucks 
Sold to Dealers 


In Vancouver 


VANCOUVER, B. C.—Ninety-one 
trucks, four years old or more, 
were sold in Vancouver recently to 
the trade by War Assets Corp. 

The surplus Army trucks were 
1%, 2 and 3-ton commercial models 
and were distributed among 12 
General Motors and nine Ford 
dealers from Vancouver, New 
Westminster and Fraser Valley 
points. The trucks cost the dealers 
approximately $42,000 and _ will 
eventually reach civilian buyers at 
an average price of $850. 

Each dealer was allocated a 
proportion of the trucks in rela- 
tion to his 1941 purchases. The 
dealer’s cost price was fixed by 
the government. Dealers purchased 
the trucks sight unseen and must 
recondition them before offering 
them for sale at the government 
ceiling price. 

The units sold at Vancouver 
comprised 50 Ford models and 41 
Chevrolets. An additional seven 
Chevrolets and six Fords were sold 
to the trade at Vernon, B. C., and 
seven Chevrolets and 13 Fords will 
be disposed of at Prince George 


i} 
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Sloan Sounds Warning 


Urges Speedy Reconversion to Escape Possible 
Synthetic Government Jobs 


LATEST STEPS in a program of advanced aircraft engine development, 
launched last summer by the Packard Motor Car Co., are pictured above in 
this architect’s sketch of huge hangar and modern engineering laboratories 
now being bullt at Willow Run, Mich. These new facilities will let Packard 
better coordinate the two phases of its specialized engine work for the 
Army Air Forces Air Technical Service Command. Engines will be devel- 
oped, built and tested at the company’s Toledo division. At Willow Run 
the latest in equipment will engineer plane installations of those engines 
and flight test them on the spot. Both operations “need not be considered a 
temporary Packard activity in the aircraft engine field,” according to a 


atatement relensed today by Geo. T, 


general manager. 


in December. Thirty models were 
previously sold in Victoria. 

Capt. J. L. Cook, who represented 
the Army and the War Assets 
Corp. in the sales, states that an 
undisclosed number of _ station 
wagons and panel delivery units 


fheristmas 


Christopher, company president and 


will be offered for sale in the near 
future. 

In early December, 100 Army 
trucks were up for sale in British 
Columbia, 50 in Vancouver, 35 in 
Victoria, and a few at Vernon and 
Prince George. 


ARENT 


CHICAGO.—Developing the theme 
of postwar employment, Alfred P. 
Sloan, Jr., chairman of General 
Motors Corp., stressed the impor- 
tance of speedy reconversion in an 
address here before the Investment 
Bankers’ Assn. last week. He urged 
there be no undue delays, because 
otherwise loss of confidence might 
be created and the government 
might under the circumstances em- 
bark on a spending program to cre- 
ate synthetic jobs. 

Sloan gave his conception of jobs, 
declaring “there is nothing magic” 
about them, and adding: 

“They are the end result of a com- 
bination of factors. Necessary for 
their creation is capital and the 
know-how of production. The neces- 
sary catalysis for job creation is the 
opportunity for profit. Without it 
jobs are not created unless you in- 
clude synthetic jobs that are pro- 
vided as an end in themselves.” 

Three to four years of great indus- 
trial activity after the war were 
forecast by Sloan, who thus analyzed 
the outlook: 


{ ach Christmas we at E. A. Laboratories 


like to sit back and reminisce. We like to think 


about the lives and property that our 


products have saved — about the added 


health and comforts for which they have 


been responsible. 


Since Pearl Harbor, that has been 


impossible. Instead, we have 


had to contemplate the part our 


products will have played in 


the ultimate destruction of the 


enemy. But pride in our wartime accom- 


plishments never causes us to cease hoping 


that the hour is near when again we can 


devote our talents to producing the things 


we love best — products for safety and comfort. 


E. A. LABORATORIES; INC., BROOKLYN, N. Y. 
Makers of Automotive, Aviation, Bicycle and Marine Appliances 


“We have to catch up on the obso- 
lescence that has occurred during 
the war in our industrial equipment 
and durable goods. That in itself will 
provide tremendous demand for 
goods, Also existing is a big backlog 
of purchasing power represented by 
savings and war bonds. Added to 
this is the big reduction that has 
been made during the war in com- 
mercial indebtedness.” 


The General Motors head empha- 
sized the need for encouraging the 
expansion of small businesses in 
both manufacturing and the service 
industries. Regarding plants that 
have been built for war production 
since hostilities began, he warned 
that there is too much “wishful 
thinking” over universal use of them 
after the war. 


Daniel Named 
President of 


Ark. Truckers 


LITTLE ROCK.—J. Lee Daniel, 
operator of the Ritchie Grocery 
Co., of El Dorado, was _ elected 
president of the Arkansas Bus and 
Truck Assn. at its annual conven- 
tion here. Robert Black of the 
Black Motor Lines, El Dorado, 
former president, was elected ex- 
ecutive vice president. 

Nine other vice-presidents, and 21 
directors were chosen. Vice-presi- 
dents include Roy Martin, Harry 
Cook, Robey McClendon, S. J. 
Beauchamp, J. O. Willett, C. H. 
Briley, Carroll Owens, R. W. New- 
ell and J. O. Collins. 

T. V. Rodgers, president of the 
American Trucking Assn. told the 
bus and truck group that he ad- 
vocated “fair and reciprocal ar- 
rangements between the states,” 
to prevent a “Balkanized situation 
such as existed in central Europe 
and helped to bring on this war 
through the number of private 
interests at cross purposes.” 

He asserted that truckers and 
railroads were not in competition 
and that each had its place in a 
complicated transportation econo- 
my. He added that he favored legis- 
lation which would “integrate the 
transportation system.” 


Cummings Heads 


Ore. Tire Group 


PORTLAND, Ore.—Edward H. 
Cummings, of Cummings Tire Co., 
was elected president of the Oregon 
Tire Dealers Ass’n, Inc., at the an- 
nual meeting here last week, suc- 
ceeding Ray Grimshaw, recently 
elected national president of the In- 
dependent Tire Dealers’ Ass’n of 
America. 


Also announced was the election 
of James H. Cassell as executive sec- 
retary. Other officers named were 
vice-president, Gil Ward, Salem; sec- 
retary-treasurer, Mel Goodin, Port- 
land; carry-over directors, Ray Grim- 
shaw, E. H. Cummings, Mel Goodin. 
Reelected directors, Gil Ward and 
Robert Griffen, Portland; new direc- 
tors, James Brannan, Eugene; C. F. 
Klippel, Oregon City; Don Hanley, 
—o and Walter Young, Port- 

and. 


Culver Motor Sales 


Sold to M. O. Haugh 

TOLEDO.—E. E. Culver, presi- 
dent of the Culver Motor Sales Co., 
323 Main St., announced last week 
the sale of the firm's business 
parts and equipment to M. O. 
Haugh, veteran automobile dealer 
of Detroit and Bay City, Mich. 

Haugh has taken a long lease on 
the Culver block on Main St. and 
also will take over the used car lo 
on Main. The new firm will oper- 
ate under the name of Melvin Mo-, 
tor Sales Co,, retaining the Culver 
personnel. 

Culver said he has no plans fon 
the future. 


Expands for Aviation 

WEISER, Ida.—This city shortly 
will erect a hangar capable of ac- 
commodating two planes, togethe 
with an office building, at the mu- 
nicipal airport. The additions are 
mude to accommodate a proposed 
aviation school 





AUTOMOTIVE NEWS, DECEMBER 11, 1944 


29 


HOW DEALERS FEEL ABOUT OLDSMOBILE .. . NO. 26, CLEVELAND, OHIO 


“What you have done and 
has developed great co 


aler mora 


and high de 


McCARROLL’S, Ine: 


SALES ‘ <OLDSMOBILE- » 


SERVICE 


81 
LID AVENUE HENDERSON 81 
7000 EUC 


CLEVELAND, OHIO 
September 15, 1944. 


ton, 
Mre D. Ee Rals 9 
pile Division, 
pm Motors Corporation, 
Lansing, Michigan. 


Dear Mr. Raleton: 
The other day - 
the same week 

our anticipation oO 


alize that we are - 
fuly . association with Oldsmobile 


omplishments ’ 
to you be 


ra 


our acc 


As I reflected upon a to write 


Our first co - 
ixteen years ° 
of ees as well as years © 


times, we could always count on 
8 
ally want to comment on your Busines 
1 ae w= to forecast 


the amoun 
ho’ 
Your men know unfailing accuracy. 
a dealership with unfailing mi 


ntract with tee tee five 
dents together with 
production made: me 

in our 


ualified support- 


+ of revenue 


During 


business and 


success. 
1928 - 


cludes periods 
- rdless of the 


omer expenses in 
indispensable 


to ny ’ 
service, a8 good plencings cole to try to operé 


mana, da not 
ement. I woul 
. ahs kind of assistance. 
und leadership you provide that 
rganiza 
jated with your © : 
ae done and are doing has 


It is this 50 


makes us so happy to be 


are doing 


nfidence 


lel’ 


says D. J. MCCARROLL 


President 


McCARROLL’S, INC. 


HERE'S nothing that helps a businessman more than 

confidence in the organization whose products he is 
selling. That’s one of the many reasons why Oldsmobile 
dealers are so satisfied with their franchises—and so suc- 
cessful in their operations. They know that they are asso- 
ciated with America’s oldest motor car manufacturer —a 
stable, reputable, dependable company with a tradition of 
“square dealing.” They know that Oldsmobile’s personnel, 
both in the field and in the factory, are experienced in 
their jobs and trained to use that experience in helping in- 
dividual dealers solve their problems. 


Take this matter of “business management,” for example. 
Oldsmobile employs a staff of men who are qualified ex- 
perts, with years of practical background in this field. It’s 
their job to help dealers set up their operational plans, to 
determine such things as: What revenue each department 
must earn, month by month, in order to make a satisfac- 
tory profit ...To what level expenses will have to be re- 
duced, and how this can be accomplished. Oldsmobile 
dealers have come to rely more and more on this serv- 
ice, and to place more and more confidence, as Mr. 
McCarroll’s letter points out, in the “forecasting” ability 
of Oldsmobile’s business management staff. Many of these 
dealers have been kind enough to write in, telling of the 
confidence they feel, not only in Oldsmobile’s business 
management, but also in Oldsmobile’s all-round leadership, 
both during and after the war. 


“You Can Always Count on Oldsmobile,’’ 
Dealers All Over America Agree 


HOLLAND, MICH.—‘‘We have been 
in the automobile business for the 
past twenty years and with Olds- 
mobile since 1931 during which 
time a fine car and organization 


TOPEKA, KANSAS—‘‘The guides set 
up through your business manage- 
ment department have been instru- 
mental in handling expense control 
and sales requirements. In fact, 


dealer morale that I know will pay 


fold ° v ery truly yours > 


Syme 


Sident. 


awl. 


have permitted us to produce very 
gratifying results.” 


HENRY TER HAAR, HENRY 
TER HAAR MOTOR SALES 


STERLING, COLO.—‘‘Whatever the 
new obstacles may be to operat- 
ing on a sound basis in the year 
ahead, we know Oldsmobile will 
be in there ‘pitching’ to help us.” 
WM. POSPICIL, 

BILL'S MOTOR COMPANY 
STOCKTON, CALF.—‘‘We know that 
our future is assured, due to the 
assistance that will be given us 
along every line of planning neces- 
Sary to make a successful dealer.” 


—CARL S. ORTMAN, 
HANSEL AND ORTMAN 


developed a ‘hold the line’ policy 
which made it possible to stay in 
business. This, with your splendid 
factory cooperation, runs hand in 
hand and cannot be overlooked 
from an appreciative standpoint.” 


H. L. FROST, JACK FROST MOTORS 


SAN PEDRO, CALIF.—‘‘May we com- 
pliment Oldsmobile on its ‘Job’ pro- 
gram which brought about our 
complete re-organization. The ex- 
pense forecast made with the as- 
sistance of the zone personnel has 
been invaluable.” 


LaRUE C. THOMAS, 
CECIL L. THOMAS @& SONS 


FOU CAN ALWAYS COUNT ON 


ULDSMOBILE 


AMERICA’S OLDEST 


MOTOR CAR 
ORGANIZATION! 
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91 Army Trucks 
Sold to Dealers 


In Vancouver 


VANCOUVER, B. C.—Ninety-one 
trucks, four years old or more, 
were sold in Vancouver recently to 
the trade by War Assets Corp. 

The surplus Army trucks were 
1%, 2 and 3-ton commercial models 
and were distributed among 12 
General Motors and nine Ford 
dealers from Vancouver, New 
Westminster and Fraser Valley 
points. The trucks cost the dealers 
approximately $42,000 and_ will 
eventually reach civilian buyers at 
an average price of $850. 

Each dealer was allocated a 
proportion of the trucks in rela- 
tion to his 1941 purchases. The 
dealer’s cost price was fixed by 
the government. Dealers purchased 
the trucks sight unseen and must 
recondition them before offering 
them for sale at the government 
ceiling price. 

The units sold at Vancouver 
comprised 50 Ford models and 41 
Chevrolets. An additional seven 
Chevrolets and six Fords were sold 
to the trade at Vernon, B. C., and 
seven Chevrolets and 13 Fords will 
be disposed of at Prince George 


AUTOMOTIVE NEWS, DECEMBER 11, 1944 


Sloan Sounds Warning 


Urges Speedy Reconversion to Escape Possible 
Synthetic Government Jobs 


LATEST STEPS in a program of advanced aircraft engine development, 
launched last summer by the Packard Motor Car Co., are pictured ahove in 
this architect's sketch of huge hangar and modern engineering laboratories 
now being built at Willow Ran, Mich. These new facilities will let Packard 
better coordinate the two phases of its specialized engine work for the 
Army Air Forces Air Technical Service Command. Engines will be devel- 
oped, built and tested at the company’s Toledo division. At Willow Run 
the latest in equipment will engineer plane installations of those engines 
and flight test them on the spot. Both operations “need not be considered a 
temporary Packard activity in the aircraft engine field,” according to a 
atatement released today by Geo. T. Christopher, company president and 
general manager. 


in December. Thirty models were 
previously sold in Victoria. 

Capt. J. L. Cook, who represented 
the Army and the War Assets 
Corp. in the sales, states that an 
undisclosed number of station 
wagons and panel delivery units 


will be offered for sale in the near 
future. 

In early December, 100 Army 
trucks were up for sale in British 
Columbia, 50 in Vancouver, 35 in 
Victoria, and a few at Vernon and 
Prince George. 


a Christmas Message 


CHICAGO.—Developing the theme 
of postwar employment, Alfred P. 
Sloan, Jr., chairman of General 
Motors Corp., stressed the impor- 
tance of speedy reconversion in an 
address here before the Investment 
Bankers’ Assn. last week. He urged 
there be no undue delays, because 
otherwise loss of confidence might 
be created and the government 
might under the circumstances em- 
bark on a spending program to cre- 
ate synthetic jobs. 

Sloan gave his conception of jobs, 
declaring “there is nothing magic” 
about them, and adding: 

“They are the end result of a com- 
bination of factors. Necessary for 
their creation is capital and the 
know-how of production. The neces- 
sary catalysis for job creation is the 
opportunity for profit. Without it 
jobs are not created unless you in- 
clude synthetic jobs that are pro- 
vided as an end in themselves.” 

Three to four years of great indus- 
trial activity after the war were 
forecast by Sloan, who thus analyzed 
the outlook: 


{ ach Christmas we at E. A. Laboratories 


like to sit back and reminisce. We like to think 


about the lives and property that our 


products have saved — about the added 


health and comforts for which they have 


been responsible. 


Since Pearl Harbor, that has been 


impossible. Instead, we have 


had to contemplate the part our 


products will have played in 


the ultimate destruction of the 


enemy. But pride in our wartime accom- 


plishments never causes us to cease hoping 


that the hour is near when again we can 


devote our talents to producing the things 


we love best — products for safety and comfort. 


E. A. LABORATORIES; INC., BROOKLYN, N. Y. 
Makers of Automotive, Aviation, Bicycle and Marine Appliances 


“We have to catch up on the obso- 
lescence that has occurred during 
the war in our industrial equipment 
and durable goods. That in itself will 
provide tremendous demand for 
goods, Also existing is a big backlog 
of purchasing power represented by 
savings and war bonds. Added to 
this is the big reduction that has 
been made during the war in com- 
mercial indebtedness.” 


The General Motors head empha- 
sized the need for encouraging the 
expansion of small businesses in 
both manufacturing and the servicé 
industries. Regarding plants that 
have been built for war productio 
since hostilities began, he warn® 
that there is too much “wishful 
thinking” over universal use of them 
after the war. 


Daniel Named 
President of 


Ark. Truckers 


LITTLE ROCK.—J. Lee Daniel, 
operator of the Ritchie Grocery 
Co., of El Dorado, was elected 
president of the Arkansas Bus and 
Truck Assn. at its annual conven- 
tion here. Robert Black of the 
Black Motor Lines, El Dorado, 
former president, was elected ex- 
ecutive vice president. 

Nine other vice-presidents, and 21 
directors were chosen. Vice-presi- 
dents include Roy Martin, Harry 
Cook, Robey McClendon, S. J. 
Beauchamp, J. O. Willett, C. H. 
Briley, Carroll Owens, R. W. New- 
ell and J. O. Collins. 

T. V. Rodgers, president of the 
American Trucking Assn. told the 
bus and truck group that he ad- 
vocated “fair and reciprocal ar- 
rangements between the states,” 
to prevent a “Balkanized situation 
such as existed in central Europe 
and helped to bring on this war 
through the number of private 
interests at cross purposes.” 

He asserted that truckers and 
railroads were not in competition 
and that each had its place in a 
complicated transportation econo- 
my. He added that he favored legis- 
lation which would “integrate the 
transportation system.” 


Cummings Heads 


Ore. Tire Group 


PORTLAND, Ore.—Edward H. 
Cummings, of Cummings Tire Co., 
was elected president of the Oregon 
Tire Dealers Ass’n, Inc., at the an- 
nual meeting here last week, suc- 
ceeding Ray Grimshaw, recently 
elected national president of the In- 
dependent Tire Dealers’ Ass’n of 
America. 

Also announced was the election 
of James H. Cassell as executive sec- 
retary. Other officers named were 
vice-president, Gil Ward, Salem; sec- 
retary-treasurer, Mel Goodin, Port- 
land; carry-over directors, Ray Grim- 
shaw, E. H. Cummings, Mel Goodin. 
Reelected directors, Gil Ward and 
Robert Griffen, Portland; new direc- 
tors, James Brannan, Eugene; C. F. 
Klippel, Oregon City; Don Hanley, 
— and Walter Young, Port- 

and. 


Culver See Ste 


Sold to M. O. Haugh 
TOLEDO.—E. E. Culver, presi- 
dent of the Culver Motor Sales Co., 
323 Main St., announced last week 
the sale of the firm's business 
parts and equipment to M. O. 
Haugh, veteran automobile dealer 
of Detroit and Bay City, Mich. 


Haugh has taken a long lease on 
the Culver block on Main St. anc 
also will take over the used car lo 
on Main. The new firm will oper- 
ate under the name of Melvin Mo- 
tor Sales Co,, retaining the Culver 
personnel. 

Culver said he has no plans for 
the future. 


Expands for Aviation 

WEISER, Ida.—This city shortly 
will erect a hangar capable of ac- 
commodating two planes, togethe 
with an office building, at the mu- 
nicipal airport. The additions are 
mude to accommodate a proposed 
aviation school 





AUTOMOTIVE NEWS, DECEMBER 11, 1944 29 
: ; HOW DEALERS FEEL ABOUT OLDSMOBILE 


- « « NO. 26, CLEVELAND, OHIO 









































“What you have done an 


has developed great confidence 





McCARROLL'S, Inc. 


SALES « <OLDSMOBIL >» SERVICE 


181 

HENDERSON 8 
VENUE 

7000 EUCLID A & 


CLEVELAND, OHIO 
September 15, 1944- 


ton 
Mr. D. Ee Rals 9 
pile Division, 
cae Motors Corporation, 
Lansing, Michigan. 







Dear Mr. Ralston: bile. During 
igned our new contract with iad for five 
The other day I & tiated the lease on our ts together with 
the same week I eT oan. These two Ae athae made: me 
ears starting MOF ‘the early resumption of Proo’c ur business and 
yp eoticgatny of  Whanne = * 
ze . 
tay. association with Oldsmobile 1t so good about the 
om! lishments, I fe mobile's manage- 
As I reflected upon our acccu? because Olds 


= ccess- 
results that I wanted to write to Jin our rather unusual 60 


1928 - 
a on July 20, 
first contract with your company was SiEte incluies Petithe 
Our firs See 
ixteen years 8£°- 
of depression & 
times, we coul 


Business Management Service. 


ges in 
I especially want to comment on your Busi revente sok ume 


ecast the amo an indispensable 
Your men know Nev Me ailing accuresy« i a important i 
a dealership with canning, to iY mind, is note my business wi 
ne, = or as aot want to try to ope 
management. 
ae this kind of assistance. 


so happy to be 
ide that makes UP OF ee at 
hip you prov ur franc . 
= oe = sound desiorgenisetion and to have y° 
affiliate 


nd high 

at confidence & . 
nas developed gree” “hs tire years 

you have done oe one on wall pay big dividends 

dealer moraie 

fold. gary tevly JOU, 


d are doing 


says D. J. MCCARROLL 


and high dealer morale : 


McCARROLL’S, INC. 








y” 


President 


HERE'S nothing that helps a businessman more than 

confidence in the organization whose products he is 
selling. That’s one of the many reasons why Oldsmobile 
dealers are so satisfied with their franchises—and so suc- 
cessful in their operations. They know that they are asso- 
ciated with America’s oldest motor car manufacturer —a 
stable, reputable, dependable company with a tradition of 
“square dealing.” They know that Oldsmobile’s personnel, 
both in the field and in the factory, are experienced in 


their jobs and trained to use that experience in helping in- 
dividual dealers solve their problems. 


Take this matter of “business management,” for example. 
Oldsmobile employs a staff of men who are qualified ex- 
perts, with years of practical background in this field. It’s 
their job to help dealers set up their operational plans, to 
determine such things as: What revenue each department 
must earn, month by month, in order to make a satisfac- 
tory profit ...To what level expenses will have to be re- 
duced, and how this can be accomplished. Oldsmobile 
dealers have come to rely more and more on this serv- 
ice, and to place more and more confidence, as Mr. 
McCarroll’s letter points out, in the “forecasting” ability 
of Oldsmobile’s business management staff. Many of these 
dealers have been kind enough to write in, telling of the 
confidence they feel, not only in Oldsmobile’s business 


management, but also in Oldsmobile’s all-round leadership, 
both during and after the war. 


“You Can Always Count on Oldsmobile,’’ 
Dealers All Over America Agree 


HOLLAND, MICH.—‘‘We have been 
in the automobile business for the 
past twenty years and with Olds- 
mobile since 1931 during which 
time a fine car and organization 
have permitted us to produce very 


TOPEKA, KANSAS—‘‘The guides set 
up through your business manage- 
ment department have been instru- 
mental in handling expense control 
and sales requirements. In fact, 
















gratifying results.” 
HENRY TER HAAR, HENRY 
TER HAAR MOTOR SALES 
STERLING, COLO.—‘‘Whatever the 
new obstacles may be to operat- 
ing on a sound basis in the year 
ahead, we know Oldsmobile will 
be in there ‘pitching’ to help us.” 


WM. POSPICIL, 
BILL'S MOTOR COMPANY 


STOCKTON, CALIF.—‘‘We know that 
our future is assured, due to the 
assistance that will be given us 
along every line of planning neces- 
sary to make a successful dealer.” 


—CARL S. ORTMAN, 
HANSEL AND ORTMAN 
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developed a ‘hold the line’ policy 
which made it possible to stay in 
business. This, with your splendid 
factory cooperation, runs hand in 
hand and cannot be overlooked 
from an appreciative standpoint.” 


H. L. FROST, JACK FROST MOTORS 


SAN PEDRO, CALIF.—‘‘May we com- 
pliment Oldsmobile on its ‘Job’ pro- 
gram which brought about our 
complete re-organization. The ex- 
pense forecast made with the as- 


sistance of the zone personnel has 
been invaluable.” 


LaRUE C. THOMAS, 
CECIL L. THOMAS & SONS 


AMERICA’S OLDEST 
MOTOR CAR 
ORGANIZATION! 
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4.70 Lives Saved as Auto Toll 
Drops 18% in October 


WASHINGTON.—A traffic death 
toll of 2,120 for October represents 
a saving of 470 lives when compared 
with the toll of 2,590 for the same 
month last year, the National Safety 
Council reported last week. The Oc- 
tober decrease of 18 percent with a 
10 percent drop in September, brings 
the total of traffic deaths for the 


Aetna Makes Changes 


In Corporate Title 

CHICAGO.—It now is Aetna Ball 
& Roller Bearing Co. This manu- 
facturer of anti-friction bearings 
announces change of its corporate 
title with no change, however, in 
its personnel or policies. 


For a considerable time the 
company has been manufacturing 
roller bearings, in addition to the 
thrust ball bearings with which the 
Aetna name has long been identi- 
fied. It is believed that the new 
name is, therefore, more accurately 
descriptive of the company’s ac- 
tivities, it is explained. 


SEMI-MADE ROBES | 


first 10 months of the year to only 
1 percent greater than for the same 
period last year. 

“If the nation’s improved traffic 
behavior continues throughout the 
rest of this year, the 1944 traffic toll 
will be less than the 1943 total of 
23,400,” the council said. 


With records indicating that ve- 
hicle mileage is up this year over 
last, and with indisputable signs of 
increasing age and wear among the 
nation’s cars, trucks, buses and 
highways, it can only be concluded 
that extra care by people who use 
the streets and highways, plus the 
accident prevention efforts of traffic 
officials, must be largely responsible 
for this substantial decrease in traf- 
fic deaths. 

An analysis of pedestrian deaths 
by the council emphasizes the se- 
verity of the pedestrian problem and 
the need for greater accident pre- 
ventive efforts throughout the na- 
tion as daylight hours become fewer 
during the winter months. 


New Device Forecast 


To End Auto Crashes 

ROCHESTER, N. Y.—Develop- 
ment of a device which auto- 
matically will stop an automo- 
bile when an object looms before 
it, was forecast here by Kenneth 
W. Jarvis, Chicago consulting 
engineer. 

He told delegates at the 17th 
annual meeting of the Radio 
Manufacturers Assn. and the In- 
stitute of Radio Engineers about 
the sound-receiving and project- 
ing device which controls brakes 
and gasoline feeding, determines 
distance to the nearest object 
before the car, slows the vehicle 
or brings it to a complete stop 
if there was any possibility of 
an impact. 


Va. Gas Taxes Off 


RICHMOND.—Gasoline tax collec- 
tions for the first four months of 
the current fiscal year (July 1 to Nov. 
1) showed a decline of more than 
$100,000 for the period, as compared 
with the same four months of last 
year. State Comptroller H. G. Gilmer 
reported that the receipts this year 
were $5,352,436, as: compared with 
$5,452,591 last year. 


Democra: is the American way of 
life; let’s keep it that way. 


Also Tops 1943 Mark... 


Truck Tonnage Mounts 
4.8 Percent in Month 


WASHINGTON. — Motor freight | 
carriers in October enjoyed a ton- 
nage increase of 4.8 percent over 
September and managed to lift load- 
ings 0.6 percent above the level of 
October, 1943, the American Truck- 
ing Assns. reported last week. 


As a result of the increases, the 
ATA index figure of truck loadings, 
computed on the basis of the aver- 
age monthly tonnage of reporting 
carriers for the three-year period, 
1938-1940, as representing 100, 
climbed to 190.74 from 182.47 in the 
previous month. 

The report was based on figures 
received from 315 carriers in 45 
states. The carriers transported an 
aggregate of 2,668,849 tons of freight 
in October, compared with 2,547,251 
in September and 2,651,940 in Oc- 
tober, 1943. 

Haulers of general freight, ac- 
counting for 81 percent of the 


SPECIAL INDUCEMENTS IN 


Hish-Cless Floor Coverings 


AT INTERESTING PRICES. 


———— 
Choice Axminster Rugs—Oriental designs and colorings; 


Size 9x12, worth $26.50, for $22.00 each. 

Reversible Smyrna Carpets—In fine old Oriental de 
signs; one of the best wearing carpets made;size9x12, 
@pecial at $28.50 each. 

Japanese Matting—Worth 30c, by the roll of 40 yards, at 
2lcayard. Also a number of choice patterns, worth 
350 to 50c a yard, by the roll at 27¢ a yard. 


INLAID AND PRINTED LINOLEUMS, 


We carry an enormous variety of the best foreign and 
domestic linoleums, and show all the latest and must at- 
tractive designs at uncompetitive prices. 

This week we offer Germania, Wild's, Staine’s and Green- 
wich Inlaid Lincleums, worth $1.35 to $1.8, for 
$1.10, $1.25, $1.40 and $1.50 a square yard. 


Heavy Printed Linoleum—This season's most recent de 
signs; our regular 85c grade for 55¢ a square yard. 


The Ht. & S.. Pogue Co. 


FOURTH AND RACE STREETS. 


AT SPECIAL PRICES. 


E DESIRE TO CLOSE outs imi 
3 peedily a limited num- 
fw) ber of SILK PETTICOATS—the latest and 
— most up-to-date models—in black and fashionable 
lors. We accordingly offer them this week at the tollowing 


reduced prices: 

Silk Petticoats—Formerly $5.00, for $3.98 each. 
Silk Petticoats—Formerly 3¢ 98, for $5.00 each. 
Silk Petticoats—Former!y $8.75, for $6.98 each 


Embroidered Colored Luster Petticoats— 

ae ee for traveling, in gray, brown and navy 

ue, were $7.50 each, for $4.98; also, a number of 
$3.75 grades tor $2.98 each. 





Curtains=«Sash Materials 


Ty FE OHANGING SEASON exacts a corresponding 
lightening of effect in the aspect of a well-ordered 
= interior. A room is oft di i 
Galea dngate: en made or marred by its §f/ 


Trish Point Lace Curtains—N igus; 
for $3.95 a pair. lew devigus; worth $5.00, 


Fine Battenberg, French Cluny and Swiss Point Lace 
Curtaips—In charming effects; worth$6.00 and $7.50, 
for $5.00 a pair. : 


Real Hand-Made Brussels Lace Ourtains—' 
and $10.00 a pair, for $7.50, — oo 


— Muslin—Neat effects; worth 30c, for 25¢ 


English Curtain Nete—In 
————K<. 
Real French Soutache Sash Materials—W 
750, for 50¢ a yard. ae a ae 


HAMMOCKS AND LAWN SWINGS, 


We have received our complete stock of Hi jocks, 
; ‘amm 
pe shat a Tents, Wall Tents and outdoor 
requisites of every description, and are 
ing them at introductory prices, “i eee 


The H.& S. Pogue Co 


FOURTH AND RACE STREETS, 


The Hi. & S. Pogue Co. 


We place on sale today 
2 unusually attractive lot 


White Embroidered 
Batiste Robes 


In @ large variety of this 
season's newest and most 
effective designs, beauti- 
fied with panels of em- 
broidery, rows of lace in- 
Sertion and uniquely orna- 
mented collars and cuffs, 
These robes are so desira- 
ble in every way that they 
will undoubtedly be appre 
Ciated and quickly cleared 
at the special price of 


$4.95 Each. 


total tonnage, experienced a vol- 
ume gain of 5.8 percent over Sep- 
tember. Their loadings were 1.9 
percent larger than in October, 
1943. 

Transportation of petroleum prod- 
ucts decreased in contrast with usual 
gains developed as a result of war 
demands and shortages. Carriers of 
petroleum products reported a ton- 
nage decrease of 2.6 percent for the 
month and a decline of 2.5 percent 
from a year previous. Their volume 
represented 12 percent of the ton- 
nage moved by all types of carriers. 

Largest increases for any type of 
motor freight carriers were attained 
by transporters of iron and steel 
products, but this classification ac- 
counted for only 3 percent of the 
aggregate tonnage moved in the 
month. The iron and steel traffic 
volume was 12.3 percent larger in 
October than in September and ran 
9.9 percent ahead of October, 1943. 

About 4 percent of total ton- 
nage reported consisted of mis- 
cellaneous commodities, including 
tobacco, milk, textile products, 
coke, bricks, building materials, 
cement and household goods. Ton- 
nage in this class was 3.5 percent 
greater than in September, but 
slumped 16.6 percent from the level 

of October, 1943. 

October tonnage of carriers re- 
porting from the eastern district 
gained 5 percent over September 
and 0.6 percent over the correspond- 
ing months a year previous. 

Carriers in the southern region 
turned in a gain of 1.8 percent over 
September but a decrease of 5.7 per- 
cent from October of last year. Ton- 
nage reported from the western dis- 
trict was 5.6 percent ahead of that 
for September and 3.9 percent larger 
than in October, 1943. 


Mich. to Start 


Enforcing Auto 
Responsibility Act 


LANSING, Mich. — Withdrawal 
from the State Supreme Court of 
a petition for appeal of the mo- 
torists’ financial responsibility law 
cleared the way last week for 
statewide enforcement of the 
measure. 

The law was passed in 1943. After 
nearly two years of court appeals, 
protesting groups have announced 
that they are giving up their fight. 

Motorists are virtually required 
to carry accident insurance by the 
law. Every driver and car owner 
involved in an accident must re- 
port to the state department within 
10 days. 


If the reporting motorist shows 
that he is covered by insurance, 
the case ends. If he wasn’t covered, 
he must settle all claims within 30 
days or satisfy the state depart- 
ment that he can do so by making 
either a cash deposit up to $10,000 
or filing a bond. 


Junkmobile 


Ration-Proof, $400 Car 


Devised by Inventor 


LOS ANGELES.—F. R. Perry, 
local inventor, says he has devel- 
oped a ration-proof car—powered 
by compressed air and a secret 
greenish fluid—and the car is made 
from junk. 


The car is a Perrymobile—four- 
cylinder, 70-mile-an-hour vehicle 
with an engine weighing only 35 
pounds and with no transmission 
or ignition system. 


Perry said any good mechanic 
could get the necessary materials 
—mostly from junk yards—and 
build one for $400. Mass produced, 
he said, they could be produced 
for $250 apiece. 


department store ... as well as with 
the thousands of store customers whose 
homes it covers daily. 


The Times-Star is Cincinnati’s oldest, 
largest and most influential daily ... 
your BASIC selling medium in one of 
the nation’s most solid, BIG markets. 


most economical and effective way to 
bring Cincinnatians into Pogue’s. This 
is evident when you note that year 
after year Pogue’s has scheduled more 
than half a million lines of adver- 
tising in the Times-Star. 


The Times-Star has grown up with 
Pogue’s and every other Cincinnati 


“Beautified with panels of embroidery, 
rows of lace insertion and uniquely or- 
namented collars and cuffs.” 


This lavish, honeyed offering made by 
Pogue’s, one of Cincinnati’s leading de- 
~ partment stores, appeared in the Cin- 
cinnati Times-Star a generation ago... 
in the Times-Star because Times-Star 
advertising then, as now, offered the 


GS: (A IN ADVERTISING 


AND DAILY CIRCULATION 
Engine Rebuilding Data 


A free fourteen-page illustrated 
booklet, containing information for 
automotive engine rebuilders and 
for those considering development of 
a rebuilding plant, is_ offered by 
Turco Products, Inc., 6135 South Cen- 
tral Ave., Los Angeles. 


HULBERT TAFT, President and Editor-in-Chief 
Owners and Operators of Radio Station WKRC 


PHILIP. R. COTTRELL, National Advertising Mgr. 


NEW YORK: 60 E. 42nd Street @ CHICAGO: 333 N. Michigan Ave. @ WEST COAST REPRESENTATIVE: John E. Lutz 435 N. Michigan, Chicago 





THE “BIGGEST BUSINESS” in the nation is 
housekeeping. It goes on day in and day out 
in millions of homes, hotels and other pub- 
lic as well as private establishments. House- 
keeping is indeed a gigantic “industry.” And 
in this one category alone, Celanese* Syn- 
thetics will make tremendous contributions 
to the comfort, convenience, economy and 
beauty of living quarters. 

Because special properties have been de- 
veloped in synthetic textiles and plastics, 
these things are possible: 

There will be slip covers, curtains and 
all-purpose fabrics with what is referred to 
by the scientists as “dimensional stability.” 
This means that the everlasting remaking 
and lengthening of curtains and coverings 
after laundering will be a thing of the past. 
Celanese* synthetic yarns make this possi- 
ble. It will add up to savings of millions of 
dollars and millions of hours of labor in 
both homes and public buildings. 

There will be drapery materials entirely 
new in their decorative possibilities. 

There will be upholstery fabrics more 
cleanable than ever before. 
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Synthetics... 


and your Home of Tomorrow 
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There will be shower curtains that will 
shed water like a duck—that will not stick 
or crack — that will be highly resistant to 
mildew and fungi. 

There will be floor coverings luxurious 
in appearance but easy to clean. 

There will be comforters with great 
warmth and beauty but extremely light 
weight. 

There will be plastic lighting fixtures 
affording every range of delicate color—that 
will neither chip nor fade and that can read- 
ily be cleaned with a damp cloth. 

There will be vacuum cleaners and other 
household appliances which will take ad- 
vantage of the toughness and light weight 
of Lumarith* plastics. Their new appear- 
ance will last longer because of the surface 
permanence and clear-through color of 
these plastics. 

There will be refrigerator parts and 


builders’ hardware, colorful or transparent, 
which will never tarnish because they are 
made of modern plastics. 

There will be colorful moldings around 
rooms which will furnish almost continuous 
plug-in outlets for electric attachments. 

There will be attractive bathroom fix- 
tures low enough in cost to be “expendable” 
when the urge for redecorating captures the 
household. 

Of course these and the many other aids 
to convenient living that synthetics will 
provide cannot be fully available until the 
nation’s machines that make synthetics into 
products run again on peacetime goods. But 
of all materials, synthetics are in best posi- 
tion to speed reconversion. They will have 
no conversion problems of their own. As 
textiles, plastics, or chemicals—Celanese* 
Synthetics will be ready to furnish materials 
with pre-determined properties and desired 
advantages to be fashioned into finished 
products by the craftsmen of each industry, 
from floor coverings to cutlery. 

Celanese Corporation of America, 180 
Madison Avenue, New York 16, N. Y. 


TEXTILES 


PLASTICS 


CHEMICALS 


*Reg. U. S. Pat. Off 


Copyright 1944, Celanese Corporation of America 


CELANESE CORPORATION OF AMERICA «+ 180 MADISON AVENUE +: NEW YORK 16, N.Y. 





ve 


Brode Boosted 
By Crosley Corp. 


CINCINNATI. — Appointment of 
E. C. Brode as manager of distri- 
bution of the manufacturing divi- 
sion of the Crosley Corp. is an- 
nounced by J. H. Rasmussen, gen- 
eral sales manager of the Crosley 
manufacturing division. 

Brode has been in the radio and 
major appliance industry for the 
past 23 years and has recently been 
regional manager for Crosley in 
the north-central part of the 
country. In his new position Brode 
will have direct supervision of the 
distribution activities of the 
Crosley manufacturing division 
throughout the country. 

Rasmussen also announced the 
resignation of L. C. Truesdell, who 
is accepting an executive sales po- 
sition with another company. 


Pi 
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THESE GIANT heavy-duty trucks are badly needed by our battle forces 
on the German Front for moving up supplies and for other services. While 
nation-wide production of heavy-duty military trucks is running approxi- 
mately 40 percent behind schedule, according to Col. Emerson L. Cummings, 
chief engineer, Office of Chief of Ordnance, Detroit, frequent shipments 
like the long convoy shown above, ready to leave the Detroit plant of the 
Federal Motor Truck Co., has enabled this concern to meet its Army Ord- 
nance schedule to date. 


the Gila Motor Co. at Globe, Ariz., has 
moved here, where he will continue 
as manager of the Payer Motor Co. 
(Chevrolet). 


Payer to Superior 


SUPERIOR, Ariz.—(UTPS)— 
Charles E. Payer, former manager of 
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Mohair ... wool... cotton... “count” 


Calif. Toll Highest 


Nearly One of Eight Traffic Deaths in 1943 
Takes Place in That State 


WASHINGTON.—Nearly one in 
eight of the 23,826 deaths from mo- 
tor vehicle accidents in the United 
States last year occurred in Cali- 
fornia, with a total of 2,746, the 
U. S. Bureau of the Census re- 
ported last week. 


New York was second in the list 
of states with 1,774 deaths. Penn- 
sylvania was third with 1,468; 
Ohio, fourth, with 1,388; Illinois, 
fifth, with 1,299, and Texas, sixth, 
with 1,272. 


Vermont, with 43 deaths, and 
Wyoming, with 47, led at the other 
end of the scale. 


Total deaths from motor vehicle 


... the fiber content and 
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and written into the specification. 


But how does one specify the super-sensitive touch of an elderly 


mohair grader? How does one describe the Job-like patience of a 


weaver who makes transportation upholstery his life work? How 


does one measure the eagle-eyed perception of the dyer whose spec- 


trum contains an infinite number of greys? 


Down East in Maine, Yankee craftsmanship is not a lost art. The 


next million yards of Chase Velmo upholstery consigned to our old 


customers will still be “woven with a New England conscience’ 


the one ingredient that can’t be specified on the pin ticket. 


L. C. CHASE AND COMPANY 


Selling Division of Goodall-Sanford, Inc. 


295 Fifth Avenue, New York 16, N. Y. 


New Centre 


Building, Detroit 


Merchandise Mart Building, Chicago 


Boston Dayton 


Los Angeles 


accidents in 1943, by place of oc- 
currence, for each state were: 


Arkansas 

California 

Colorado 

Connecticut 
Delaware 

District of Columbia 


Tllinois 

Indiana 

Iowa 

Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 


Washington 
West Virginia 
Wisconsin 
Wyoming 


Anti-Diversion 
May Yet Carry 
In Nebraska 


LINCOLN, Nebr.—A careful sur- 
vey of the personnel of the 1945 
unicameral legislature discloses 
that the proponents of the anti-gas 
tax diversion proposal really won 
their fight. 

While the amendment was de- 
feated at the polls by a majority 
of more than 60,000, the bulk of the 
negative votes were apparently 
cast by people who agreed with 
the objectives, but did not want 
an amendment in the constitution. 


C. Y. Thompson, president of the 
Nebraska Farm Bureau Federa- 
tion, announced that the fight 
would go to the floor of the legis- 
lature. The adoption of the pro- 
posal in the form of a new tax for 
old age assistance is assured. 


The railroads and the Nebraska 
Taxpayers’ Leagues took the lead 
in opposing the anti-diversion idea. 
It now seems likely that a tax per 
ton mile on freight traffic and a 
new tax on intangibles will be sug- 
gested to supplant the one-cent 
gas tax now going to old age 
assistance. 


OPA Sets Ceilings 


For Motorcycles 


WASHINGTON. Dollar-and- 
cent ceiling prices covering sales of 
used Harley-Davidson and Indian 
motorcycles, were announced last 
week by the Office of Price Admin- 
istration. 


Specific prices became effective 
Jan. 15, for sales of used motorcycles 
purchased as used motorcycles prior 
to Dec. 2, 1944. For all other sales, 
they became effective on Dec. 7, 1944. 
These prices were discussed with 
representatives of the motorcycle 
retail trade, manufacturers, and gov- 
ernment agencies engaged in selling 
motorcycles, OPA said. Representa- 
tives agreed that the ceilings estab- 
lished properly reflect March, 1942, 
prices, the base date price for these 
vehicles under the regulation which 
formerly governed their prices. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 
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Eoemy aircraft approaching! 
it’s touch and go for the flattop fighters! Out 
. where a delay of seconds could sink the 
ship, Jack & Heintz starters are famous for 
sure-fire performance. And wherever touch 


. . and 


and go starting is vital . .. in arctic cold or 
tropic heat or desert sands . . . these starters 
are pitting terrific stamina against the 
toughest battle conditions. 


Brush life, for example has gone up from 
500 cycles of operation to 17,000. Oper- 
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ating range is now from 65 below zero 
to 165 in the sun. Jack & Heintz engi- 
neering has cut starter weight in half... 
and boosted starter life far beyond pre- 


vious records. 


These improvements . . . and others like 
them in the automatic pilot, in flight 
instruments, generators and retraction 
motors ... are traceable to two distinct 
Jack & Heintz assets: an engineering staff 
that begins where usual thinking stops; 





— 


Jack « HEINTZ 
CIncorporated 






and manufacturing techniques and revolu- 
tionary methods that set completely new 
standards in precision production. 


So valuable in war, this ability . . . these 
methods hold great new things in store 
for peacetime aviation. Watch for the ful- 
fillment of their promise. 


BUY MORE WAR BONDS AND STAMPS 


Jack & Heintz, Inc., Cleveland, Ohio, manufacturers of Aircraft Engine Starters, Generators, Gyro Pilots, Gyro Flight Instruments, Magnetos, Motors 
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Five-Point Plan Offered 
To Speed Tax Refunds 


NEW YORK.—An outline of a 
five-point proposal now being studied 
by the treasury department to speed 
up carry-back tax refunds to cor- 
porations during the immediate post- 
war period was given by Deputy 
Internal Revenue Commissioner 
Norman D. Cann in an address here 
last week before the New York State 
Society of Certified Public Account- 
ants. 


Besides a number of carry-back 
claims filed for the years 1942 and 
1943, now in the hands of revenue 
agents, Cann pointed out, additional 
claims will be filed next March. 


Recognizing that “the bureau is 
without authority to take any short- 
cut to these refunds,” Cann said the 
Treasury “has under consideration 
certain proposals for making the 
carry-back benefits more currently 
effective.” He explained that five 
proposals had been tentatively 
worked out as follows: 

1 If, for any taxable year begin- 
ning prior to the expiration of 
some reasonable postwar period, a 


corporate taxpayer anticipates the 
realization of a net operating loss or 
the existence of an unused excess- 
profits credit which could ultimate- 
ly be used as a carry-back against 
the taxable income of the two prior 
years, it may apply for complete or 
partial deferment of the quarterly 
tax payments due in that year with 
respect to the preceding year’s tax- 
able income and also of any pay- 
ments of deficiencies in tax which 
are due. 
2 The extent of the postponement 
of these payments would be 
limited to the amount of the refunds 
of taxes that would result from the 
anticipated carry-backs, 
A statement of the estimated 
amount of these losses or unused 
credits and of the resulting refunds 
would be required to be filed with 
the Collector of Internal Revenue, 
together with supporting data suffi- 
cient to satisfy him of the reason- 
ableness of the taxpayer’s claim. 
A. Partial protection should be given 
to the revenue by permitting 


acceleration of the collection of de- 
ferred payments, or other protective 
measures, where subsequent circum- 
stances indicate the ultimate collec- 
tion of tax to be in jeopardy. 
5 When the taxable year from 
which a carry-back is antici- 
pated is completed, the usual return 
will be filed and a precise computa- 
tion of the refunds to be claimed can 
then be made. The amount of the 
deferred payments would first be off- 
set against the claimed amount of 
refunds. Any excess of deferred 
payments would be collected with in- 
terest. On the other hand, it is pro- 
posed that payment of any balance 
of refunds due would be accelerated. 
The procedure for acceleration 
would, it is believed, involve the 
making by the commissioner of a 
tentative determination of the 
amount due. This would be credited 
or refunded within the shortest pos- 
sible time, probably in from sixty to 
ninety days. 


Plastic Coater Data 


The Youngstown Miller Co., San- 
dusky, announces a new _ bulletin, 
describing the operation of its plas- 
tic coaters. These machines are de- 
signed to melt ethyl cellulose com- 
pound and othe plastic coatings used 
for protecting parts and tools being 
stored or shipped overseas. 
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A SALUTE 


to the auto industry 


The country owes a debt of gratitude to the entire automotive 
industry for its part in producing the munitions of victory. It 
has given the world impressive proof of the vitality of free 
American business. 


The Christian Science Monitor appreciates having the oppor- 
tunity of serving many leaders in the industry by publishing 
their prestige-building messages. 


Mr. Manufacturer—As you now look forward to consumer 
production, you should find this a good time to remind Monitor 
readers of your company’s record and build a backlog of con- 
sumer goodwill for the months ahead. 


An International Daily Newspaper 


Published by 


The Christian Science Publishing Society 
One, Norway Street, Boston 15, Massachusetts 


BRANCH OFFICES: 
New York, Chicago, Detroit, Miami, St. Louis, 


Kansas_ City, 


San_ Francisco, 


Los Angeles, 


Seattle, London, Geneva, Sydney. 


HERE IS ONE of the pictorial highlights of dedication of the new tire- 
building plant of the General Tire & Rubber Co. at Waco, Tex. This event 
was the initial feature of the “Texas In the War” tour which took 30 news- 
paper and radio news reporters through the entire Lone Star state. In this 
photo, General’s Vice-President C. J. Jahant has trouble Keeping his west- 
ern mount in line for a picture. President W. O'Neil, Vice-President L. A, 
McQueen, Cedric Foster, Mutual and Yankee network commentator, and 
friend wait patiently at Frank Baldwin’s ranch party, one of the highlights 


of the dedication events. 


Sales Staff of General Tire 


Inspects Texas 


AKRON.—Enthusiastic over pros- 
pects for continuing expansion, the 
sales organization of General Tire & 
Rubber Co. is back on the job after 
spending a week looking over the 
company’s development in Texas. 

Enlarged tire-producing facilities 
in the recently dedicated plant at 
Waco and the synthetic rubber plant 
operated at Baytown for the govern- 
ment were inspected by district 
managers, salesmen and distributors. 

In his dedicatory address at Waco, 
William O’Neil, president of Gen- 
eral, assured his listeners that the 
rubber industry will be ready to 
meet the postwar demands—just as 
ready as it was to swing its full fa- 
cilities to the war effort when the 
emergency presented itself. 

With this assurance, the wide- 
spread sales organization is ready- 
ing itself to handle the increased 
output which is certain to develop 
when the ultra-modern Waco fac- 
tory swings into full production in 
the near future. 

To participate in the Texas tour, 
General’s sales personnel came from 
all parts of the country. Their meet- 
ing in Waco focused nationwide at- 
tention on the dedication, which was 


Congress Plans 
Staff to Help 
It Talk Back 


WASHINGTON. — According to 
men in position to know, Congress 
is getting ready to “talk back” to 
the war agencies with their big 


Development 


the initial event of a “Texas-in-the- 
War” tour for 30 nationally known 
newspaper and radio news reporters, 
and also was witnessed by upwards 
of 5,000 Texans. 

Hosts for the sales representatives 
included Ward Morse, Southwest 
district manager; A. B. Nichols, Dal- 
las manager; Harry’ Whitesell, 
Houston manager; Bill Walker, 
Memphis manager, and Larry Hig- 
bee, Kansas City manager. 

Other district managers who took 
part in the tour were Howard Bel- 
lows, New York; James Haggerty, 
Boston; H. L. Creecy, Atlanta; Dan 
Kimball, Washington; William Shea, 
Detroit; R. L. Countryman, Chi- 
cago; F. W. Darbro, Cincinnati; I. 
C. Rabtoay, Denver; Roy Doss, Los 
Angeles; Howard Stroupe, San Fran- 
cisco; J. S. Peixotto, Portland, Ore- 
gon, and C. L. Howes, Akron. 

Officials of General Tire who at- 
tended in addition to O’Neil includ- 
ed: L. A. McQueen, vice president 
in charge of sales; C. J. Jahant, vice 
president in charge of production; 
W. E. Fouse, vice president and 
treasurer; Fred Mayfield; Karl Dal- 
sky; John Ink; J. E. Powers; E. C. 
Leach; Dan Kimball; Robert Ire- 
dell; S. S. Berry; Ralph Harrington; 
Dean Lampman, and W. H. Mason, 
director of public relations. 

The sales organization was in- 
formed by McQueen that the full ca- 
pacity of the Waco plant will be at 
least 3,000 tires a day. Under man- 
agement of Joseph F. Sloate, the 
Waco plant is the first tire-building 
factory to be located in Texas. 


staffs of experts culled from nearly | | 


every field of professional activity. 

If present plans go through, it 
was said, Congress will set up its 
own set of experts. Briefly, this is 
what the Special House Committee 
to Investigate Executive Agencies 
has recommended: 

1. Establishment of a _ special 
legislative staff, composed of ex- 
perts, which would be available to 
both House and Senate in unbiased 
study of major legislative pro- 
posals. 

2. Creation of a joint committee 
of both houses to study govern- 
ment expenditures from the stand- 
point of efficient operation. 

3. Establishment of a committee 
which would determine whether 
the present Congressional commit- 
tee setup should be revised. 

4. Creation of a permanent legis- 
lative agency—or agencies—to de- 
termine whether executive agencies 
are really carrying out the man- 
date of Congress in the administra- 
tion of law. 

In its report, the committee said 
that government has got too big, 
with too many problems and too 
intricate ones for each member to 
keep abreast of and to act intel- 
ligently upon without the aid of a 
full-time staff which could study 
and report objectively. 

Congress, said the committee, 
“has erred grievously in failing to 
modernize its own work or pro- 
vide itself with adequate tools to 
expeditiously perform the greatly 
increased tasks put upon it.” Both 
political parties were represented 
in the group of signers. 
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“THE HEARST PAPERS are 
opposed to Communism, Fascism 


or any other form of despotism.”? 


QR AF at 


E above is from an editorial writ- 
Ta. by William Randolph Hearst 
on April 21, 1935, on the policy of the 
Hearst papers. 


Nine years ago Mr. Hearst saw in 
that pronouncemerit on Hearst news- 
paper policy the twin menaces that 
hung over the people of the United 
States. 


In Communism he saw the utter 
destruction of all free enterprise, all 
personal liberties and the dry-rot of 


industrial, social and political life. 


In Fascism he saw the blood-brother 


of Communism. 


Communism, Fascism and State 
Socialism of any kind are forms of 


business, mental and social paralysis. 


The Hearst papers continue to 
oppose all isms that are destructive 
of the country’s free development. 
They continue to fight vigorously for 


American institutions and ideals. 


And that is why the Hearst papers 
are good papers for our readers and 


good papers for our advertisers. 


THE HEARST NEWSPAPERS 
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You know and we know that you are on 
the verge of the greatest seller’s market _jn the past and will continue to support 
the automotive industry has ever seen. its dealers in the future with one of the 
most powerful, the most widely read 


That you have a chance to make more rs ; : ; 
advertising campaigns in America. 


money in the next few years than 
you've ever made before. A company who is set... 























But let’s face this fact: To build the two cars America is going 


i ; . The t hat 
The seller’s market isn’t going to last to want most. The two cars that are 


forever. designed to meet the new times, the 


new needs, the new demands of 
Men who have the courage and the tomorrow’s buyers. 


character to face this fact see this... , 
To build three times as many of these 


The Nash postwar program is designed cars as it built in its 1941 pre-war peak. 
to build more than just sales and 


profits tomorrow To market these cars in a way no other 


company has before. On a selective basis 
It is designed to build permanent and through fewer dealers with more bonus 
successful dealers for the years to come. cars and more profits per dealer. 


Behind it is a company whose sales To cash in on the coming seller’s market 
before Pearl Harbor were moving up at to build not only sales and profits, but 
a faster rate than those of dealers as well... 


any other low or medium-priced car. 
Dealers who will be set for life! 


A company whose war production 
record ranks among the very Nash is moving fast... 


tops in all industry. 
, 7 There are a few selective dealer points 


A company who has supported its dealers _ stall open. 


of NASH-KELVINATOR CORPORATION : Detroit 32, Michigan 
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NEW YORK.—Manufacturers of 
light machine tools, with backlogs 
ranging between six months and 
two years, said at the Sixteenth Na- 
tional Exposition of Power and 
Mechanical Engineering that they 
expect that the opening of markets 
cut off by wartime restrictions and 
heavy replacement and export needs 
will keep them busy “for several 
years to come.” 

Showing a machine developed 
during the war, which attracted 
much attention at the exposition, 
Murray J. Knowles, general sales 
manager for Thomas Tap Extrac- 
tor, manufactured by the Clinton 
Machine Co., Detroit, said that a 
number of automobile concerns had 
placed orders for the machine, 
which is capable of disintegrating 
carboloy, ffirthite and _ stellite. 
Knowles explained that the extrac- 
tor removes jammed and broken 
high-speed tools from work pieces 
by disintegrating the embedded 
tools. 

Because the extractor makes 
possible the salvaging of valuable 


PHILADELPHIA 
DAILY DOUBLE 
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Machine Tool Demand Seen 


Lasting Several Years 


parts which otherwise might be 
scrapped, he added, automotive 
manufacturers are interested in 
the machine to retrieve broken 
studs from motor blocks and other 
similar uses. He said the machine 
works efficiently on such metals 
as steel, aluminum, cast iron, cop- 
per and magnesium. 

Walter J. Antener, sales promo- 
tion manager, Walter-Turner Co., 
Inc., Plainfield, N. J., said that al- 
though tool shops have been given 
the highest priority rating possible 
for castings, a shortage of castings, 
manpower and bearings is prevent- 
ing full utilization of machine-tool 
production capacity. Contrary to 
beliefs held by the industry earlier 
this year, the industry has not suf- 
fered much of a decline in orders, 
according to Antener. 

“The industry in general,” he said, 
“had an idea that as soon as war 
industries were tooled up it would 
be in store for a letdown. However, 
there has been a heavy replacement 
demand. The aircraft industry, 
which is constantly improving its 


production methods, has continued 
to demand new types of machine 
tools.” 


Antener said that based upon a 
“conservative” estimate, his com- 
pany had a year’s production 
scheduled immediately after the 
war. In addition, the company has 
six new models which will not be 
introduced until after the war in 
order not to disrupt present pro- 
duction schedules and “to avoid 
the question of price.” He said the 
models could not be introduced at 
current allowed price levels. 


George Madeska, sales engineer, 
Delta Mfg. Co., Milwaukee, said 
his company had a two-year backlog 
of orders. Pointing out that home 
craftsmen have been cut off from 
any supply of machine tools for 
some time, he said that this market, 
added to a greater retooling market 
than ever before, made the company 
“optimistic” in its postwar plan- 
ning. He said the retooling market 
will be larger because of lower costs. 


The tool manufacturers generally 
said they faced heavy demands for 
exports, and several said they were 
currently setting up or expanding 
export departments. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 





Autos Seen Benefiting. . 


Steel’s War Research 
To Aid Peacetime 


NEW YORK.—Much of the re- 
search now under way in steel com- 
pany laboratories is aimed primarily 
at improving military equipment, 
but many of the projects also are ex- 
pected to be of benefit in peacetime, 
the American Iron and Steel Insti- 
tute reports. 

Examination of a score of research 
projects at a number of different 
steel companies shows that most of 
the studies pertain to the improve- 
ment of alloy steels for the aircraft 
industry. However, much research 
along other lines is known to be in 
progress. 


Among the important ones are 
investigations into the effects of 
temperatures upon the properties 
of metal. The war has subjected 
steel and other metals to more se- 
vere temperature tests than ever 
before, Obviously, enlarged knowl- 
edge about the effects of tempera- 
ture will be helpful in peacetime. 


IT PAYS OFF 
EVERY TIME ! 


There are two distinct market races in the Philadelphia Media 
Derby — the Liberal Special and the Conservative Handicap. 
And you must win BOTH of these big time races in order to 


cash your Daily Double sales ticket in the annual $ 21, billion 
Quaker City stakes. 


In the Liberal Special, you have no problem. The Record is 


Philadelphia’s only liberal newspaper . . . and it’s in a class by 
itself. Only The Record has what it takes to sell the Record 


audience of a quarter million Philadelphia area families whose 


liberal spending habits are as much of a trademark as their 


liberal point of view. 


In the Conservative Handicap, there are two standard-size 


newspapers — one morning and one evening. Both papers appeal 


to the same segment of the market . . . battle neck and neck down 


the stretch for the reading favor of Philadelphia traditionalists. 


And there you have it, folks. When combined with The 
Record to form the Philadelphia Daily Double, either one of 


these two conservative Quaker City papers will give you com- 


plete trading area coverage. That’s why “The Record — and 


One Other” is the advertising buy that pays off every time in 
America’s 3rd Market. 


PHILADELPHIA RECORD 


QUARTER MILLION DAILY . 


HALF MILLION SUNDAY 


Represented Nationally by George A. McDevitt Co.—New York. Chicago. Philadelphia. Detroit. Cleveland 


Three companies have initiated 
programs of research on the related 
subjects of alloys, suitable for appli- 
cations where high temperatures are 
a factor, such as are encountered in 
airplane superchargers and gas tur- 
bines. A study of the heat treatment 
and ballistic resistance of steels for 
lightweight armor plate might ap- 
pear at first to be strictly a wartime 
project, yet the findings may be 
valuable in improving steel for coal 
chutes and other purposes. 

Seeking improved steels for guns, 
several laboratories are cooperating 
in the study of improved composi- 
tion and heat treatments. The results 
should be applicable to other types 
of severe service, in postwar auto- 
motive engines for example. 

Another study that holds prom- 
ise of peacetime benefits is devoted 
to the development of special 
stainless steel articles, such as 
springs, where an exceptionally 
high proportional limit and tensile 
strength are desired. 


A number of research projects are 
centered upon welding. Fundamen- 
tal studies on the heat treating 
characteristics and metallography of 


-boron-treated steels are also being 


made. A recently developed black 
oxide coating for stainless steel, 
which has already been introduced 
to steel users, is being further pur- 
sued from the research standpoint. 

Other projects include: electro- 
polishing processes for stainless 
steel, the commercial development 
of stainless steels possessing precip- 
itation hardening properties, the 
mechanical properties and metallur- 
gical characteristics of low-alloy 
constructional steels, research on 
heat treated stainless steel for air- 
craft structural members, research 
on alloy steel for certain highly 
stressed aircraft parts, and study of 
the effects upon steel of extreme 
cold, such as might be found at high 
altitudes or in the Arctics. 


WPB Sets Up 
Unit to Handle 


Read justments 


WASHINGTON. — According to 
Chairman J. A. Krug, of the War 
Production Board, a production re- 
adjustment committee is being es- 
tablished in WPB to handle the 
broad policy questions in connection 
with war production readjustments. 


The function of this committee, it 
was stated, will be to gear resources 
released by war production changes 
to the needs of critical war pro- 
grams. 

In general, the production read- 
justment committee will develop 
policies designed to make certain 
that productive facilities and man- 
power released by readjustments in 
the war programs are used in essen- 
tial war production. 

The committee will consist of 
senior representatives of the same 
agencies currently represented on 
the production executive staff, in- 
cluding the Army, Navy, the United 
States Maritime Commission, the 
War Manpower Commission, the 
Smaller War Plants Corp., and the 
various operating sections of the 
War Production Board. Chairman 
of the committee will be Arthur H. 
Bunker, WPB vice chairman, with 
John H. Martin, WPB program 
implementation officer, as deputy 
chairman. 


Fruehauf Makes Springer 


Manager in Southeast 

DETROIT.—A. K. Tice, director 
of sales for the Fruehauf Trailer 
Co., announces the appointment of 
E. E. Springer as regional manager 
in the southeast. Springer will have 
under his supervision 12 of the com- 
pany’s branches in that section of 
the country and will make his head- 
quarters at the Charlotte (N. C.) 
branch. 

He entered the automotive indus- 
try as secretary of the Motor Sales 
&- Service Co., of Norfolk, in 1915. 
In 1917 he became interested in 
Fruehauf and had shipped the first 
two carloads of trailers to Norfolk. 
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Reading Time: 1 minute, 35 seconds 


Phil liked mathematics in school. He was accurate and depend- 

able. That’s how he happened to start business life as a book- 
keeper around the close of World War I. Continued study qualified 
him as a C.P.A., and in this capacity he helped keep many clients 
operating on an even business keel. 


After a few years of seeing how others made money, Phil decided 
he could do the same for himself. Selling automobiles appealed 
strongly to him. With his savings and additional financial backing, 
he started business in the substantial mid-western city of his birth. 


It was still during the boom ’20’s that Phil formed a partnership 
with another alert automobile man and they started a Chrysler 
dealership. The business flourished and expanded. Within a brief 
decade Phil’s partner decided to retire, leaving him as the sole owner. 


A natural talent for organizing and managing brought steady 

growth to Phil’s business. He also became one of the commu- 
nity’s public-spirited citizens. But even today, he remains active in 
the conduct of his business, still “tending to his knitting’ with a 
staff of loyal employees. 


S CORES of similar case histories could be told 
of men today selling and servicing cars and trucks 
built by Chrysler Corporation. Each one is an 
example of progress in competitive business. 


The future should hold the same promising oppor- 
tunities in all branches of the automobile business 
... giving men of energy and initiative the chance 
to progress as far as their beliefs, desires and indus- 
triousness can take them. 


We've called him “Phil,” which isn’t his name. But these 
details of his business life are a matter of record in the files 
of Chrysler Corporation. 


YOU'LL ENJOY MAJOR BOWES, THURSDAYS, 9 P.M., E. W.T., CBS Network 


CHRYSLER CORPORATION 


PLYMOUTH ° DODGE ° DE SOTO 


CHRYSLER ° DODGE Job-Rated TRUCKS 


KEEP ON BUYING WAR BONDS 
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Nash Output Up, 
But Profits Dip 
Below °43 Mark 


DETROIT. — Deliveries of war 
products by Nash-Kelvinator Corp. 
reached a record total of $274,436,- 
332 in 1944, $89,499,970 above 1943 
and $192,374,857 above 1942, but prof- 
its decreased George W. Mason, 
president, told stockholders last 
week. 


Net profit for the year was $3,- 
065,290, against $4,115,550 in 1943, 
Mason said, with the decrease re- 
sulting largely from continually re- 
duced prices to the government for 
corporation war products and the 
rise in income tax rates during 1944. 


At the same time, after disburse- 
ment of $2,145,794 in dividends for 
the fiscal year, working capital was 
increased $1,769,541, bringing the to- 
tal to $35,015,684, he reported. Total 
current assets amounted to $73,260,- 
776, of which $35,163,178 is in cash 
and government securities. 


“WE HAVE FOUND YOUR Want Ad 
Dept. to be always more than satis- 
factory.”"—David T. Robinson Co., 
(Dodge-Plymouth), Philadelphia, Pa. 

Be Want Ad Dept., inside back cover 
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Fears “60,000,000 Jobs” 


O’ Neil Forecasts End of U. S. Home Life 
If 2 Work in Every Family 


WHITE MOTOR CO. field and home office executives seated around the 
conference table at the four-day regional managers’ meeting in Cleveland. 
President Robert F. Black and Vice-President in Charge of Sales J. N. 
Bauman, home office officials who had an important part in the program, 
are shown at the left foreground corner and second from the left at the 
background end of the table respectively. Along the left side from front 
to back are E. F. Hobbins, vice-president in charge of the Eastern region; 
J. J. McNally, manager of the New York-Pittsburgh region; C. B. Cowan, 
vice president in charge of the Southern region; L. M. Hart, president of 
White Co., Ltd., Montreal; and P. E. Tobin, manager of the New York City 
region. Along the right side of the table from the background corner for- 
ward are Horace Mosteller, manager of the Texas region; W. D. Patterson, 
manager of the Pacific Coast region; L. V. Gilbert, manager of the Chicago 
region; M. H. Anderson, manager of the Cleveland region; J. E. Hamlett, 
vice-president in charge of the New England region; and (at end corner) 
W. E. Burgess, manager of the Kansas City region. Others in the picture 
are largely home office officials and department heads. 
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AKRON.—“Sixty million jobs for 
Americans in the postwar period 
would mean the end of the Amer- 
ican way of life. 

“If the United States is to resume 
its development and attain peace- 
time prosperity, it must be done by 
encouraging the making of homes 
and the employment of many mil- 
lions less than the figure advocated 
by President Roosevelt.” 

Taking sharp issue with the Pres- 
ident’s pledge of jobs for 60,000,000 
people, William O’Neil, president of 
the General Tire & Rubber Co., 
pointed out that to “contribute any- 
thing to the country’s success a job 
must be a productive one.” This 
figure is 20 percent more people than 
ever worked before in the history 
of the country, even in wartime, he 
said, 

“There are 135,000,000 people in 
the United States,” he said. “Sta- 
tistics tell us that the average 
American family is 4.5 persons. 
Sixty million jobs would mean 
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You can talk to them in Sports Atield! 


To a sportsman, a car is as definitely a part of his equipment as 
a gun or a fishing rod. He chooses it with great care, because 


he wants comfort as well as dependability 


on his long trips. He's 


a discriminating buyer—and your best prospect! 


Talk to sportsmen in Sports Afield Magazine. Tell them just 
what you have to offer. Let them read about your new models 


while they are studying their other items 


of outdoor equipment. 


Month after month, more than 300,000 well-to-do hunting and 
fishing enthusiasts buy and read Sports Afield Magazine—at 25c 
a copy. These men have the means to spend money liberally on 
their hobbies. Isn't it possible that you're missing a good bet if 
your advertising isn’t in Sports Afield? Better schedule it now— 


space is mighty scarce! 


two jobs to every family, and this 
is too much. There are jobs to be 
done in the home, as well as in the 
factory and in the field. { 

“America has been built around 
the family. The man of the house 
works to provide his wife and chil- 
dren with a home. Then he works to 
furnish that home with electric ice- 
box, radio and electric stove; with 
washing machine, mangle and vac- 
uum cleaner. 

“To supply 60,000,000 jobs is to 
break up that home, because it 
means that the wife, too, probably 
will be working. It means that the 
meals will come from the corner 
delicatessen. It means goodbye to 
the age-old American customs, such 
as the family picnic in the summer, 
the winter skating party, the out- 
door weiner roast, the church social, 
the Thanksgiving at grandma’s. 

“If 60,000,000 people are to work 
after the war, it means the end 
of the home as we have known it. 
It means that we will have fewer 
children and that they will have to 
bring themselves up as best they 
can, until they can step into one 
of those 60,000,000 jobs themselves. 

“And, economically, it means 
elimination of the greatest of all in- 
dustries, home-building. If we are 
to create a prosperous economy, we 
must first encourage home-building. 

“What the theorists do not under- 
stand is that a job for a job’s sake 
is not sound. To promote prosperity 
we must have jobs which produce 
some worthwhile product. Raking 
leaves and digging holes just to 
cover them again may be classed as 
jobs, but they produce nothing and 
without production we cannot pros- 
per. Each man’s labor should be di- 
rected toward producing something 
of value which can be used in the 
national economy. 

“Industry can provide jobs in 
the postwar period ... jobs which 
produce wealth. That wealth will 
be distributed among those who 
produce it and among those who 
provide the tools and machines 
needed in that production. 

“Industry, however, would be fool- 

ish to try to provide jobs which dis- 
sipate, rather than develop, material 
wealth. It would be foolish even to 
attempt to hire 60,000,000 men and 
women just to have them on the 
payroll. That number of people 
working would mean the death of 
the home. It would mean a continu- 
ation of the manpower shortage be- 
cause there is not that number of 
able-bodied, adult people in the 
country. 

“It would tend to keep prices up. 
It would tend to lead us into a spiral- 
ing inflation, because a great per- 
centage of the mythical 60,000,000 
positions would not be productive 
but rather vote-getting jobs. 

“It is well enough to talk of 
providing work, but let us do it 
sanely and sensibly. Let us not 
fool people into believing that the 
time-and-a-half and double time 
will continue after the war. Let 
us not fool them into believing 
that because there will be no drop 
in hourly wages, there will be no 
drop in take-home pay or in fam- 
ily earnings. 

“Let us see how many people we 
have, how much produce théy can 
assimilate, either manufactured or 
grown. Let us see how we best can 
give productive work to the heads of 
families and at the same time re- 
tain the family as the basis of 
American progress and American 
culture. 

“We can go into a long period of 
prosperity after the war. We can do 
it by sound thinking and sound plan- 
ning. We can do it by encouraging 
home-buildig and the millions of jobs 
it provides. We can do it by a sound 
system of taxation whiche assures 
the home-owner that the taxes on 
his property will at no time be 
greater than 25 percent of the an- 
nual rent value of that property. 

“We cannot do it by hare- 
brained schemes of employing 
every other person, regardless of 
age, health or ability to produce. 

“Let us concentrate on providing 

productive jobs, from which good 
may accrue and from which other 
jobs may be the direct sequence. 
When an automobile is built, it pro- 
vides work not only for the men who 
build it but for the men who sell it 
and service it and provide it with 
fuel and tires. 
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Program Listed For Conclave in Detroit... 


Symposium on Practical Postwar Car 


To Highlight SAE’s Annual Session 


DETROIT.—A newspaper editor’s 
symposium on the practical postwar 
car was announced last week as one 


, of the features of the program of 


the annual meeting of the Society of 
Automotive Engineers. 

The meeting will be held Jan. 8-12 
in the Book Cadillac Hotel here. 

The symposium is to be based on 
consumer reaction to present auto- 
mobile bodies. Reports will be heard 
from Bert Pierce, of the New York 
Times; H. D. Wilson, Chicago Her- 
ald-American; G. R. Hebert, New 
Orleans Times-Picayune, and John 
Burke, San Francisco Examiner. 
The forum will be held at 8 p. m., 
Jan. 8. 

There are at least five other 
automotive highlights on the ten- 
tative program listing. 

At 10 a. m. Jan. 8, J. H. Hunt, of 
General Motors, will speak on “The 
Future of Standardization in the 
Automotive Industry.” E. F. Riesing, 
of Firestone Industrial Products 
Co., will address the engineers on 
“Synthetic Rubber in Automotive 
Chassis—Status and Future Possi- 
bilities” immediately following Hunt’s 
talk. 

“Power Steering for Automotive 
Vehicles” will be the topic of F. W. 
Davis, consulting engineer. Davis 
will speak at 2 p. m., Jan. 9. 

John Oswald, of General Motors, 
will analyze the “Difficulties of 
Long-Time Ownership of Passenger 
Cars” in an address at 10 a. m. Jan. 
10. On the following evening Col. 
John M. Colby, of the office of Chief 
of Ordnance, will talk on the “Con- 
tributions of Industry to Ordnance 
Tank-Automotive Engineering.” 

The 1945 War Engineering Din- 
ner will be held Wednesday night, 
Jan. 10. Maj.-Gen. Oliver P. 
Echols, assistant chief of staff, 
materiel and services, Army Air 
Forces, will be the main speaker. 
E. E. Wilson will be toastmaster. 

The rest of the program for the 
five-day conference follows: 

MONDAY 

10 a.m.—Transportation and 
Maintenance: “Cold Starting and 
Fleet Operation,” E. P. Gohn, At- 
lantic Refining Co. Passenger Car: 
“The Future of Standardization in 
the Automotive Industry,” J. H. 
Hunt, General Motors Corp.; “The 
Future of Standardization in the 
Aeronautical Industry,” Arthur Nutt, 
Packard Motor Car Co., Toledo div.; 
“Synthetic Rubber in Automotive 
Chassis—Status and Future Possi- 
bilities,” E. F. Riesing, Firestone In- 
dustrial Products Co. 

2 p.m.—Truck and Bus: “Water- 
Alcohol Injection for Spark Ignition 
Engines,” A. T. Colwell, Thompson 
Products, Inc. Materials: “SAE 
Rubber Classification,” W. J. Mc- 
Cortney, Chrysler Corp., and “War- 
time Fabric Developments of Sig- 
nificance to the Automotive Indus- 
try,” Morris Sanders, industrial con- 
sultant and architect. 

8 p.m. — Student: “Technique for 
Practical High-Speed Motion Pic- 


tures,” Paul Huber and Richard 
Painter, General Motors proving 
ground. 


TUESDAY 

10 a.m. — Transportation and 
Maintenance: “Possibilities of Mul- 
tiple Powerplants in Buses,” F. R. 
Fageol, Twin Coach Co.; “Possibili- 
ties of Multiple Powerplants in 
Trucks,” Ralph Werner, United Par- 
cel Service.” Aircraft Engine: 
Symposium—Detonation Indicators: 
“Blectronic Indicator—Aircraft En- 
gines,” J. W. Streett, Wright Aero- 
nautical Corp.; “Detonation in Flight, 
Its Effect on Fuel Consumption and 
Engine Life,” P. J. Costa, Sperry 
Gyroscope Co.; “Detonation Indicat- 
ing Equipment Used on the Allison 
Engine,” J. M. Whitmore, Allison 
div., General Motors Corp. 

2 p.m.—Truck and Bus: “Power 
Steering for Automotive Vehicles,” 
F. W. Davis, consulting engineer. 
Aircraft Engine: “Coordinated En- 
gine Control Mechanisms,” John 
Dolza, Allison Div., General Motors 
Corp.; “The Primary Balancing of 
Radial Engines,” G. L. Williams and 
A. B. Miller, Pratt & Whitney Air- 
craft div., United Aircraft Corp. , 

8 p. m.—Aircraft, Aircraft Engine 
and Air Transport: “International 
Aircraft Airworthiness Require- 
ments,” Edward Warner, Civil Aero- 


nautics Board. Production: “Induc- 

; tion Heat Treatment of Internal 
Surfaces as Applied to Automotive 
| Industries,” H. E. Somes, Budd In- 
, duction Heating, Inc.; “Tocco Hard- 
' ening,” H. B. Osborn, Jr., Tocco divi- 
sion, Ohio Crankshaft Co. 


WEDNESDAY 


10 a. m.—Passenger Car: “Diffi- 
culties of Long-Time Ownership of 
Passenger Cars,” John Oswald, Gen- 
eral Motors Corp. Aircraft: “Basic 
Factors of Helicopter Design,” R. H. 
Prewitt, Kellett Aircraft Corp.; “Ap- 
plication of Aero-Economic Factors 
to Specific Aircraft Design,” J. B. 
Kendrick, Lockheed Aircraft Corp. 

2 p. m.—Materials: “Metallurgy of 
Enemy Automotive Materiel,” Col. 
J. H. Frye, office of Chief of Ord- 
| mance; “Some Cases for Steel as a 
: Material,” E. P. Strothman, A. O. 
Smith Corp. Aircraft Engine: “Flow 
Characteristics of Induction Sys- 
tems,” A. P. Fraas, Packard Motor 
Car Co.; “Some Possibilities of Tur- 
























PRODUCTION 


bine Compounding with the Piston 
Engine,” C. F. Bachle, Continental 
Aviation and Engrg. Corp. 


THURSDAY 

10 a. m.—Fuels and Lubricants: 
“Universal Gear Lubricants,” P. V. 
Keyser, Jr., Socony-Vacuum Oil Co., 
Inc.; “Engine Oil Foaming,” H. A. 
Ambrose and C. E. Trautman, Gulf 
Research and Development Co.; 
“L-4 Oxidation Engine Test (Chev- 
rolet Test),” B. E. Sibley, Continen- 
tal Oil Co. Aircraft: “Report on De- 
velopment and Application of Heated 
Wings,” Lt. Myron Tribus, equip- 
ment lab., Air Technical Service 
Command, Wright Field; “Some Ex- 
periences with Low Drag Airfoils,” 
E. J. Horkey, North American Avi- 
ation, Inc. 

2 p. m.—Fuels and Lubricants: 
“Fuels and Engines for Higher 
Power and Better Efficiency,” C. F. 
Kettering, General Motors Research 
Laboratories div. Aircraft: “Pro- 
posed Electronic Controls for Air- 


craft,” Lt. R. J. Colin, Jr., electrical 
lab., Air Technical Service Com- 
mand, Wright Field; “Electronic 
Analysis of Airplane Hydraulic 
Braking Systems,” Duncan Gardi- 
ner, Vickers, Inc. 

8 p. m.—Aircraft and Air Trans- 
port: Symposium—Cockpit Engi- 
neering: “Aircraft Lighting,” Major 
A. D. Dircksen, Air Technical Serv- 
ice Command, Wright Field; “Psy- 
chological and Physiological Aspects 
of Cockpit Engineering from the 
Pilot’s Viewpoint,” Dr. R. A. McFar- 
land, division of research, Graduate 
School of Business Administration, 
Harvard U; “Control Cabin Develop- 
ment,” Ken Gordon, Boeing Aircraft 
Co.; “Making the Cockpit Practical 
for the Pilot,” G. F. Beal, Northwest 
Airlines, Inc. 

8 p. m.—Passenger Car: “Contri- 
butions of Industry to Ordnance 
Tank-Automotive Engineering,” Col. 
John M. Colby, office of Chief of 


Ordnance. 
FRIDAY 

10 a. m.—Diesel Engine: “Methods 
for Calculating Torsional Vibration,” 
F. P. Porter, Fairbanks, Morse & Co. 
and W. W. Henning, International 
Harvester Co.; “Bonded Rubber 
Torsional Vibration Dampers for 
Diesel Engines,” T. H. Peirce, H. A. 
King Co. and Dr. J. J. Wydler, Na- 
tional Supply Co. Air Transport: 
Symposium—Defining the Market 


eabnesverc 
with the 
Automotive 
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for Aircraft for Local Air Transport 
Service. 

2 p. m.—Diesel Engine: “Piston 
Development Review,” E. T. Vin- 
cent, University of Michigan; “Pis- 
ton Lacquering, Its Causes and 
Cure,” H. C. Mougey, research labs. 
div., General Motors Corp. and J. C. 
Geniesse, Atlantic Refining Co. Air 
Transport: Symposium—Airport De- 
sign: “Airport Design vs. Aircraft 
Performance,” Arthur Ayres, Pan 
American Airways;” “Trends in Air- 
port Runway Design,” Paul Staf- 
ford, Civil Aeronautics Administra: 
tion. 

8 p. m.—Standards: “Drawing Of- 
fice Practice in Relation to Inter- 
changeable Components,” C. R. 
Gladman, National Physical Lab., 
England. 





Fay New Comptroller 


PITTSBURGH. — Pittsburgh Plate 
Glass Co. has announced the appoint- 
ment of C. Robert Fay as comp- 
troller, succeeding Stuart M. Camp- 


bell, resigned. 


“WE HAVE YOUR CARD concerning 
ad which we ran in Automotive 
News ay for some Berloy steel 
bins. This is to advise that your 
Dealer Want Ad Department was 
very helpful to us as we secured 
the desired bins through an answer 
to our ad.”—The Marksheffel Motor 
Company (Dodge-Plymouth), Colo- 
rado Springs, Colo. 


Be Want Ad Dept., inside back cover 
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BORG-WARNER 


When peace returns, Borg-Warner will again make these and other products for the Automotive Industry— BRAKE INTENSI- 
FIBRS * CARBURETORS * CLUTCHES + CLUTCH ACTUATORS * CLUTCH DISCS + CLUTCH SPRINGS + FLAT SPRINGS AND STAMPINGS + FUEL, VACUUM, 
GEAR AND HYDRAULIC PUMPS + FLUID COUPLINGS + GEARS + HEATER ELEMENTS * OVERDRIVE AND SYNCHRONIZER UNITS + RADIATORS + REPLACE- 
MENT PARTS + RUBBER TO METAL ADHESIVES * STABILIZERS * STEEL STAMPINGS + TIMING CHAINS AND SPROCKETS + TRANSMISSIONS + UNIVERSAL 








AUTOMOTIVE NEWS, DECEMBER 11, 1944 


How to Seek Wage Adjustments 


Basic Principles Involved Under the Stabilization Act 
Are Outlined by Industrial Engineer 


tial between two comparable jobs 
when too small or too large. 


(b) When the earnings of the 
hourly rate of production employes 
have not kept pace with the earn- 
ings of piece workers in the same 
plant or business, 

(c) When there is lack of any 
wage classification system in the 
plant or establishment. 

(d) When the work week has 
been lengthened, but no increases 
have been given to salaried em- 
ployes. 

(e) When the minimum rate in 
the plant has been adjusted up- 
ward by statute, but no increases 
have been given or made in the 
rates of interrelated job classifi- 
cations. 

It is important to note that the 
| NWLB policy of approving wage and 
. . salary adjustments under this No. 4 

3. Interplant inequity. | yardstick is based upon and com- 

4. Intraplant inequity. | plete and detailed job analysis, de- 
ion Effective prosecution of the | -eription and evaluation and com- 

. parison with stabilized rates or rate 
MALADJUSTMENTS Seen for comparable work or job 
Increases are permitted by the 


board under the “Little Steel Formu- SS pet Se secant 
la.” The government determined 
that between Jan. 1, 1941, and May, 
1942, the cost of living increased by 
15 percent. Therefore, approval in 
increasing straight-time hourly rates 
up to 15 percent above the straight- 
time hourly rates paid on Jan. 1, 1941, 
may be granted by the NWLB. 

If general increases totaling 15 
per cent have already been granted 
to compensate for the increased cost 
of living, no further increases may 
be granted on the basis of this yard- 
stick. However, application for in- 
creases to employes may be made 
requesting approval under the other 
yardsticks of No. 2, 3, 4 or 5. 

SPECIAL NOTE: As this goes 
to press, various RWLB and 
NWLB panels are recommending 
the revisions or modification of the 
L.S.F. based on the cost-of-living 
surveys conducted throughout the 
country. 

SUBSTANDARDS 

The application of this No. 2 yard- 
stick computes the allowable in- 
crease permitted to a group or indi- 
vidual employes by use of Stabiliza- 
tion Director James Byrnes’ Direc- 
tive of May 12, 1943, as follows: 

(a) No Board approval required 
to adjust all salaries or wages up 
to 40 cents per hour, which has 
been set by the Regional War 
Labor Board as the Substandard 
Wage Rate. 

(b) Other Regional Boards have 
set $.50 (fifty cents) per hour as 
the SUBSTANDARD rate. 

(c) Each case is considered on 
its own merits and all wage and 
salary adjustments will be approv- 
able when it is clearly and con- 
vincingly established that such 
adjustment WILL NOT unsta- 
bilize rates for any given area. 


INTERPLANT INEQUITY 

Application of this No. 3 yardstick 
is based upon “Wage inequity” be- 
tween plants, and computes the al- 
lowable increases that can be per- 
mitted to a group or individual | 
employees by use of STABILIZED | 
RATES or RATE RANGES, other- | 
wise known as the “wage brackets” | 
as applied to specific jobs or occu- 
pational classifications. 

The policy of the NWLB or RWLB 
permits an adjustment in wages and 
salaries of employes up to the mini- 
mum of the sound and tested rates, 
for specific job classifications in the | 
particular area or labor market in- 
volved by the applicant and the lo- | 
cation of his place of business or | 
plant. 


CHICAGO.—An outline of basic 
principles involved in obtaining sal- 
ary and wage adjustments under 
the Wage and Salary Stabilization 
Act has been prepared by Ira W. 
Wolfe, of the Labor Relations Insti- 
tute here, as a guide for business 
men. An industrial engineer, Wolfe 
has processed more than 789 cases of 
wage and salary adjustments sub- 
mitted to the National War Labor 
Board. 

Cases which require approval of 
the NWLB as well as those which do 
not, are included. All Form 10 appli- 
cations which come before the board 
for decision, Wolfe points out, fall 
into one or more of the five basic 
principles in the outline. The basis 
on which Form 10 will be decided by | 
NWLB are: 

1. Maladjustments, 

2. Substandards. 





Per 
Week | 


Per 
Hour 


EXAMPLE 
Here's How No. 3 Works Out 
Suppose you had two carpenters and 
you patd them on Jan., 1941 . $0.80 
It you were to apply on Form 10 for 
increase on basis of No. 1 principle 
the top increase (15%) would be.. 12 
However, the stabilized rate range or 
single rate in your labor market 
area, or rates paid by other plants 
amounts to the following 
You could make application on Form 
10 for the increase of rate p.h. or 
p.w. in accordance with this No. 3 
principle 23 
INTRAPLANT INEQUITY 
Application of this yardstick is 
based upon the “wage inequity” ex- 
isting within the plant, or office or 
establishment and computes the al- 
lowable increases that can be given 
to a group or individual employes by | 
eae i 
use of the stabilized rates or rate | 
ranges and applied as follows: 
(a) The wage or salary differen- 


$32.00 


1.80 


1.05 


10.00 


bor market area involved by the 
applicant. 


Per 
Week 


EXAMPLE Per 
Here’s How No. 4 Works Out Hour 
Suppose instead of two carpenters you 
employed four or five, and one or 
two of the carpenters, because of 
skill and length of service and re- 
sponsibility and job classification 
description were receiving 
And you had millwrights or electri- 
elans or mechanics employed in 
your plant at 
Using the No. 4 yardstick, you can 
apply on Form 10 for approval of 
rate ranges to conform with the 
following: 
CARPENTERS CLASS 1 
From 


$.90 $36.00 


45.00 


44.00 
48.00 


9 38.00 

1.10 44.00 

increases to employees within the above 

ranges to conform with the regulations of General 
Order No. 31. 


EFFECTIVE PROSECUTION 
OF WAR 

Finally the fifth and last yardstick 
of the basic principles and Wage 
Policy of the NWLB is governed by 
the Byrnes’ Directive of May 12, 
1943 which states as follows: 

“The RWLB and NWLB have been 
extremely reluctant to make any ex- 
tensive use of this yardstick in ap- 
proving wage adjustments.” 
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The reason for this is rather obvi- 
ous. Nearly every business is in the 
war effort today, and almost any 
wage adjustment might be defended 
under this yardstick.” An endless 
series of wage increases and wage 
adjustments would be the only re- 
sult of its general use. 

Therefore, the board is guided by 
the answers to these questions of 
policy before approval is granted. 

1. Has every effort been made 
to utilize fully the existing labor in 
the plant through adequate up- 
grading and promotion? 

2. Have attempts been made to 
employ 

(a) Women workers? 

(b) Members of racial minor- 
ities? 

3. Has any effort becn made to 
change 

(a) To a longer work week 
for plant? 

(b) Production Schedule un- 
der the Controlled Material Plan 
of WPB? 

4. Factual evidence from WMC, 
WPB, and Army Ordnance will be 
helpful to support claim for allow- 
ing wage increases or salary ad- 
justments under this No. 5 yard- 
stick. 


To feel the pulse of the industry, 


consistent reading of Automotive News | 
is a necessity. 
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Miae York-Phi [harmonic 


Listen to the Philbarmonic-Symphony program over the CBS network Sunday afternoon, 3:00 to 
4:30 E. W.T. Carl Van Doren and a guest star present an interlude of historical significance. 


Anti-Diversion 
Backers Form 


Group in II. 


SPRINGFIELD, Ill.—Any further 
attempts here to divert gasoline 
tax revenues from highway build- 
ing purposes will be opposed, it is 
indicated by the formation of a 
new group in Illinois dedicated to 
Oppose any such program. 


J. H. Brand, representing the 
Chicago Motor Club, was named 
chairman of the organization, and 
Harry L. Robinson, of Springfield, 
was elected secretary. The organi- 
zation will be known as the IIli- 
nois Good Roads Federation. 

The group, it was announced, 
will not only oppose any legislation 
designed to divert gas tax funds 
from road building, but will also 
back a proposed _ constitutional 
amendment prohibiting such di- 
version. 

Brand said that the group would 
campaign to win approval of the 
legislature so an amendment might 
be voted on in 1946. 


“WE HAVE FOUND YOUR Want Ad 
Dept. to be always more than satis- 
factory.’"—David T. Robinson Co., 
(Dodge-Plymouth), Philadelphia, Pa. 


fe Want Ad Dept., inside back cover 
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Indiana Reprisal Hinted 
In Ky. Truck Fee Case 


LOUISVILLE, Ky. — Implications 
that Kentucky’s $10 border fee as- 
sessed by statute agairist trucks of 
neighboring states operating in Ken- 
tucky might bring reprisal action 
from Indiana were disclosed by an 
Indiana truck operator whose two 
drivers were arrested here for 
violation of the law calling for reg- 
istration of for-hire vehicles. 

Charges against the two drivers 
were filed away by Magistrate Guy 
Shearer after the truck operator, 
Charles Hammersmith of New Al- 
bany, Ind., agreed to register his 17 
trucks operating in the Louisville 
area and to pay the $10 annual fee 
for each truck. 

Indicating that Indiana transpor- 
tation agencies might bring reprisal 
action against Kentucky truckers, 
Hammersmith said he made “sev- 
eral phone calls” to Indianapolis 
when he learned his drivers had 
been arrested in Louisville on war- 
rants signed by the Kentucky State 
Division of Motor Transportation. 

Lew Ullrich, secretary of the Ken- 
tucky Motor Transport Assn., said 
Indiana and Kentucky truckers had 


agreed at a meeting Nov. 20 at 
Frankfort with Director Ben J. 
Brumleve, of the Kentucky Motor 
Transport division, that the fee ar- 
rangement was “fair and equitable.” 

Ullrich said Homer Winn, execu- 
tive secretary of the Indiana Motor 
Truck Assn., attended the meeting 
“and concurred in the agreement 
entered into by the committee” to 
“cooperate fully with the Kentucky 
division” in meeting requirements 
of the law, which was passed in 1942. 

“All agreed at that meeting,” Ull- 
rich said, “that Director Brumleve’s 
request was according to the law 
and should be paid, particularly 
since Director Brumleve agreed to 
exempt certain units which made 
occasional or emergency trips into 
Kentucky. 

“It is the opinion of the KMTA 
that since the law is on the statutes 
there is nothing for the border oper- 
ators to do but pay the tax. 

“There is, however, some question 
concerning the proper interpreta- 
tion of a metropolitan zone which 
links such towns as New Albany and 
Jeffersonville with Louisville, but in 


lieu of a proper opinion in this mat- 
ter, it is the recommendation of our 
association that all such operators 
pay the fee according to the law, 
since by doing so it will not only 
eliminate arrests but prevent the 
industry from incurring unwar- 
ranted ill will.” 


Prior to enactment of the $10 fee, 
Ullrich said, out-of-state operators 
were required to pay a fee equiva- 
lent to $1 per 100 pounds of vehicle 
when empty, and that the average 
“combination” coming into Ken- 
tucky was paying about $140 a unit 
at that rate. A border operator, un- 
der the fee act, does not have to buy 
a Kentucky license, he added, and 
is exempt from payment of a sink- 
ing fund tax required by the City 
of Louisville. 


A. R. Steele, Paducah, field repre- 
sentative for the Kentucky Motor 
Transport Division, said about 40 
transfer companies in neighboring 
states, operating a total of 500 
trucks, had not obtained “border” 
certificates. He said arrests would be 
made if they continued to attempt 
to operate without the certificates. 


“PLEASE BE ADVISED THAT New 
Truck is sold. Thanks a_ million, 
Joe use your penta again if neces- 

sary.’ G. Steiner, Pandora 

Garage, Pandora, Ohio. 


Be Want Ad Dept., inside back cover 


Whea the ja cut t off our ‘ance bbe ak Phen no tires 


were being made, we knew that the job of ; keeping America 
rolling was in good hands. 
~<But:it took two industries to do the job oe the rabber indus- 
try with its hundreds of scientists and engineers and the tire 
dealer industry—150,000 stréng—in every am town n and hamlet 


in this great country. 


This company thinks that its U.S. 
Tire Dealers, each an independent met- 
chant with a stake in the future in 
his community, have proved to be one 
of the greatest resources of the nation. 

- We, and all America, are grateful 
to them for the faithful, expert serv- 
ice they have given. We are grateful 
to them, too, for what they have made 
the U. S. Tire sign mean in their com- 


munities. . 


We call them “partners in service.” 


Serving Ti hrough Science 


RUBBER COMPA 


1230 SIXTH AVENUE + 


ROCKEFELLER CENTER 


In Plane Field, Too 


Network of Airport Chains Planned 
By Major Oil Companies 


WHITE PLAINS, N. Y.—Plans 
of major oil companies to operate 
postwar coast-to-coast chains of 
airports for selling petroleum 
products to aviators in the manner 
that roadside stations serve motor- 
ists were disclosed here when 
Westchester County Executive 
Herbert C. Gerlach analyzed bids 
for the operation of the county’s 
new $4,000,000 airport at Pur- 
chase, N. Y. 

Following a series of conferences 
between Westchester officials and 
representatives of the Socony- 
Vacuum Oil Co, the Gulf Oil 
Corp. and the Texas Co., Gerlach 
said he had been informed that 
these corporations were entering 
the competitive field of airport 
operation, directly and indirectly, 
and that each wanted to use the 
Westchester field as a model for a 
large network. 

The county executive said the 
competition here became so keen 
that bidders for the leasing of the 
field promised a number of addi- 
tional benefits under offers first 


Building Together .. . 
For Today and Tomorrow 


This is the sign’ of a local, 
independent business built 
on experience, knowledge, 
skilled service and prod- 


e NEW YORK 20, NEW YORK. 
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submitted Nov. 10. He _ said 
another fortnight would be _ re- 
quired to study the offers and de- 
termine which would be most ad- 
vantageous to Westchester over 
the term of a fifteen-year lease. 


Westchester County's 11,000-word 
specifications would require the 
successful bidder not only to main- 
tain gasoline pumps, as many oil 
companies now do at airports else- 
where under concessions, but to 
maintain general up-to-the-minute 
accommodations for transport 
planes, air freight, weekend excur- 
sions, private flying, flying schools 
and other airport facilities ex- 


pected to be in demand after the 
war. 


The tenant also would be re- 
quired to construct hangars and 
other buildings at a cost of $500,- 
000 to $800,000, while the county 
would make improvements costing 
more than $500,000. 


Because its charter prevented 
direct operation of a general air- 
port, Gulf Oil organized an affili- 
ate known as the North American 
Airport Corp. to bid here, Gerlach 
said. Socony-Vacuum bid directly, 
and Gerlach said he had been in- 
formed by Texas Oil representa- 
tives that their company was col- 
laborating to some extent with 
John W. Gillies jr. of Syosset, 
L. I., in the submission of his bid. 


The country executive pointed 
out that this left Henry E. Mal- 
linckrodt of New York as the only 
individual bidder. Each of the 
three corporate bidders agreed to 
post bonds of $500,000 to $700,000 
to guarantee performance of the 
contract. 


Ford Advances 
In Packaging 
Are Cited 


DEARBORN—Ready-to-run 
placement engines and  plastic- 
dipped engine parts are being 
shipped by the hundreds from the 
Ford Motor Co. to the armed for- 

| ces throughout the world. 


The parts and the engines are 
packed to protect them from water 
corrosion in event they must be 
| tossed overboard from ships dur- 
ing invasion and landing opera- 
tions. 


A recent Ford packaging devel- 
| opment is the coating of crank- 
| shafts with a plastic called ethyl 
| | cellulose. To insure protection from 
| salt water corrosion and give the 
package buoyancy, the parts are 
| packed in heavy, paper-lined wood- 
| en cases. Ford prepares some 400 
| crankshafts a day in this fashion. 


In the motor building at the 
| Rouge plant, the crankshafts are 
dipped in a tank of steaming mol- 
ten plastic held at a temperature 
of 375 degrees Fahrenheit. The 
coating cools and dries quickly, 
and the parts can be handled soon 
|after dipping. When dry, the 
crankshafts look as though they 
had been dipped in chocolate. The 
plastic can be removed by peeling. 


War transport progress has been 
| speeded considerably by the new 
system of vehicle-motor replace- 
ment made possible by shipping 
ready-to-run engines Overseas in 
waterproof boxes. 


Currently 2,300 motors a month, 
| for jeeps, trucks and army staff 
cars, are prepared for overseas. 
|The only parts detached from the 
engines are the clutch discs and 
air cleaners. These are inserted in 
the packing cases after being 
wrapped and dipped in wax. 


A spare engine is first fully as- 
sembled and given a break-in run 
so it will be ready for operation 
immediately after installation. 
| During the test run the water sys- 
| tem is flushed with an anti-freeze 
| solution which prevents corrosion, 
and the oil used in the engine 
coats the interior with a protective 
film. 
| All openings are masked with 
; tape and the exterior is sprayed 
| with a sealer solution containing 

oil and varnish. 


re- 





To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 





44 


AUTOMOTIVE NEWS, DECEMBER 11, 1944 
The ’°39 That Never Reached the Road... 


Minimum Synthetic Output 


Of 200,000 Tons a Year Asked 


CHICAGO. — Synthetic rubber 
won top billing at the National 
Industrial Chemical Conference 
here when Dr. Waldo L. Semon, 
director of pioneering research for 
the B. F. Goodrich Co., called for 
a minimum production of 200,000 
tons of synthetic annually after 
the war. Charles F. Kettering, 
vice-president in charge of re- 
search of General Motors Corp., 
subsequently urged that synthetic 
rubber plants “never be scrapped.” 

Dr. Semon, who created Ameri- 
vol, the first synthetic rubber used 
commercially in motor. vehicle 
tires in this country, said he fore- 
saw the possibility of producing 
synthetic rubber “on a peacetime 
basis” at 10.7 cents per pound as 
against the prewar market price 
of 22 cents for natural rubber. 
The 10.7 cents figure can be 


New S. C. Dealer 


CAMDEN, 8S. C.—Camden Pontiac 
Co. has been chartered with authorized 
capital of $10,000 to buy and sell motor 
vehicles. John P. itaker jr., is 
president-treasurer, and F. M. Wooten, 
vice-president and secretary. 


achieved only in the most efficient 
plants, he added. 


The 10.7 cent price, the speaker 
said, represents “out-of-pocket” 
cost Only and makes no allowance 
for amortization and profit. 


Regardless of economic factors, 
the minimum annual 200,000 tons 
of synthetic rubber production 
should be maintained “for security 
purposes,” Dr. Semon contended. 
Beyond that, he declared “it must 
justify itself on both a quality and 
cost basis.” 


Kettering declared in his ad- 
dress that it is a mistake to com- 
pare the first American synthetic 
tires with prewar natural rubber 
tires. Great advancements have 
been made and more are to come, 
he said. 

Kettering placed synthetic tires 
alongside high octane gasoline as 
two products which have. experi- 
enced the most spectacular war- 
time developments. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 


Decision Clarifies 


Owner-Driver Status 

WASHINGTON.—Court deci- 
sion has clarified the attitude of 
the Bureau of Internal Revenue 
toward owner-drivers of motor 
trucks. These henceforth will be 
considered as independent con- 
tractors for employment tax 
purposes, except where evidence 
of direction and control indi- 
cates that an employment rela- 
tionship should be considered to 
exist. 

Owner of the truck will be 
considered employer of any 
other driver or helper he may 
engage, unless the evidence 
clearly indicates that he has 
surrendered control to another 
person and is in fact paid by 
such person. 


> 
New Fla. Firm Formed 

ST. PETERSBURG, Fla.—R. FE. 
Evans, St. Petersburg, Inc., has been 
chartered with authorized capital of 
100 shares, $100 par value, to en- 
gage in the automouvile business, 11 
rectors are R. G. Brinker, W. J 
Curry and M. Brown. 


“WE HAVE FOUND YOUR Want Ad 
Dent. to be always more then satis 
factory.’’—David Robinson Co., 
(Dodge-Plymouth) hiladelphia, Pa. 

Be Want Ad Dept., inside back cover 
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British Company Shows 
First Postwar Model 


LON DON.—(UTPS)—The firstgest that the stress of war pro- . 


British auto manufacturer to give 
a glimpse of what the industry will 
offer after the war is the Austin 
Motor Co., which has just shown 
its first postwar model, a 16 horse- 
power, five-seater. 

Austin points out, however, that 
this is the model that would have 
appeared in 1939 but for the can- 
cellation forced by the war, and 
thus, while it is different from 
anything on the road, it is not a 
postwar model in one sense. 

So far as actual work on post- 
war models is concerned, repeated 
requests for labor and materials 
for the production of models have 
been turned down by the ministry 
concerned. However, action of the 
United States government in grant- 
ing permission for similar work 
in that country is expected to en- 
courage a similar decision by the 
Ministry of Labor here. 

Indications in the Midlands sug- 


Will Your Facilities Be Ready 


for the 


Service Job 
Ahead? 


Foresighted dealers are now surveying their equip- 
ment needs in the light of these considerations: 


a. When driving restrictions are lifted many cars now 
idle or little used will be back on the road and 
must be put in shape to withstand new driving 


strains. 


b. As new car output will fall far short of pent up 
demand, used car prices will remain on a com- 
paratively high level, justifying more than aver- 
age maintenance and repairs. 


c. New car sales in volume will require unusual 
facilities for initial servicing, as customers press 
for speedy delivery. 


To help motor dealers modernize their service facili- 
ties, Universal C.I.T. offers an exceptionally attrac- 
tive Plan for financing purchases of shop equipment. 
Under this Plan equipment may be purchased, the 
balance payable in 12 equal monthly instalments 
at 6% simple interest. We issue our check directly 


to the dealer, require no insurance, and will ordi- 


narily file no lien. 


Thus once again Universal C.LT. chalks up a new 


service to help motor dealers make the most of 


their profit opportunities. A phone call to our near- 
est Local Office brings full details. 


UNIVERSAL C.1.T. CREDIT CORPORATION 


A CUSTOMER SERVICE AVAILABLE THROUGH 
OUR COAST-TO-COAST NETWORK OF OFFICES 


One Park Avenue 
New York 16, N. Y. 


duction has been decreased in the 
automobile industry and that plants 
could well start postwar planning 
and preparation. Postwar models 
different from the 1939 blueprint 
are not expected for at least a 
year after the war ends. 

The new Austin is similar to the 
prewar Austin 12, but has overhead“ 
Design has been planned to give 
exceptional performance in accel- 
eration and climbing in addition 
to a good top speed on a level road. 
Other features are improved lubri-, 
cation, synchromesh gearing with 
four speeds forward and reverse, 
patent push rods and special rub-{ 
ber mountings. 

The car has provision for the in- 
corporation of air conditioning, 
radio equipment and built-in hy- 
draulic jacks. The new lubrication 
valves and a four-cylinder engine.‘ 
AQ0211p [IO pezszy suanzer yorum 
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to the large strainer surrounding’ 
the pump. 

Austin engineers developed the, 
patent push rods to give silent 
operation of the overhead valves. 
Large rubber mountings are fitted 
for the power unit so that even at 
speeds below 10 miles an hour in 
top gear the car will operate with-. 
out engine flutter. 


Fraud Suit Held 


Applicable in 
Gouging Case 


LOS ANGELES.—In an unusual 
case involving sales of a truck 
above OPA ceiling price, the appel- 
late department of the Superior 
Court, has just ruled that the ceil-‘ 
ing price was the “actual value” of 
the truck and that, in addition, 
the plaintiff may sue for fraud 
damages under Section 3343 of the 
Civil Code. 

The opinion, written by Presiding 
Judge Hartley Shaw, stated that 
while the Price Control Act pro- 
vides penalties for ceiling viola- 
tions, this is not the exclusive 
remedy of the defendant buyer and 
that he may also maintain an 
action for fraud. Section 3343 per- 
mits a recovery of the difference 
between the price paid for an 
article and its “actual value.” 

The opinion was in the case of 
Southwest Lead & Zinc Co.,, 
plaintiff, vs. Orrin W. Fox, Pasa- 
dena truck dealer, defendant, re- 
versing directions on Judge Leo 
Freund, Los Angeles Municipal 
Court, on appeal of plaintiff. 

The decision says: 

“While the Emergency Price 
Control Act of 1942 provides cer- 
tain penalties for a violation of its 
provisions by selling an article for 
more than the ceiling price fixed 
under the act, it does not make 
those penalties the exclusive reme- 
dies in cases of such sales. We 
find nothing in it to debar a buyer 
from maintaining an ordinary ac- 
tion for fraud in any case where 
ne elements of such _ action 
2xist.... 

Civil code, section 3343, entitles 
rlaintiff to recover, as damages, 
che difference between the price 
1e paid and the ‘actual value’ of 
he truck. In the unusual circum- 
stances here existing, we think the 
‘eiling price may be regarded as 

he ‘actual value.’ Certainly the 
ruck could not then be sold for 
nore.” 


Reo’s Clark Gets 
AMA Export Post 


DETROIT. — Appointment of 
John Clark, of Reo Motors, Inc., as 
chairman of the Automobile Manu- 
facturers Assn.’s export com- 
mittee is announced by Alvan 
Macauley, president. 


S. I. Carlson, of Nash, will serve 
as vice-chairman of the committee. 
Clark, who succeeds Allen Ger- 
mann, Hudson Motor Co., has been 
export manager of Reo since 1939. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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New Motor Vehicle Code 


Saving Steel 
Ford Twist Drills 


Surplus Disposals Total | ,_ “dine iusccrs 
26.7 Millions in Month 


WASHINGTON.—W. L. Clayton, 
surplus war property administrator, 
announces that four disposal agen- 
cies—Reconstruction Finance Corp., 
the procurement division of the 
Treasury Department, United States 
Maritime Commission and War 
Food Administration—disposed of 
$26,772,000 of surplus war property 
in October at 64.7 percent of cost or 
appraised value. 

The October figures include $4,- 
873,000 disposed of to other govern- 
ment agencies and $684,000 for 
Lend-Lease. These four disposal 
agencies acquired $270,302,000 of 
surplus war property during the 
month and on Oct. 31 held inven- 
tories totaling $708,690,000. Inven- 
tories held by other agencies 
brought the total to $708,737,000. 

The War Department continues 
to be the largest source of surplus 
war property. On Oct. 31, the War 
Department had on hand property 
excess and surplus to its needs, but 
not yet reported to disposal agen- 
cies, of a value of $510,964,000. 

This property is being screened 
for possible uses within the War De- 
partment and by the Navy. When no 
use is found for such property in 
either agency, the property will then 
pe declared as surplus to the appro- 
priate disposal agencies. 

The Navy, Maritime Commission 


90,000 Workers 
Needed at Once, 
McNutt Says 


WASHINGTON.—Paul V. Mc- 
Nutt, chairman of the War Man- 
power Commission, has reported 
that approximately 90,000 workers 
are required to man work stations 
in plants producing “topmust” war 
items for which there are urgent 
needs in the various theaters of war. 

Iu making the report, which fol- 
lowed an exhaustive WMC survey of 
the manpower needs of all war pro- 
grams, McNutt designated the need 
for these additional workers as 
“super - critical” and emphasized 
that their recruitment is “impera- 
tive.” The survey, McNutt said, was 
completed before announcement of 
the expanded small-arms ammuni- 
tion program was made. 

The survey, McNutt said, shows 
additional over-all war manpower 
needs to Jan. 1, 1945, as roughly 
200,000, not including needs of the 
small-arms ammunition program. 

Expansion of production in a doz- 
en small-arms ammunition plants, 
according to employers, will require 
hiring of approximately 60,000 work- 
ers, and about 3,000 workers for em- 
ployment in brass mills located in the 
Connecticut valley, Cleveland, Ohio 
and Chicago, McNutt said. 

In addition to the small arms pro- 
gram, 6,500 workers are needed for 
trucks and components; 10,200 in 
foundries, and 1,000 for tires and 
tubes. 


Fruehauf Trailer 


Boosts Howard 


DETROIT.—Harvey C. Fruehauf, 
president of the Fruehauf Trailer 
Co., has announced the appointment 

of H. F. Howard 
as vice president 
in charge of man- 
ufacturing. 
Howard, who 
has been general 
plant manager of 
Chevrolet Division 
factories in Flint 
for the past seven 
years, will be in 
charge of manu- 
facturing opera- 
H. F. Howard tions at all Frue- 
hauf plants and 
will make his headquarters in De- 
troit. 

Howard became identified with 
the automotive industry as plant 
manager of Martin-Parry Corr in 
Indianapolis, remaining in that po- 
sition after the company was pur- 
chased by Chevrolet in 1930. Three 
years later he moved to Flint as 
plant manager of Chevrolet assem- 
bly. On Nov. 1, 1937, he was given 
the post of general plant manager. 


and other owning agencies so far 
account for only a fraction of the 
total declarations made to the dis- 
posal agencies, Clayton said, 

In the five months since June 1, 
surplus war property disposed of by 


disposal agencies amounted to $111,- | 


779,000 at 76.1 percent of cost or ap- 
praised value, which compares with 
total acquisitions of $746,835,000 
during the same period. 

' The Treasury procurement divi- 
sion accounted for $13,592,000 of the 
$26,772,000 total disposals in October. 

Approximately $6,814,000 of motor 
vehicles and parts were disposed of 


Many tons of 
critical, high-speed steel have been 
saved during the war emergency 
by the widespread use of Ford- 
developed twisted drills in thou- 
sands of American factories and 
machine shops. 

A workable method for making 
twisted drills was developed at the 
Rouge plant after Ford salvage ex- 
perts took steps to reduce the 50 
percent waste of expensive, high- 
speed steel bar stock that accom- 
panies the manufacture of con- 
ventional drills. 

The first Ford drills were made 
in the motor building at the Rouge 
plant some years ago. Sizes ranged 
from %6 to 2%». However, any size 
drill can be made. 


Dell Leases Building 


Is Proposed in 


PORTLAND, Ore.—A new motor 
vehicle code, designed to wipe out 
the inequalities in fees and li- 
censes existing under the present 
code, will be submitted to the 
forthcoming legislature under the 
sponsorship of the legislative com- 
mittee for the study of motor 
transportation. 


A copy of the committee’s report 
just filed with Gov. Snell contains 
a copy of the proposed new code 
as well as the recommendations of 
the committee. 

Under the new code it is pro- 
posed to assess a flat registration 
fee of $5 a year against all trucks 
and buses and to apply a graduated 
mileage tax to all vehicles heavier 
than the “basic vehicle” of 4,000 


Oregon 


city limits. These fee rates range 
from a low of 3.75 mills per mile 
on vehicles up to 4,000 pounds to 
17.68 mills per mile for vehicles of 
more than 24,000 pounds. 


Inasmuch as those fees would 
contribute the “total of all road 
user taxes” except for the registra- 
tion fee, truck operators would be 
refunded any gasoline taxes paid 
in Oregon in making the payment 
of these fees. 


Based upon 1941 registrations of 
trucks and buses, it is estimated 
that the proposed new fees would 
yield approximately $7,619,980 or 
$1,300,000 more than the present 
fees. This system would necessitate 
that all vehicles other than the 
basic vehicle group come under the 


in October, with inventories totalling 
$13,622,000 on Oct. 31. 


assistant 
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co. tains > Johnny oo gn 
A : as en a five-year lease on the 
The Reconstruction Finance Corp. property at 2105 Grandin Rd. here. 


accounted for disposals of $11,455,000 
in October. 


Last week President Roosevelt 
nominated Clayton for the post of 


ohn Dell, head of the firm, 
set up dealership in the building as 
soon as new cars are available. 


It takes a stron 
the current, an 
business now! 


lans to 


riers. 


fish to swim against 
a good dealer to 
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pounds gross weight. 
age rates would apply uniformly to 
all types of heavy vehicles regard- 
less of whether they are operated 
by farmers, loggers or other car- 


The code also would apply to 
vehicles operated wholly within 


These mile- 


Oregon. 


GOOD FOR TWENTY-FIVE DOLLARS ANY SUNDAY 


@ Farmer Jones could count on at 
least twenty-five extra dollars any 
summer Sunday in those good old 
days ... hauling out the cars which, 
one by one, chugged and panted to 
a helpless standstill in the mudhole 
in front of his place. 


But the cars which whiz along 
countless country highways nowa- 
days are untroubled by mudholes, 
hills or rough going. Luxurious, 
dependable and safe, they are the 
products of an amazing quarter- 
century of automotive progress and 
of the initiative, vision and tremen- 
dous energy of the men in this 


youthful and dynamic industry. 


The Eaton organization, by supply- 
ing mass-manufactured precision 
parts for many makes and models 
of cars, has done its best to con- 
tribute to that progress . . . to the 
development of the modern auto- 
mobile and of the production meth- 
ods which made it possible to build 
such quality into cars which rolled 
off the assembly lines by the hun- 
dreds or thousands every day. 


The new knowledge and new tech- 
niques developed by Eaton in work- 
ing with automotive and aircraft 


engineers during the war, have 
added greatly to the value of Eaton’s 
thirty years’ experience with these 
industries. After the war is com- 
pletely won, everything that Eaton 
has in ability, experience and re- 
sources will again be devoted to 
peacetime progress in motor vehi- 
cles and aircraft. 


EATON 


EATON MANUFACTURING COMPANY 
General Offices: Cleveland, Ohio 
PLANTS: CLEVELAND e« DETROIT « SAGINAW 
MARSHALL « BATTLE CREEK « VASSAR « MASSILLON 


SUPPLIERS OF FINE PRECISION PARTS TO THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES FOR MORE THAN THIRTY YEARS 





jurisdiction of the public utilities 
commissioner and that in addition 
to declaring their maximum gross 
or combined weight, they report 
periodically their mileage within 
the state and their fuel consump- 
tion and Oregon fuel tax paid in 


Dealers tell me 
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John O. Munn 


(Continued from Page 3) 


tion of credit on the part of finance 
companies has, of course, been 
brought about in an effort on their 
part to develop more and more re- 
tail deals. 


“Likewise, the multiple rate 
charts, allowing dealers a greater 
participation in the finance charge, 
are also a development due to a 
highly competitive operation. 

“A legislative investigation in the 
state of Wisconsin first focused at- 
tention on the whole automobile 
consumer credit situation, and later 
led to the passage of a licensing law 
in that state. It was later made the 
subject of a Federal Trade Com- 
mission investigation, and subse- 
quent report, with which most of us 
are familiar. 


Banks Ready 


to Enter Field 

= HERE is no need for me to 
enumerate to a group of auto- 

mobile dealers the abuses that we 

have in the financing of automobiles. 


* * 


Every dealer, and every other per- 
son connected in any way with con- 
sumer automobile credit, knows 
that the abuses in this end of our 
business have grown worse. Now the 
public, too, is commencing to find 
it out. 

“We are facing a challenge, and 
that challenge is whether we have 
the courage to do the things which 
are necessary, before it is too late. 
During the time I was delving into 
this question, I talked with an 
executive officer of one of the 
country’s largest banks, which in- 
stitution has a separate finance 
company setup within its bank. 
He told me there are a great many 
banks which, right now, are pre- 
paring to enter the retail automo- 
bile finance field. He told me 
bankers are visiting him at the 
rate of six to eight a week, to get 
their system and their complete 
plan, in order that they might get 
started in this business them- 
selves. 


VY 


“TI am told there is so much inter- 
est in this subject on the part of the 
banks, that the American Bankers 
Assn. has a complete system and 
plan all prepared for member banks 
who desire to enter the automobile 
financing field. They are even pre- 
pared to furnish syndicated adver- 
tising material. 

* * # 


May Go Directly 


to the Public 


F we fail to do the things which 

are necessary to clean up this 
part of the business—and we can 
depend upon it—the banks or some- 
one will clean it up for us. The 
banks, for example, could accom- 
plish this in a very simple way by 
continuing, in increasing numbers, 
to go to our customers in every sec- 
tion of the country and tell them (as 
they are already doing) that there 
is no need to pay high finance 
charges when they can get the same 
service from their local banks at 
regular banking rates. I am sure 
you will agree that they have 
had smart advertising advice—tlocal 
banks—-at regular banking rates. 

“Generally speaking, most peo- 
ple who buy cars on time have not 
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are victors. 


The year is 194-2 Peace has been declared. The Allies 


The world is once more free to enjoy life, liberty 
and the pursuit of happiness. 
Here in America, the automotive industry again de- 
votes its plants and personnel, its great resources and 
tremendous technical skill to filling peacetime demands 
in the automotive field. 


This great day may come with 
startling suddenness. 


When it does come, wiseis the 
automotive manufacturer who 
has kept abreast of changing 
conditions in the publication 


field. For he will be able to 


invest his postwar advertising 


\ 


funds most advantageously. 


Nowhere in America has 
there been a more striking 
change than in the Chicago 


newspaper field. 


The Chicago Sun caused 


this change. 


The Sun began publication 
three days before the attack 


on Pearl Harbor. 


In the intervening months, 
The Sun has gone farther faster, 
in influence, in acceptance, and 
in advertising, than any new 
newspaper in the history of 


journalism. 


\ 
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had too much experience with 
borrowing from banks, but in my 
community the people generally 
have respect for the local banks. 
And when their bankers invite 
them to finance their cars with 
them, at banking rates, they are 
sure to get this business—if we sit 
idly by. Then the finance com- 
panies, in self-protection, will be 
compelled to go direct to your cus- 
tomers and offer some plan com- 
petitive with the banks. 


- “I have heard it said that right 
now one large finance company is 
considering going direct to the pub- 
lic with a 4 percent plan. Do you 
suppose there is any dealer reserve 
in such a plan? There can be no 
doubt that this will correct many 
of the abuses—most banks will ad- 
here to lower interest rates. If they 
go direct to the public, they would 
have no cause to pack the charge to 
fool anyone about the allowance on 
the used car. In the course of time, 
our customers will again look on 
the purchase of an automobile on 
time as a legitimate transaction. 
They will not feel that they need to 
be on guard to make sure they are 
not overcharged. 


“Yes, the banks and finance com- 


of 


Today —The Sun is No. 2 among 
all Chicago newspapers in the ad- 
vertising of Chicago's famous 
department stores—a notable ex- 
ample of The Sun's acceptance by 
local advertisers. 


Today —The Sun is the ninth larg- 
est morning paper in America. 


Today —tThe Sun counts, as reg- 
vlar advertisers, most of the im- 
portant national advertisers. They 
have recognized the shift that has 
taken place in the reading habits 
of Chicagoans. 


Today —The Sun offers solid proof 
(our representative will gladly pro- 
duce the evidence) that it com- 
mands the unswerving loyalty of 
thousands of readers who are cus- 
tomers for all manner of products. 


Tomorrow —You will be able to 
capitalize on this great, rich, 
friendly audience. In the mean- 
time paste this in your postwar 
plan book: 


1. You need The Sun in any news- 
paper combination to cover Chi- 
cago completely, economically and 
efficiently. 


2. By using The Sun alone you can 
make a tremendous impact against 
America’s No. 2 market with a 
relatively small expenditure. Actu- 
ally, you can sell it for less in 
The Sun. 


of Oe 
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Atlanta, 
Los Angeles, Memphis, St. 


CHICAGO'S MORNING TRUTHpaper 
400 W. Madison St., Chicago * 250 Park Ave., New York 


National Representatives 
THE BRANHAM COMPANY 
CHICAGO: 360 North Michigan Avenue 
NEW YORK: 230 Park Avenue 


Charlotte, Dallas, Detroit, Kansas City, 
Louis, San Francisco 


EWSPAPERS GET IMMEDIATE ACTION 


panies may clean it up, and we can 
then again lift our heads; but in the 
process, we will have lost much of 
our. dealer participation in the 
finance and insurance charge—and 
we may be faced with the necessity 
of finding some new source of money 
for our floor-planning. 
* * * 


Only 5% Do 


Own Financing 
**TN the course of my interviews, I 
was informed by one executive 
of an important finance company 
that an examination of the financial 
statements of many hundreds of 
automobile dealers convinced him 
that not more than 5 percent of the ' 
dealers of America would finance 
their 1941 volume on regular bank 
credit. ; 

“If that is true, 95 percent of us 
would have to reduce our volume, or 
find some new source of money to 
be loaned for floor-planning. In 
order that we may fully appreciate 
just how important this floor-plan- 
ning has become to us, let me give 
you the following figures: 

“In 1929, the finance companies 
handled retail time paper on 
1,829,300 vehicles. The money in- 
volved in this retail transaction 
was $1,088,578,000. 

“To develop this retail business, 
the finance companies extended 
wholesale floor-planning to dealers 
in the amount of $677,891,000. In 1941, 
there were 412,900 fewer retail sales 
financed. 

“The retail dollar volume was ap- 
| proximately 60 million less—but the 
| whoesale floor-planning had jumped 
| to $2,257,823,000. Thus, it will be 
' seen in 1929, which was the biggest 
| Sales year on record, that floor-plan- 
: ning accommodation was but 30 
; percent of the 1941 total, when 412,- 
' 900 fewer retail sales of new vehicles 
i were financed. 

“In this connection, it is well to 
; remember that banks are limited by 
: law as to the size loan they can 
| make to one borrower. This is in re- 
! lation to the bank’s capital stock and 
| surplus. Every finance man with 
, whom I have recently talked showed 
‘ real concern with the seriousness of 
: this situation.” 
: s * * 


Terms Must 
| Be Flexible 


| ONES then followed with a dis- 
cussion as to whether state or na- 
, tional legislation was the answer, 
. or whether Regulation W could be 
: depended upon to put dealers in the 
' most favorable position in regard to 
: time sales. He went on to say: 
; “In a recent survey conducted in 
: Pennsylvania, 84 percent of the 
| dealers went on record as favoring 
' the continuance (in some amended 
| form) of regulation as a permanent 
| thing. It is my understanding that 
to do this would require some na- 
| tional legislation, since Regulation 
W was adopted only as an emer- 
gency measure to curb inflation. 

“As we examine this proposi- 

tion, it appears that some amend- 
ed form of Regulation W, which 
would keep control of instalment, 
terms with the Federal Reserve 
Bank, might go a long way toward 
solving our problem. Such legisla- 
tion could drop the feature now 
contained in Regulation W, apply- 
ing to department stores and the 
like, and confine itself to terms. 

“It is easily understood that down- 
payments, and length of time per- 
mitted in an automobile time con- 
tract, should not be fixed definitely 
by legislation—but should be left to 
some division of the government, 
such as the Federal Reserve Board, 
in which the public and dealers have 
confidence, to handle in a flexible 
manner as conditions seem to war- 
rant. 

“However, it would appear that it 
would be unwise to try to regulate 
rates and charges through the Fed- 
eral Reserve Bank. Interest rates 
have always been fixed by the sev- 
eral states, and any such attempt at 
national legislation might be con- 
sidered an invasion of state rights. 
Possibly, any legislation intended to 
replace Regulation W should pro- 
vide that the customer should be 
allowed to refinance his deal, after 
a reasonable period, with smaller 
payments. 


s * * 


Immediate Action 


Is Called For 
“eee too, terms should be 
more liberal on certain higher- 


(Continued on Page 47, Col. 1) 





priced cars, or on larger balances, 
where an adequate down payment 
has been made. It may be that we 
will eventually be forced to adopt 
state and/or national legislation to 
clear up our troubles, but these 
remedies would take time, and we 
need immediate action—so I am 
going to suggest that finance com- 
panies and automobile dealers vol- 
untarily take some concerted action. 

“The basis of any voluntary plan 
must have certain very definite 
points: 

“FIRST—the charges must be 
such that they can stand the full 
light of day. 

“SECOND—that they can be 
fully explained, and are under- 
stood by the customer. 

“THIRD—they must be on a 
basis that after they are under- 
stood by the customer, he is satis- 
fied in his own mind that they are 
proper. 

“FOURTH—there must be a full 
disclosure of all factors of the 
charge, including dealer partici- 
pation. 

—there must be frank 
publicity, emphasizing the fair- 
ness of every feature of the trans- 
action. 

“Now, let’s consider this matter 
of dealer participation in the finance 
and insurance charge. Let’s look the 
question right in the face, and call 
things by their right names. Let’s be 
honest with ourselves, and see 
whether we are entitled to any part 
of the finance and insurance charge, 
as a loss reserve—and if so, how 


much. 
* * k 


Non-Recourse 


and Recourse 
- HIS business naturally sep- 
arates itself into two classes, 
namely: Non-recourse and Re- 
course. In the preparation of the 
material for this address, I have 
talked with bankers and finance 
company executives who handle 
probably 80 percent of the total 
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of our so-called dealer reserve 
must be a voluntary move on the 
part of the dealers to accept as 
their participation in the total 
finance and insurance charge, a 
maximum amount—or percentage 
of the total charge—which more 
accurately reflects a proper com- 
mission for services performed, 
and a just compensation or reserve 
for losses incurred. 


“THE SECOND STEP in any 
such voluntary program must be a 
willingness on the part of the 
finance companies doing business 
in this state to immediately adopt 
a uniform lease or other agree- 
ment, which would give promi- 
nence to the customers’ rights, so 
they will understand them. 


“It should break down the insur- 
ance and finance charges and show 
dealer participation in those charges. 
This lease form, or other agreement, 
should have printed on its face a 
table showing just what refund is 
due the purchaser, if he anticipates 
his contract before its due-date. 


Insurance Agents 


Are Set Up 
oe HE finance companies and the 
dealers must agree among 


themselves on a uniform finance 
charge on new and used car time 
sales. Full disclosure must be given 
to all factors entering into those 
charges, including dealer participa- 
tion and terms. Dealers should agree 
to itemize all these factors on the 
car invoice. 


“One large finance company 
(and I talked with their repre- 
sentatives) now has an arrange- 
ment whereby in 36 states, they 
have all dealers appointed as in- 
surance agents, and those deal- 
ers receive 25 percent of confer- 
ence rates for writing the insur- 
ance, and 1 percent of the unpaid 
balance as a loss reserve. 


‘No customer should complain 
if you put such a breakdown on your 
car invoice—because it has not in- 
creased his charges. Finance com- 
panies should agree on a uniform 
basis for refunding to the customer 
a proper portion of the charges for 
anticipating his contract prior to 
maturity. There can be no objection 
to doing this, if there are no special 


deals for extra-dealer participation 


in the original deal. 
+ * * 


Sees Voluntary 
Plan Workable 


“FTAHE customer should, in every 
case, have a copy of the insur- 
ance policy. Any insurance abuses 
such as short forms of coverage, 
placing of insurance in unsound in- 
surance companies, should be im- 
mediately discontinued. Finance 
companies should refrain from 
offering inducements to dealers’ 
salesmen for finance paper. 


“Possibly you are thinking that a 
voluntary program will not have 
the necessary compliance. Those 
to whom I have talked all ex- 
pressed deep concern and a genu- 
ine desire to correct the abuses as 
speedily as possible. 


“If the three national companies, 
and the 375 members of the Ameri- 
can Finance Conference agree to go 
along on this proposition, and then 
give it fullest publicity in their 
advertising, and the dealers give a 
full disclosure on the car invoice, it 
will be a matter of only a very short 
time until everyone is compelled, in 
self-protection, to go along.” 
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Jones then wound up with the 
plea that all factors in this trade get 
together and come to some definite 
conclusion. I lend my personal sup- 
port to Jones’ plea for full consider- 
ation and decision on action. Make 
your thoughts known in your local 
association to the end that, when 
resolutions are developed at the na- 
tional convention in Chicago in Jan- 
uary, the most beneficial solution 
will prevail. 


Universal CIT Opens 


New Division in Seattle 

NEW YORK.—A new divisiona 
office of Universal CIT Crediv 
Corp. has been opened in Seattle, 
under the direction of George R. 
McElhany, assistant vice-president. 

The division will supervise the 
expanding group of branch offices 
serving Washington, Montana, 
Oregon, north Idaho and north 
Wyoming. McElhany joined Uni- 
versal CIT in 1936. 


“WE ARE GLAD TO REPORT that 
we have had quite a few replies to 
this advertisement, and believe that 
we can secure the equipment we 
wanted from one of the firms we 
heard from.’’—Webster Motors Ltd., 
(Chevrolet, Oldsmobile, Cadillac), 
Sherbrooke, Que. 


Be Want Ad Dept., inside back cover 
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automobile time sales of the coun- a 
preter Fs dor touring 


try. As a result of these conversa- 






tions, I am convinced that the actual 
losses incurred are so small that we 
could not possibly justify the 
amount of participation we have had 
in the finance and insurance charges 
as a loss reserve alone. 
“Non-Recourse — Certainly there 
is no chance for us to make a 
case on non-recourse paper. I have 
long been of the opinion that we are 
not entitled to a participation on 
non-recourse business. 4 
“I do not mean to imply by this 
that in no case is the dealer entitled 
to a proper participation in the total 
finance charges. He is surely en- 
titled to a reasonable commission 
and service charge—the commission 
for channeling the business to a 
particular company, and the service 
charge for preparation of the agree- 
ments, credit reports, notes, and 
other documents necessary to a 
time-sale transaction. dak 
“The amount of this commission 
should in no case be less than what 
it would cost the time sales com- 
pany to procure the business direct 
from the customer through adver- 
tising and other means. : 
“Recourse—On recourse business, 
the dealer should receive the same 
commission and service charge as I 
have just outlined, and in addition, 
a percentage participation shown by 
actual experience to be sufficient to 


cover actual losses. 
* * ed 


Two Steps 


Are Suggested 
“ E of PAA have always called 
the shots as we see them. 
Some factories, and some dealers, 
have accused us of being radical— 
communistic—and we have some- 
times been labeled as an organiza- 
tion too liberal in its thinking, but 
no one can ever point their finger at 
us and say that we have failed to 
adopt or endorse programs which, 
from a long range viewpoint, are in 
the dealers’ interest. 

“What I am about to submit for 
your consideration may at first 
sound somewhat revolutionary, but 
I ask that you give sober considera- 
tion (as I have) to this problem, be- 
, fore it is discarded. 

' “THE FIRST STEP in any pro- 
gram to try to retain any share 








Wien NEW CARS START ROLLING 


off assembly lines again, more new customers-with- 
cash than ever before will line up in dealers’ show- 


rooms. 


But automobile sales strategists warn dealers not 
to take their eyes off the ball—not to forget the 
need for selling their old ESTABLISHED customers 
first. For these continuing customers—the people 
who have the habit of trading in their 1-, or 2-, or 
3-year-old cars for new cars—will be able to buy 
new cars even when wartime money is only amemory. 


Way back in the worst years of the Big Depres- 
sion, the automotive industry found out that the 
best way to reach these best customers is through 
the pages of Time. Yes—when money became tight 





and sales hard to get, TimeE’s passenger car adver- 


tising bounded up 218%! 


Today, TIME offers a market of more than a million families— 
a market in which every 100 families own an average of 107 
cars (of all makes)—a market which buys 80% of its cars 
brand-new. In short, TIME readers are a solid market, a big 


market... 


And the best way to reach these best customers is through 
the magazine they like best—through TIME. For they prefer 
TIME 7 to 1 over any other magazine they read. 


TOPS WITH TOMORROW’S TOP CUSTOMERS, TOO! 
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x => DEAR BUICK: I guess you wrote this “Leading Citizen” 
headline especially for TIME. For when more than 140 groups 
of top people were recently queried about their magazine reading 
habits, all of them voted “TIME is our first choice magazine!” 
- « » including: the First Citizens of Boston, Cleveland, Dallas; 





ILMEL, 


of Des Moines, Milwaukee, Philadelphia; of San F rancisco, Los 
Angeles, St. Louis . . . top U. S. architects, doctors, business 
men ... key executives in Washington, State Legislators, Editor 
of leading U. S. papers, Radio Commentators... and key automo. 


bile dealers from coast to coast. 
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Just Among Dealers... 


(Continued from Page 8) 


baker), Thief River Falls, Minn.— 
Dec. 19, 1886, in Crookston, Minn. 

WALTER DUCKWALL (Stude- 
baker), Anderson, Ind.—Dec. 20, 
1881, in Noblesville, Ind. 

D. B. McPHERSON (Dodge-Plym- 
outh), Clinton, Ia.—Dec. 20, 1897, in 
Toledo, Ia. 

CARL E. DANNER (Buick), Ma- 
rion, O.—Dec. 20, 1890, in Marion, 

H. E. BEST (Studebaker), Dover, 
Del.—Dec. 21, 1905, in Philadelphia. 

GLEN C. STATER (Hudson), San 
Francisco—Dec. 23, 1898, in Port- 
land, Ore. 

EDWARD G. FITZ HENRY (Cad- 
illac-Chevrolet), Worcester, Mass.— 
Dec. 26, 1892, in Medford, Mass. 

WM. STERLING EDWARDS, JR. 
(Chevrolet), Birmingham, Ala.— 
Dec, 26, 1890, in Gadsden, Ala. 


RALPH D. JONES (Chrysler- 
Plymouth), Springfield, Mass.—Dec. 
26, 1892, in Gardner, Mass. 

HAROLD PREHN (Dodge-Plym- 
outh), Springfield, Ill—Dec. 239, 
1901, in Webster Groves, Mo. 


JOHN RISCH (Oldsmobile), Se- 
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attle—Dec., 1894, in Scotland. 


B. J. SWANSON (Chevrolet), Fort 
Wayne, Ind.—in December of 1887 in 
Houlton, Wis. 


GLENN A. SCOTT (Oldsmobile), 
Marion, Ind., was born in College 
Corner, O., on Apr. 27, 1887. He 
started as a motorcycle dealer in 
1911 and as an automobile dealer in 
1919, and has continued to handle 
both lines of vehicles ever since. 
Back in the NRA days, when this 
writer was responsible for setting up 
a code committee in each county in 
the United States, he was thankful 
indeed when he could get acceptance 
and cooperation from outstanding 
dealers. Because he had known 
Glenn Scott for a good many years 
and our confidence in each other 
was mutual, Scott accepted the 
chairmanship for his county and it 
had one of the most satisfactory ex- 
periences enjoyed by any county 
under the code, I have always been 
interested in real oldtimers, because 
their long experience in business has 


made their judgments safe and 
sound and has built up many friend- 
ships through the years. 


1 want to relate a little of Scott’s 
history with which I am familiar, 
and hope that it will be regarded 
as a challenge to readers who may 
know of any dealer who has as 
long or as interesting a record in 
the automotive field, to let me 
know about it so that it can be 
given suitable recognition in this 
column. Here is the record, in- 
cluding some interesting side-ex- 
periences, but omitting the numer- 
ous civic and war activities in 
which Scott has taken a leading 
part: 

He has been honored with the 
presidency of his local dealer asso- 
ciation for seven years, and is a past 
state director both of the state asso- 
ciation and NADA. To the best of 
my knowledge he is the oldest mo- 
torcycle dealer as well as the oldest 
Oldsmobile dealer in the country and 
the only one, so far as I know, who 
has continuously sold both automo- 
biles and motorcycles. He has been 
in the same business in the same 
location for 33 years. He showed 
the rare good judgment during the 
“deep freeze” period of taking all the 
cars he could get; therefore was the 


Here’s why 


Ps 


only Marion dealer who had new 
cars to sell up until June, 1944. In 
1919 and 1920 he promoted the 200- 
mile International Motorcycle Cham- 
pionship Road Races that made his- 
tory in the city of Marion. In the 
fall of 1941 he had a yacht built in 
Baltimore and cruised it down the 
Atlantic Coast with three local busi- 
nessmen as the crew. He was one 
week enroute when the Pearl Har- 
bor news came and he sold his boat 
to the Coast Guard after reaching 
Miami. Last year he took another 
yacht with the same crew from Cin- 
cinnati down the Ohio and Missis- 
sippi rivers and across the Gulf to 
Miami. That he is still “up and at 
’em” is evidenced by the fact that he 
has recently signed a franchise to dis- 
tribute motor boats in several coun- 
ties, hoping thus to develop a profit- 
able and interesting sideline as soon 
as production is resumed. He has 
spent most of the past 15 winters in 
Florida and is hopeful of doing so 
again this winter. 
* * * 

CECIL L. SILLIMAN (Ford), 
Windom, Minn., was born in that 
town on Nov. 10, 1912, and has fol- 
lowed in the footsteps of his illus- 
trious father, William L. Silliman, 
now semi-retired, who started the 


bay 


in Washington 


HY is Tacoma Washington’s Second 
Market? What factors contribute to 
Tacoma-Pierce County’s second-place 
position in Washington State population, re- 
tail sales, effective buying income, bank debits 
and industrial payroll? 


There are several factors, of course. But most 


important is the fact that this is a region of 
diversified business and industry. 


An abundant supply of low-cost power has 
made Tacoma Pacific Coast center of the 
electro-chemical, electro-metallurgical indus- 
try. Tacoma produces a long list of forest 
products—lumber, plywood, doors, furniture. 
It is the largest flour milling center west of 
Minneapolis. . . a top-ranking import-export 
point . . . hub of a rich farming region. . . 
supply point for two of the nation’s most im- 
portant permanent military establishments. 


These are just highlights, of course. The point 
is that Tacoma is a solid, substantial market 
—a “must buy” in covering Washington! 


™News Tribune 


TACOMA, WASHINGTON 


Lorenzen & Thompson, Inc. 
National Representatives 


Ford dealership on the day of his 
son’s birth. Cecil has been con- 
stantly active in local civic and 
war work, and is now a director 
of the Minnesota Automobile 
Dealers Assn. Two brothers, who 
were also active in the dealership, 
have been in the armed forces 
since shortly after Pearl Harbor. 
* * * 


HAROLD W. GROB (Chevrolet-' 


Buick), Murphysboro, Ill., is a na- 
tive of Evansville, Ind., where he 
was born Sept. 12, 1908. He started 
in the business directly as a Chevro- 
let dealer in 1933. He has been active 
in local community affairs and dur- 
ing wartime has served as chairman 
of the salvage committee as well as 
of the local recruiting committee 
for the Ordnance Department Unit, 


and has participated in the War, 


Bond drives. His vocation and avo- 
cation are one and the same—the 
automobile business. 

* * f 


CLARENCE H. HOUSE (Oldsmo- 
bile), Birmingham, Ala., was born 
in Winder, Ga., on Jan. 3, 1909. He 
started in the retail automobile busi- 
ness in 1927 as an office manager, 
and later on for 10 years was a 
wholesale man for GMC, becoming a 
dealer in 1940. Last year he was 
president of the Birmingham Motor 
Trades Assn., and is now a director 
of the state association. There is a 
lot of romance in the automobile 
business, and House’s experience 
parallels that of many automobile 
dealers. Here’s how he tells it: 

“Having finished high school in 
1926, I was anxious to take a 
business course in higher account- 
ing in an effort to qualify as a 
certified public accountant. Dur- 
ing the early part of August of 
that year I completed all arrange- 
ments to take the course starting 
Sept. 1, 1926—except the financial 
arrangements, which I had no 
earthly idea how I would be able 
to handle. 


“In an effort to complete my 
financial arrangements on Aug. 
15, 1926, I started selling cars for 
a Ford dealer on a 5 percent com- 
mission basis, with the under- 
standing that I would have to 
leave in two weeks to attend 
school. At the end of two weeks, I 
had earned $525, which was more 
than the four other salemen in 
the dealership had earned com- 
bined, and was enough to pay my 
way through a six-month course 
at business college. 


“As soon as I completed the 
course, I did not stop until I had 
found a position in an automobile 
dealership, and since that date I 
have never lost faith in the auto- 
mobile business. I feel confident 
that had I not stumbled onto the 
idea of selling cars to help defray 
my expenses to business college 
I would today be doing public ac- 
counting work instead of having 
the exclusive Oldsmobile dealer- 
ship in Birmingham.” 

s* * 


J. LOUIS BOSSORT (Chevrolet), 
Pittsburgh, was born Jan. 11, 1888,in 
Latrobe, Pa. He started in the busi- 
ness in 1921 as a salesman, and in 
1929 took on the Chevrolet contract. 
He has been president of the Metro- 
politan Pittsburgh Chevrolet Deal- 
ers Assn., and has led a very active 
life, enjoying fishing, flowers and 
landscape gardening during his lei- 
sure hours. 

* * * 

W. FITZ HOYLE (Ford-Mer- 
cury-Lincoln), Lincolnton, N. C., 
was born in the town of Waco in 
the same state on Apr. 25, 1898. He 
started in the automobile business 
in 1914 in the service department 
of a dealership operated by his 
father, handling the Reo, Oakland 
and Chevrolet lines. Hoyle has 
been a director of the North Caro- 
lina Automobile Dealers Assn. for 
the past three years, and has just 
been elected for another three- 
year term. He is also com- 
mander of an American Legion 
Post, and captain of the 29th Com- 
pany of the North Carolina State 
Guard. Aside from these activi- 
ties, what time he can spare from 
the dealership, he likes to devote 
to farming. 


—JOHN O. MUNN. 
Buys Ark. Firm 


CAMDEN, Ark.—W. R. Atkins an- 
nounces here that he has purchased 
the interest of Jack M. Bowman 
the 77 Motor Co., Oldsmobile and 
GMC truck dealership here, and is 
now owner of the business. 


— 


—_ 
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Frustration ‘Limited’ 


Calif. High Court Rules U. S. Curbs No Grounds 
For Breaking Dealer’s Lease 


LOS ANGELES.—That the ap 
plication of commercial frustration 
in terminating a building lease has 
its limitations has just been de- 
creed by the State Supreme Court 
in affirming a judgment of a Los 
Angeles Superior Court. 

In the lower court it was held 
that William J. Murphy, Los An- 
geles automobile dealer, must meet 
the obligation of a lease entered 
into with Caroline A. Lloyd. 

Operating three automobile sales- 
rooms in downtown Los Angeles, 
Murphy repudiated his lease on one 
building on March 15, 1942, main- 
taining that government regula- 
tions establishing priorities on 
automobile sales affected his busi- 
ness. 

The opinion of the Supreme 
Court, in upholding the judgment 
of the lower court, said: 

“The principles of frustration 
have been repeatedly applied to 
leases by the courts of this state 
- -. and the question is whether 
the excuse of nonperformance is 
applicable under the facts of the 
present case. 

“Although the doctrine of frus- 
tration is akin to the doctrine of 
impossibility of performance, since 
both have developed from the com- 
mercial necessity of excusing per- 
formance in cases of extreme hard- 
ship, frustration is not a form of 
impossibility even under the mod- 
ern definition of that term, which 
includes not only cases of physical 
impossibility but also cases of ex- 
treme impracticability of perform- 
ance. 

“The doctrine of frustration has 
been limited to cases of extreme 
hardship so that businessmen, who 
must make their arrangements in 


Truck Firm Wins 


Interstate Spat 


Over Licenses 


ADEL, Ia.—In an opinion involv- 
ing the motor vehicle licensing 
reciprocity rights of out-of-state 
trucking firms, District Judge 
Norman R. Hays has ruled that 
the Denver-Chicago Truck Co., 
Inc., does not have to license its 
trucks in Iowa. 

Seven of the company’s drivers, 
crossing the state with war ma- 
terials, were arrested in Iowa last 
summer and charged with operat- 
ing a truck without proper registra- 
tion. 

The company contended that the 
trucks, licensed in Nebraska, are 
entitled to reciprocity rights since 
Nebraska allows passage of trucks 
bearing Iowa licenses. The state 
contended the company’s actual 
residence is in Denver, and that it 
had incorporated in Nebraska 
merely to obtain cheaper license 
plates. It was further argued the 
firm does business in Iowa by 
maintaining a depot at Cedar 
Rapids where repair work is done 
and drivers changed. It also con- 
tended the firm was not entitled to 
reciprocity between Iowa and Ne- 
braska because there is no like 
truck route from Iowa _ going 
through Nebraska. 

Judge Hays ruled, however, that 
reciprocity does exist between 
Iowa and Nebraska; that the com- 
pany is a legitimate Nebraska 
corporation and that the use of 
the Cedar Rapids depot to service 
the firm’s interstate trucks did not 
comprise use. for intrastate busi- 
ness purposes. 


Universal CIT Opens 


2 Branches in South 

NEW YORK.—Universal CIT 
Credit Corp. announces a new 
branch office has been opened in 
Jackson, Miss., under the direction 
of Frank H. Montgomery. The of- 
fice will serve 25 counties in Mis- 
sissippi Universal has also opened a 
branch office in Longview, Tex. 
Under the direction of Sidney E. 
McRoberts, the new office will 
serve six Texas counties. 


Joins Royal Motors 


VANCOUVER.—Hugh Bowen has 
acquired half interest in the business 
of Royal Motors, Kingsway, Port 
Alberni, B. C., joining in partnership 
with Mrs. Hillier. Bowen has been in 
the automobile repair business for 
many years, 
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advance, can reply with certainty 
on their contracts.” 

A particular point made by the 
high court was that at the time 
the lease was executed, the Na- 
tional Defense Act, authorizing 
the President to allocate mate- 
rials and mobilize industry for 
national defense, had been law 
for more than a year. 

“Conditions prevailing at the 
time the lease was executed, and 
the absence of any provision in the 
lease contracting against the effect 

of the war, gives rise to the infer- 
ence that the risk was assumed,” 
the opinion continued. 

“The sale of automobiles was 
not made impossible or illegal but 
merely restricted, and if govern- 
mental regulations do not entirely 
prohibit the business to be carried 
on in the leased premises but only 
limit or restrict it, thereby mak- 
ing it less profitable and more 
difficult to continue, the lease is 
not terminated or the lessee ex- 
cused from further performance. 


Alchemy in Wood 


New Du Pont Transmuter 
Dubbed ‘Arboneeld’ 


CHICAGO.—E. I. du Pont de 
Nemours & Co., recently announced 
that the chemical for treating 
wood by a new process—which 
virtually transmutes lumber into 
a new material—would be known 
as “Arboneeld.” 


Wood is transmuted by _ im- 
pregnating it with “Arboneeld” to 
impart to it entirely new proper- 
ties and characteristics, L. F. 
Livingston, manager of Du Pont’s 
extension division, said in an ad- 
dress before the Chicago Furniture 
Manufacturers Assn. 

The process, which was an- 
nounced last April, makes soft 
woods hard, hard woods harder, 
minimizes their tendency to swell, 
shrink, or warp and improves their 
durability and strength. It is the 
result of general long-range in- 
vestigations conducted over many 
years by the forest products 
laboratory of the United States 
Forest Service, Du Pont and other 
groups. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 
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Broader Jobless Coverage 


Urged by Md. 


BALTIMORE. — Broadening the 
coverage, and increasing and ex- 
tending the benefits of unemploy- 
ment compensation will be recom- 
mended to the 1945 Maryland Legis- 
lature by Gov. Herbert R. O’Conor. 

The governor’s plan would in- 
crease from $20 to $25 a week the 
maximum benefits and extend the 
benefit period from 23 to 26 weeks, 
putting Maryland at the top among 
the 48 states in the liberality of its 
unemployment compensation pay- 
ments. 


Coverage would be broadened to} 


include employers of one or more 
persons, instead of four or more as 
at present. It has been estimated 
this would affect an additional 2,500 
small employers and add 60,000 per- 
sons to the list of eligibles for un- 
employment compensation. Approxi- 
mately 750,000 persons are now cov- 
ered in Maryland. 

In announcing his plan, Gov. 
O’Conor also said he would consider 
a proposal to extend the merit rat- 
ing form of establishing the amount 
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HE sales route to the family garage is 


through the living room, That’s the first 


lap to practically all new car sales. That’s 


where the auto-buying families discuss, 


weigh, study — and become pre-sold on a 


favorite. ... In Milwaukee you can steer 


your new 194X models into 9 out of every 10 
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Governor 


| of unemployment tax paid by em- 
| ployers to small employers with 
| favorable employment records. 
His proposa! for increasing the 
maximum benefit amount to $25, the 
| governor indicated, would be con- 
tingent upon amendment of the GI 
bill to permit payment of that 
| amount to returning soldiers. 


Dealer Rebuilds 
Following Fire 


GLENDALE, Ariz.—(UTPS)—a 

new fireproof plant containing 
12,000 feet of floor space with new 
equipment has been completed 
here by the Sands Motor Co. 
(Chevrolet), taking the place of 
the firm’s former building de- 
stroyed by fire last June. 


Erects New Building 


LOUISVILLE.—Broadway Chevrolet 
Co. has erected a new one-floor service 
— covering property 140 x 180 
eet. 


living rooms in the pages of The Milwaukee 


Journal. This newspaper is carrier deliv- 


ered to five times as many homes in the 


metropolitan area as any other newspaper. 


Reaches eight times as 


many families in 


the area as any magazine, or more than any 


dozen magazines combined! 


THE MILWAUKEE JOURNAL 


National Representatives, O’Mara & Ormsbee,Inc., New York, Chicago, Detroit, Los Angeles, San Francisco 
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Latexed Steeri 


Wheels Foreseen 


NEW YORK.—Postwar demands 
for synthetic latex coated metals will 
increase in volume as civilian manu- 
facturing is resumed, if the trend 
indicated by the present demand 
continues, according to U. S. Rubber 
Co. 

This method of insulating and 
coating metals of intricate shapes 
without the use of molds and dies, 
was developed by U. S. Rubber prior 
to the war. It was adopted to elimi- 
nate the effects of abrasion and rust 
as well as acid and alkali corrosion. 
It also provides a cushioned and non- 
slip surface for hard metal. Its use 
in war industries has accounted for 
increased production of many neces- 
sary materials. This method of metal 
protection has made possible re- 
placement of valuable machine parts 
no longer available. Without it much 
of the machinery used in the manu- 
facture of vital materials would have 
been rendered useless. 

Applications of latex to metal have 
been applied to filter-press plates, 
rayon mass tubes, airplane and auto 
steering wheels, marine lamp guards, 
submarine and naval equipment, 
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AN INTERMOUNTAIN Lines 1946 Chevrolet bus, driven 650,000 miles in 
eight years, has outlived five motors and recently had its length increased 
by six feet when rebuilt by Torgerson Brothers Co., Anaconda (Mont.) 
Chevrolet dealer. Accommodating 11 passengers and weighing 4,750 pounds, 
the bus now carries military and civilian personnel on the Kalispell-Polson, 
Mont. run, in the Flathead Lake country. 


perforated plates for airplane cool- 
ing systems, grab rails, nuts, bolts 
and hundreds of other items. 

In addition to the resistance which 
this rubber coating gives against 
corrosive elements, it has been in- 
valuable wherever the possibility of 
static or spark would cause either 
explosion, fire or shock. 


Trevor Appointed 


VANCOUVER. —J. C. W. Trevor 
formerly head of the traffic depart- 
ment of Smith, Davidson & Wright, 
Ltd., Vancouver, has been namea 
regional truck controller for the 
British Columbia district. He has been 
assistant in the truck control office 
since March, 1943. Trevor succeeds 
E. V. Ablett, who has taken over the 
position of oil controller. 
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Rubber Takes Wing 


Goodyear Rises to Emergency in Meeting Demands } 


From Captured 


European Plant 


WASHINGTON. — A_ dramatic | office, and Capt. Baxter Wood, of 


sidelight on the close ties and 
swiftly coordinated movements on 
the European front and in Ameri- 
can factories was revealed here last 


Washington, the materials, care- 
fully boxed and wrapped, were in 
ucks headed for the Cleveland 
irport where planes were waiting. 


week by executives of Goodyear|The shipment was flown to the 


Tire & Rubber Co. 

With the capture of a certain 
city in Belgium, an undamaged tire 
plant fell into the hands of the 
American forces. Tires and recaps 
for the offensive were vitally need- 
ed. Precious time would be saved 
by bringing this plant into produc- 
tion. 

This word was flashed back from 
the front to Army Ordnance in 
Washington. Immediately needed 
was a four-ton shipment of synthe- 
tic rubber, tire fabric, compounding 
chemicals and solvents so that new 
tires could go into production and 
damaged tires be recapped. 

Within six hours after the needs 
were outlined to Goodyear execu- 
tives in Akron by Maj. R. E. Bol- 
ton, of Detroit’s Army Ordnance 


The Caspar Milquetoasts of 1918 were much too timid to 
open the kitchen door to the first electric refrigerators. 


It took a pioneer spirit to believe in a 4% horse-power 


contraption that made as much noise as a platoon of army 


mules...and merely succeeded in producing a faint chill. 


But those early refrigerators found a home. They were bought 


with enthusiasm by the people who pioneer new products... 
who bridge the gap between the laboratory and public 

acceptance. This is the group that HOUSE & GARDEN calls the 
“entering-wedge market’: It is made up of HOUSE & GARDEN 


readers ...wide-awake people who have always 


bought new things first. They are America’s most 


responsive market and your most dependable customers. 


Sell America’s entering-wedge market...with 


House « Garden 


In 1918 when electrical refrigeration was still a novelty... 
HOUSE & GARDEN was telling its readers about the new electric 


ice-box. When civilian production booms again, the “enter- 


ing-wedge market” will look for the facts about your product 


in the pages of HOUSE & GARDEN. 


THE CONDE NAST PUBLICATIONS INC., 420 LEXINGTON AVENUE, NEW YORK 17 


eastern seaboard, immediately 
transferred to Army _ transport 
planes and flown directly to Bel- 
gium in a matter of hours. 


Following closely on the heels of 
this first shipment went a second 
from Goodyear of 10 carloads of 
tire material by fast train and fast 
ship. Following normal procedure; 
shipments of this kind would re- 
quire at least 30 days for confirma- 
tion, assembling and shipping. 


Ala. Truckers 
Reelect Cole 


to Presidency 


BIRMINGHAM, Ala.—Jack B. 
Cole jr., Birmingham, has been re- 
elected president of the Motor Ve- 
hicle Assn. of Alabama, and R. J. 
Goode, Birmingham, was reelected 
executive vice president at a 
meeting in Birmingham last week. 


Ted V. Rodgers, president, Ameri- 
can Trucking Assns., addressed the 
gathering, declaring that “despite 
rising costs of operation, state size 
and weight limitations, and short- 
ages of equipment, manpower and 
tires, the motor carriers are turning 
in a magnificent performance.” 


He asserted that the trucking in- 
dustry is anticipating an increased 
need for drivers, freight handlers, 
typists, salesmen, accountants, sta- 
tisticians, dispatchers and other 
skilled and unskilled workers dur- 
ing the postwar period. 


In speaking of improvements 
which the truckers may expect after 
the war, Rodgers pointed to trucks 
made of lighter alloys, better brak- 
ing facilities, air-conditioned ve- 
hicles, two-way shortwave radios, 
centrally located truck terminals for 
large cities, and new superhighways. 

“Trucks are definitely assured of 
an important volume of postwar 
freight,” he said. 


Welsch Promoted 


By Stinson 


SAN DIEGO, Calif.— Appoint- 
ment of James C. Welsch as pri- 
vate sales director for the Stinson 
Division of Consolidated Vultee 
Aircraft Corp. was announced by 
F. A. Learman, general sales man- 
ager. 

Welsch, a veteran of 20 vears in 
aviation, joined Stinson in 1938, as 
eastern sales manager with head- 
quarters in New York. When the 
United States entered the war he 
went to England for two years as 
pilot-engineer with the Eighth 
Army Air Force and the Royal Air 
Force. He returned in June, 1943, 
and was assigned to the economic 
research department at Consoli- 
dated Vultee’s San Diego division. 
He entered aviation in 1924 and 
toured the nation as a barnstormer. 


Boate, Traffic Expert, 


Given New Post 
HARRISBURG, Pa.—Capt. Thom- 
as N. Boate, chief of the Traffic 
Division, Pennsylvania State Police, 
has been appointed director of the 
Special Service Division, National 
Conservation Bureau, accident 
prevention organization of the 
Assn. of Casualty and Insurance 
Executives. Boate, a national au- 
thority on traffic regulation and 
control, will assume his new duties 
Nov. 1, succeeding John J. Hall. 


Boate’s job will be to cooperate 
with federal, state and municipal 
Officials and various agencies for 
the improvement of traffic safety 
legislation and its observance, im- 
provement of driver skills through 
driver education, and the advance- 
ment of other safety activities. 


“WE HAVE YOUR CARD concerning 
ad which we ran in Automotive 
News recently for some Berloy steel 
bins. This is to advise that your 
Dealer Want Ad Department was 
very helpful to us as we secured 
the desired bins through an answer 
to our ad.”—The Marksheffel Motor 
Company (Dodge-Plymouth), Colo- 
rado Springs, Colo. 

Be Want Ad Dept., inside back cover 
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Truckers Watch with Interest... 
Rennes ee ee 


State Taxes on Aviation 


~ Loom as Major Issue 


NEW YORK.—State taxation and 
regulation of aviation will be issues 
in many of the legislative sessions 
scheduled in some 45 states next 
year, with airport development pro- 
posals also to be widely considered. 

How far the states will go, an 
analysis of the situation indicates, 
will depend very largely on what 
action, if any, is taken by Con- 
gress. Awaited by the federal 
solons at this writing was a report 
from the Civil Aeronautics Board 
which may pave the way for fed- 
eral legislation to free interstate 
commercial airlines from the 
threat of onerous multiple taxa- 
tion by the states. Speaking at the 
recent National Aviation Clinic in 

Oklahoma City, CAB Member 

Oswald Ryan predicted the report 

would enable Congress “to deal 

effectively with the problem.” 

Such a result would be welcomed 
not only by airlines but all inter- 
state industries, which in varying 
degrees are threatened similarly by 
the problem of burdensome state 
taxation. Congress called for the 
CAB study after the Supreme Court, 
ruling last May in a Minnesota case, 
held, without closing the door to 
additional taxation by other states, 
that the home state of an airline has 
the right to tax its property which 
does not remain continuously out of 
the state during the tax year. While 
this case directly involved the avia- 
tion industry, the issues were of a 
general character, as in a number 
of other cases in which the highest 
tribunal has shown a recent ten- 
dency to broaden the power of the 
states to tax interstate business. 

Congress Has Power 

Significantly indicating that Con- 
gress has the power to curb this 
trend, Justice Black, in a concur- 
ring opinion in the Minnesota case, 
declared: “The differing views of 
members of the court in this and 
related cases illustrate the difficul- 
ties inherent in the judicial formula- 
tion of general rules to meet the 
national problems arising from state 
taxation which bears in incidence 
upon interstate commerce. These 
problems, it seems to me, call for 
congressional investigation, consid- 
eration and action.” 

Pending such congressional ac- 
tion as suggested by Justice Black 
and which Congress had in mind 
when it called for the CAB study 
of the problem as it applies to the 
aviation industry, state and local 
lawmakers and revenue officials 
will show increasing interest in 
the application of new and exist- 
ing taxes to interstate air com- 
merce. 

And, even if restricted by Congress, 
the states will continue to look into 
the revenue possibilities left open to 
them. Action by the states and lo- 
calities, however, will be tempered, 
at least in the immediate future, by 
a desire to make themselves attrac- 
tive spots for air commerce routes. 


Meanwhile, attention attracted by 
the threat of throttling state taxes 
on interstate commercial aviation 
has tended to obscure the possibility 
that high state levies also may im- 
pede the growth of private flying, on 
which large-scale postwar aircraft 
manufacturing operations so largely 
depend. Because of its past com- 
paratively meager revenue poten- 
tialities the states have not hereto- 
fore given much serious considera- 
tion to such taxation. But with rapid 
development of private flying now 
looming, state legislatures, con- 
fronted with heavy postwar revenue 
demands, will take up the issue in 
many instances next year. 

Likely to receive broad considera- 
tion by 1945 state legislatures will be 
proposals to tax aviation fuel, which 
is currently exempt from taxation in 
about two-thirds of the states. While 
there have been recommendations 
that aviation fuel taxation be left 
exclusively to the federal govern- 
ment, there is no immediate pros-| 
pect this will be done. Measures 
providing for registration fees for 
aircraft also may be proposed in 
many states. Together with airport 
fees and various other burdens, 
such state tax action may in the long 


Indicating that the public is cur- 
rently willing to go along with such 
taxes was the fact that although 
every other major new or additional 
state tax proposal voted upon in 
various states at the recent election 
met with defeat, Minnesota voters 
gave a heavy majority in favor of a 
state constitutional amendment au- 
thorizing the state to spend money 


run make private flying less attrac- | for airport and airway development 


tive. 
Opposition Weak 


From the political viewpoint, state 
aviation tax proposals will not be 
too difficult to enact since there is 
not as yet any large group of pri- 
vate fliers to oppose them. Where 
they are advanced on the premise 
of being needed to develop airport 
and other flying facilities, they will 
not look unattractive. 


FIRE-FIGHTING 
DITCH-DIGGING 
“TANK DOZER’ 
works and fights 




























































































































and permitting the state legislature 
to tax aviation gasoline and to 
license airplanes much as motor ve- 
hicles are now licensed. 


Until Congress moves to re- 
strict the limits to which the 
states may go in regulating avia- 
tion, hope of averting state regu- 
latory barriers, which might 
snarl postwar flying hopes with 
red tape barrage balloons, lies 















primarily in a movement within 

the states toward uniform state 

laws. 

Meeting recently in Oklahoma 
City, the National Assn. of State 
Aviation Officials got together on a 
program asserting that establish- 
ment of standards of competence for 
fliers and certification of aircraft 
were functions of the federal gov- 
ernment and that the states’ respon- 
sibility was merely to assist in the 
enforcement of federal regulations. 
Uniform state statutes proposed by 
the association include a measure 
providing for the creation of state 
regulatory bodies and defining the 
spheres in which they will operate. 
Also included is a proposed uniform 
zoning law applicable to property 
around airports. 

Past performance in other fields 
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has indicated, however, that efforts 
to avert or remove state barriers by 
voluntary unified action of state 
legislatures is a slow and uncertain 
process. For example, the trucking 
industry is still enmeshed in a maze 
of conflicting state regulatory and 
tax laws after years of effort to 
bring about some semblance of uni- 
formity. 

As in the case of taxation and 
regulation, state legislative con- 
sideration of airport development 
proposal may be affected by con- 
rressional action. Currently be- 
fore Congress are far-reaching 
proposals for federal appropria- 
tions for airports which would be 
apportioned in much the same 
manner that federal-aid highway 
funds are now distributed. 
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Aluminum Co. 
Promotes Three 


PITTSBURGH—Sales Engineer- 
ing and Development Division ac- 
tivities of Aluminum Co. of Amer- 
ica, are being expanded with the 
appointment of three men to head 
special activities. Frank Jardine, 
who has been in charge of develop- 
ment work in Cleveland, has been 
given the title of Manager of De- 
velopment _ Division, Cleveland 
branch. John R. Willard, has been 
placed in charge of the Sales De- 
velopment Division at New Ken- 
sington, Pa., and B. J. Fletcher ap- 
pointed chief engineer of the New 
Kensington branch. 

Engineering Sales Development 
activities of these two groups at 
Cleveland and New Kensington, 
Pa. are nation-wide in character. 
Jardine and his corps of engineers 
will give special emphasis to the 
automotive and general internal 
combustion engine field. Willard 
and Fletcher, with their associate 
engineers, will assist users of al- 
uminum in many fields, such as 
petroleum, refrigeration, textile, 
packaging, printing, marine engin- 
eering, as well as in special struc- 
tural applications and general en- 
gineering problems. 
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Deficiency Law Clarified 


“Who owes who, Boss? 


All week I’ve been 


working for YOU on MY car!” 


All three men are Alcoa veterans. 
Willard has been with Alcoa for 
the past 18 years and spent 15 of 
these years in sales development 
work. Fletcher likewise has been 


with Alcoa for 18 years, 14 of 
which have been spent in develop- 
ment work. Jardine is a member of 
Alcoa’s 25-Year Club, joining the 
company in 1918. 


Vint-size husky 


This is a story about “Boy Meets Gear.” into trucks for heavy overloads and 


extra duty. 


Los Angeles Court 


Rules Fair Value 


Must Be Obtained on Repossessed Car 


LOS ANGELES.—A fair market 
value for automobiles repossessed 
and resold must be obtained by 
dealers and the balance applied to 
the former owner’s account, the 
Appellate Department of the Los 
Angeles Superior Court has ruled 
in clarifying the deficiency law. 
The court held that unless a fair 
market value is obtained the dealer 
must give a sound explanation. 
At the same time, the appeal court 
held that any repairs made to the 
automobile must be shown to be 
necessary. 


Such were the conclusions in a 
memorandum opinion made by the: 
Appellate Court in an _ appeal. 
brought by a defendant following! 
a decision against him in the case' 
of Bert F. McManus, doing busi- | 
ness as the Mutual Credit Bureau, | 
plaintiff, and respondent _vs.; 
Arturo Valdez, defendant and 
appellant. The appeal court re-; 
versed the lower court. 

The opinion says: 

“A seller under a_ conditional | 


Andies wherever they need to go. 


sale who has retaken the property 
sold and proposes to resell it and 
then sue the buyer for the balance 
due on the contract price after 
crediting the amount obtained on 
such resale, must deal fairly and 
justly with the original buyer in 
making the resale ... This re- 
quires of him that he use ordinary 
care to obtain on the resale the 
best price reasonable under the 
circumstances of the case (Gen- 
eral Motors v. Dickinson, supra). 
He is not required in all cases to 
obtain the market value, but if he 
fails to do so some explanation of 
the preventing circumstances 
should be forthcoming. His duty 
is expressed in the complaint here 
by the allegations that the price 
obtained on the resale was ‘fair 
and just,’ which, though brief, can 
be construed to include the factors 
above stated. 

“However, this is the ultimate 
fact to be determined in the case 
and in the absence of some special 
circumstances it is not proper for 
even an expert witness to give his 
Opinion on such a matter 
It was error, therefore, to permit 
plaintiff's witness, who qualified as 
an expert on the value of auto- 
mobiles, to answer the question 
‘was the price, $40, a fair, just 
and reasonable price for said 
automobile ?’ 

“The answer to this question is 
to be found by the court or jury 
after consideration of the market 
value, the state of the market, the 
availability of purchasers, the 
efforts made by the seller to obtain 
a@ purchaser, and perhaps other 
matters. There being no evidence 


It began in 1934, when Little Andy there 
was building up muscle he now needs at 
the wheel of an armored truck. And at 
General Motors, men were working on a 
special little gear that turned out to be 
one of Andy’s best friends when war’s 
pinch came. Let’s see what happens. 


* * * 

‘> years ago General Motors engi- 
neers were working over a new rear- 
axle gear that was lighter, stronger — 
and lower than they had ever used be- 
fore. Its first purpose was to give your 
car a flat floor board, a smarter design, 
and lower over-all height. 


It was called the hypoid gear and it 
did its job well. But it also proved so 
tremendously strong that it graduated 


RY COMPLETE — 
Buy More War Bonds _ ' 


When war struck, the hypoid gear 
answered the same bugle calls a grown- 
up Andy did. Because it proved so 
sturdy in hard use, government engi- 
neers wrote it into many of their specifi- 
cations for trucks and military vehicles. 


So when war pictures show General 
Motors trucks climbing in and out of 
shell holes, clawing up frightening 
grades, scrambling through sand banks 
and mud holes—thank a little 
driving gear about the size of 
an apple. It takes all the power 
those big engines can put out 
and sends it into the wheels 
that have taken millions of 


CHEVROLET e 
CADILLAC e¢ 


Here’s one of many such examples of 
American ingenuity that flowered in in- 
dustry because, in our country, men are 
rewarded for handling the tough jobs. 


This idea helped put our country at 
the top in conveniences and human 
comforts. It has proved superior to 
every other system in wartime. And 
it holds the certain promise of more 
and better things for more people in 
the new world that lies ahead. 


GENERAL Motors 


“VICTORY IS OUR BUSINESS” 


PONTIAC « OLDSMOBILE ¢ BUICK 
BODY BY FISHER °¢ FRIGIDAIRE 
GMC TRUCK AND COACH 


Every Sunday Afternoon 


GENERAL MOTORS SYMPHONY OF THE AIR 


NBC Network 


here on which to base a finding in 
plaintiffs’ favor on this issue other 
than the answer to this question 
the error was obviously prejudicial. 

“The evidence in the record in- 
dicates that the automobile was re- 
sold for less than its market value. 
The lowest market value fixed by 
plaintiff's expert witness for auto- 
mobiles of the type of that in ques- 
tion was $10 more than the price 
for which the plaintiff resold the 
car. Some explanation of plain- 
tiff’s failure to obtain this value 
}should have been given, but none 
appears. 

“Before plaintiff can be allowed 
a deduction of the cost of repairs 
from the resale price, some show- 
ing of the necessity and nature of 
such repairs and the reasonable- 
ness of the charge therefore should 
be made. No such showing ap- 
pears here, but since the bill of 
exceptions contains no specifica- 
tions of the insufficiency of the 
evidence on this point, we do not 
make it a ground of our decision. 

“The judgment is reversed and 
the cause is remanded to the 
Municipal Court for a new trial, 
appellant to recover his costs of 
appeal.” 


Ford Gets Order 
For Tank Motors 


DEARBORN.—A new contract 
for $28,000,000 worth of tank en- 
gines has been awarded to the 
Ford Motor Co., the Ford News 
Bureau and Army Ordnance De- 
partment announced Saturday. 

The contract was given to the 
company soon after its 15,000th 
tank engine came off the assembly 
lines at the Lincoln plant. The 
new contract calls for an increase 
in production of standard engines 
which the company has been mak- 
ing for more than two years, and 
includes the company’s first large 
order for a new tank engine. 


Gracious Dealer 
White Bows Out to Help 
a Navy Man 

CONCORD, N. H.—(UTPS)—Vir- 
gil D. White, pioneer Ford dealer in 
Ossipee, has a nice sense for the 
gracious touch. 

White resigned as a major on the 
staff of Gov. Robert O. Blood, so 
that Horace Blood, twenty-one-year- 
old Navy medical student, might 
serve as honorary major for the last 
six weeks of his father’s term. 

White is also state motor vehicle 
commissioner. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 
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Backshop 


New Clover 
Booster Talk 


Ford Cancels 


By 
Jack Weed 


Peo E STOEL 


HE more I get around the coun- 
try talking with jobbers, dealers, 
manufacturers of replacement parts 
and shop equipment, the more I am 
convinced that postwar will find 
thousands of automotive outlets 
playing in the other fellow’s back- 
yard—and the more convinced I am 
that many are going to be badly 
hurt. 

You and I know that a large pro- 
portion of the franchised car and 
truck dealers are going to greatly 
expand their service facilities. Be- 
cause they have had three years of 
experience in service management, 
hey have finally decided to keep 
what is rightfully theirs—the main- 
tenance work and profits on the ve- 
icles they sell. 

In expanding their facilities for 
greater service, the franchised 
dealer is not endeavoring to break 
a fence down in an attempt to reach 
he grass in the other fellow’s pas- 
ure—the dealer has merely learned 
that the sweet clover he has been 
spurning—or neglecting—all these 
years will put fat on his bones just 
as well as alfalfa or timothy. 

* * 


Fifty-eight percent of the fran- 
chised dealers have always fed fairly 
well on this service clover because 
they didn’t sell cars enough any one 
year to get into the high profit class. 

ow 71 percent of the other dealers 
—the boys who represent the volume 
sale—are making plans to get into 
the same clover patch in a larger 
way because they can see that it 

ill make them independent of bad 
vehicle years, of spotty sales peaks, 
and of the cancellation-of-contract- 

ear that has been a bogeyman to 
many. On my slide rule that adds up 
o about 88 percent of all dealers 
eading for the king’s seat, where 
they will always be able to pay their 
overhead out of their service shop 
profits. 

A shallow survey of jobbers’ post- 

ar intentions seems to indicate 
that approximately the same per- 
centage of jobbers are already plan- 
ning to increase their service fa- 
cilities, with the emphasis on the 
enlargement of their machine shops 
and the addition of larger shop 
equipment lines. 

This does not necessarily mean 
that the jobbers and the dealers are 
going into competition with each 
other—for one offers a wholesale 
and the other a retail service. 

* * * 

Last week in Philadelphia I had 
the pleasure of talking to the live 
Boosters Club of that city—there 
were a goodly number of jobbers in 
the audience—Mike Shapiro said it 

as the largest gathering they had 
ever had. Many of them came up to 
me after I had gotten through with 
my song-and-dance and talked about 
their own plans for postwar. These 

en were all alert to the determina- 
tion of the aggressive dealers in 
their communities to capture and 


(See BACKSHOP, Page 64, Col. 1) 


In This Seetion 


How to Behire Vets 
Fair Trade Laws 
New Products 


regular 
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Vonthly 


and Lubricating 


Expanded Output, 


Outlets Point Up 


Service Battle 


Over Half of Vehicles 
Will Be Lacking 
‘Pride-of-Ownership’ 


DETROIT.—Since approxi- 
mately 50.6 percent of all the 
cars and 51 percent of all the 
trucks—or 14,190,000 vehicles 


—are now over seven years old 
and will be nine to ten years old be- 
fore they can be replaced with new, 
the service market for several years 
after the cessation of hostilities can- 
not help but be a volume business. 

If the nation were to go into post- 
war with the same number of car 
and truck dealers, the same number 
of independents, filling stations and 
super-stations and the same number 

of jobbers and distributors it had in 
prewar, there could be no question 
but what every one in the vehicle 
maintenance field would show hand- 
some profits. However, indications 
already point to this not being the 
case. 

Replacement parts manufactur- 
ers and maintenance supply pur- 
veyors have had to greatly in- 
crease their manufacturing capac- 
ity to meet the demands of war 
and will be very reticent to drop 
back to a pre-war production un- 
til they have at least tried to sell 
their plant output on the open 
market. 

Since America already has had 
at least a five million vehicle mor- 
tality since Pearl Harbor and will 
continue to lose vehicles to the auto- 
motive graveyard until vehicle pro- 
duction again resumes on a volume 
basis, there naturally won’t be as 
many cars and trucks to service 
as there was when production 
ceased. 

Of course the older cars will need 
more servicing to keep them up to 
an efficient operating standard, but 
no one yet has devised a certain 
criterion or basis of finding out if 
these owners will try to keep these 
older cars in first class running 
order until they can be replaced 
with better vehicles. 

Cars under seven years old, which 
should represent about one-half of 
the cars still on the road, no doubt 
will be kept in good shape by their 
owners. Millions of these cars, how- 
ever, have been under wraps with A 
gasoline rations and one good thor- 
ough overhauling job will take care 
of most of their major servicing for 
two or three years. 

By that time most of these own- 
ers will be thinking in terms of a 
new super-dooper car—the car of 
new lines and with the improve- 
ments that war progress and de- 
velopment has brought into being. 

(Continued on Page 65, Col. 3) 


Mindhuntes ? 


Burkett Brings Home 
‘Bacon’ from Army 


HOUSTON.—Dealers who have 
been looking to veterans returning 
from the armed forces to bolster 
their staffs of mechanics might con- 
sider the case of Harry J. Burkett, 
who has returned to the auto busi- 
ness as downtown Dodge-Plymouth 
dealer. 

Burkett brought with him from 
his service as a civilian industrial 
consultant to the chief of ordnance 
several top-notch mechanics. When 
he entered service, 107 auto men 
went with him and it was from 
these that he recruited his force as 
they completed their assignments. 

He has renovated a spacious build- 
ing in Houston, according to John 
G. Graham, Dallas regional man- 
ager for Dodge. 
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National Brake-Test Drive 
Set to Halt Accident Rise 


Tue Wuite House 
WASHINGTON 


Dear General Draper: 


November 27, 1944 


I think we all are deeply concerned about the traffic accident 
losses which, in claiming lives and limbs and reducing production, 


are seriouslyfhampering the war effort. 


Law enforcement men of 


America have done their best in holding the line against traffic 


accidents. 


The odds against them have been great. 


Our cars are growing older and more susceptible to breakdown. 
Our tires are — away even under the restrictions on driving. 
e 


Because of wartime mands for men, 


materials and machines, many 


highways have become ill-fitted for the traffic. 


In these circumstances, 


therefore, 
President of the International Association of Chi 


may I prea that you, as 
e 


s of Police, 


mobilize the law enforcement agencies of the United States for a 
concerted attack on this fearful threat to our people and to our 


war effort. 


Very sincerely yours, 


Dect alla 


General D. C. Draper, 

President, 

International Association of 
Chiefs of Police, 

918 F Street, N. W. 

Washington, D. C. 


I cae 


Delaware Cracking Down 
On Defective Autos 


WILMINGTON, Del.—Delaware’s 
police superintendent, Paul W. 
Haviland, has announced that mo- 
tor vehicles found with defective 
equipment by state troopers will be 
required to be tested at inspection 
lanes of the State Motor Vehicle De- 
partment and necessary adjust- 
ments made before the vehicle may 
legally operate again. 

Haviland said the new policy was 
adopted in cooperation with the Mo- 
tor Vehicle division in view of rap- 
idly mounting accident figures, 


Cadillac Given Okay 


On Body Parts Output 

DETROIT.—WPB last week 
gave permission to Cadillac to 
build small miscellaneous body 
parts, such as brackets, as soon 
in 1945 as the company is able to 
procure the material and find 
the manpower. 

The brackets, while “non-func- 
tional,” are badly needed through- 
out the nation to fasten function- 
al parts such as fenders and run- 
ning boards to 1938-40 Cadillac 
bodies. 


despite increased arrests and repri- 
mands. The accident rate has in- 
creased 18 percnt on Delaware 
highways, outside Wilmington, this 
year. Arrests have increased 35 per- 
cent, while reprimands show a 98 
percent rise. 

Motor Vehicle department offi- 
cials predicted the checking of ve- 
hicles probably would result in the 
disappearance of many “jalopies” 
from the highways. 

Delaware state troopers finding 
mechanically defective vehicles will 
issue an order to the driver in dupli- 
cate, with the driver required to 
sign a copy and retain the other. 
Within five days the vehicle must 
be taken to one of the three inspec- 


tion lanes in the state and necessary 
repairs or adjustments made. Fail- 
ure to report at the lane within the 
specified period will result in can- 
cellation of the vehicle’s registra- 
tion. 

Irrespective of the initial defect 
prompting an inspection order, once 
vehicles are called up for inspection 
they will have to pass all phases of 
the examination. “Spot checks” also 
will be made of vehicles by troopers 
on the highways. Vehicles ordered 
inspected must have operating 
lights, windshield wipers, safe tires, 
front wheels in alignment, equipped 
with mirrors, the steering wheel 
firm, horn fully operative and the 
windshield clear for vision. 


ERA to Hold 
Convention on 


Lakes Steamer 


DETROIT. — Engine Rebuilders 
Assn. intends to eliminate all hotel 
problems for its annual convention 
next June by holding the meeting on 
a boat, which will cruise the Great 
Lakes while the business sessions 
are in progress. 

According to advance plans, mem- 
bers with their wives will leave De- 
troit Saturday, June 2, at 2 p. m. on 
the Greater Detroit, stopping at 
Mackinaw Island and Milwaukee 
and arrive back in Detroit the fol- 
lowing Wednesday morning, some 
time after breakfast. 

Members and others who would 
like to take this business trip are 
being advised to get their reserva- 
tions into the headquarters office of 
the Engine Rebuilders by Dec. 15 so 
that the association will know well 
in advance how many will have to 
be taken care of. 


Police to Conduet 
Spring Campaign 
Dealers to Be Asked 


To Lend Cooperation 
In ‘Clearing’ Shops 


DETROIT. — A nationwide 
brake test campaign will be 
inaugurated under the aus- 
pices of the International 
Assn. of Chiefs of Police, start- 
ing Apr. 15 and lasting for six weeks 
or until June 1, 1945. Over 100 na- 
tional organizations interested in 
highway safety, including automo- 
tive industry groups, will cooperate 
in the campaign. 

The campaign is an attempt on a 
national basis to catch faulty cars 
before an expected terrific rise in 
road accidents occur, and to impress 
the need for safe driving and safe- 
operating vehicles on the car-own- 
ing public of America. 

From Pearl Harbor to date, it is 
pointed out, 73,000 persons have 
been killed in traffic and more 
than 2,500,000 injured. In the face 
of these facts, the police of the na- 
tion and the public must do every- 
thing to meet President Roose- 
velt’s request for a concerted effort 
in attacking “this fearful threat 
to our people and our war effort.” 

Today’s cars have an average age 
nearly double that of pre-war years 
and cars are mechanically less safe 
than ever before, according to Gen. 
D. C. Draper, president of the Inter- 
national Assn. of Chiefs of Police. 
State, city and county police will be 
united on a uniform program on an 
unprecedented scale. 

It will follow along very similar 
lines to the campaign that was con- 
ducted in Michigan last May where it 
was found that by having police of- 
ficers inspect every car that in- 
fracted city or state highway regula- 
tion, a total of 109 lives were saved, 
1,188 serious injuries were prevented 
and 5,885 cases of property damage 
accidents were averted in the state 
with damage costs reduced by nearly 
$5,000,000. Drivers of over 80,000 cars 
were ticketed. 

While the entire campaign will 
have as its basic foundation the 
prevention of all accidents, of 
which only a minor percentage 
are actually caused by defective 
brakes as far as police records 

indicate, the finger will be pointed 
at brakes because a simple brake 
test originated by the Society of 
Automotive Engineers is one that 
every police officer can make, and 
brakes are recognized as a prime 
safety factor in the eyes of the 
driving public. 

The brake emphasis program calls 
for checking only the brakes of pas- 

senger cars involved in accidents 
and major moving traffic violations 
and cars in situations indicative of 
inadequate brakes. When brakes of a 
car have become worn to a point 
where the brake pedal may be 
pushed to within one inch of the 
floorboard before the brakes begin 
to take hold, the car, at 20 miles per 
hour, will require up to 60 feet or 
more to stop—rather than the 30 
feet required by most laws. 

To check the brakes the officer 
will place a small block of wood one 
inch thick on the floorboard under 


(Continued on Page 63, Col. 1) 
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Aluminum Co. 
Promotes Three 


PITTSBURGH—Sales Engineer- 
ing and Development Division ac- 
tivities of Aluminum Co. of Amer- 
ica, are being expanded with the 
appointment of three men to head 
special activities. Frank Jardine, 
who has been in charge of develop- 
ment work in Cleveland, has been 
given the title of Manager of De- 
velopment Division, Cleveland 
branch. John R. Willard, has been 
placed in charge of the Sales De- 
velopment Division at New Ken- 
sington, Pa., and B. J. Fletcher ap- 
pointed chief engineer of the New 
Kensington branch. 

Engineering Sales Development 
activities of these two groups at 
Cleveland and New Kensington, 
Pa. are nation-wide in character. 
Jardine and his corps of engineers 
will give special emphasis to the 
automotive and general internal 
combustion engine field. Willard 
and Fletcher, with their associate 
engineers, will assist users of al- 
uminum in many fields, such as 
petroleum, refrigeration, textile, 
packaging, printing, marine engin- 


All three men are Alcoa veterans. 
Willard has been with Alcoa for 


AUTOMOTIVE NEWS, DECEMBER 11, 1944 


Deficiency Law Clarified 


“Who owes who, Boss? All week I’ve been 
working for YOU on MY car!” 


with Alcoa for 18 years, 
which have been spent in develop- 


eering, as well as in special struc- 
tural applications and general en- 
gineering problems. 


the past 18 years and spent 15 of 
these years in sales development 
work. Fletcher likewise. has been 


ment work. Jardine is a member of 
Alcoa’s 25-Year Club, joining the 
company in 1918. 


Los Angeles Court 


Rules Fair Value 


Must Be Obtained on Repossessed Car 


LOS ANGELES.—A fair market 
value for automobiles repossessed 
and resold must be obtained by 
dealers and the balance applied to 
the former owner’s account, the 
Appellate Department of the Los 
Angeles Superior Court has ruled 
in clarifying the deficiency law. 
The court held that unless a fair 
market value is obtained the dealer 
must give a sound explanation. 
At the same time, the appeal court 
held that any repairs made to the 
automobile must be shown to be 
necessary. 


Such were the conclusions in a 
memorandum opinion made by the: 
Appellate Court in an _ appeal. 
brought by a defendant following! 
a decision against him in the case' 
of Bert F. McManus, doing busi- | 
ness as the Mutual Credit Bureau, | 
plaintiff, and respondent’ vs.; 
Arturo Valdez, defendant and 
appellant. The appeal court re-j; 


versed the lower court. 
The opinion says: 


“A seller under a_ conditional } 


sale who has retaken the propert 
sold and proposes to resell it an 
then sue the buyer for the balance 
due on the contract price aftel 
crediting the amount obtained oi 
such resale, must deal fairly an 
justly with the original buyer i 
making the resale ... This 
quires of him that he use ordina 
care to obtain on the resale th 
best price reasonable under th 
circumstances of the case (Gen 
eral Motors v. Dickinson, supra) 
He is not required in all cases 
obtain the market value, but if h 
fails to do so some explanation o 
the preventing circumstances 
should be forthcoming. His du 
is expressed in the complaint her 


by the allegations that the pricey 
obtained on the resale was ‘fair 
and just,’ which, though brief, can® 
be construed to include the factor 


above stated. 
“However, 


this is the ultimate’ 


A 


fact to be determined in the case®@ 


and in the absence of some special 


circumstances it is not proper for 
even an expert witness to give his 


tnt-Stzé husky 


, 


This is a story about “‘Boy Meets Gear.’ 
It began in 1934, when Little Andy there 
was building up muscle he now needs at 
the wheel of an armored truck. And at 
General Motors, men were working on a 
special little gear that turned out to be 
one of Andy’s best friends when war's 
pinch came. Let’s see what happens. 


* * * 

— years ago General Motors engi- 
neers were working over a new rear- 
axle gear that was lighter, stronger — 
and lower than they had ever used be- 
fore. Its first purpose was to give your 
car a flat floor board, a smarter design, 
and lower over-all height. 


It was called the hypoid gear and it 
did its job well. But it also proved so 
tremendously strong that it graduated 


into trucks for heavy overloads and 
extra duty. 


When war struck, the hypoid gear 
answered the same bugle calls a grown- 
up Andy did. Because it proved so 
sturdy in hard use, government engi- 
neers wrote it into many of their specifi- 
cations for trucks and military vehicles. 


So when war pictures show General 
Motors trucks climbing in and out of 
shell holes, clawing up frightening 
grades, scrambling through sand banks 
and mud holes—thank a little 
driving gear about the size of 
an apple. It takes all the power 
those big engines can put out 
and sends it into the wheels 
that have taken millions of 


CHEVROLET e 
CADILLAC ¢ 


Andies wherever they need to go. 


Here’s one of many such examples of 
American ingenuity that flowered in in- 
dustry because, in our country, men are 
rewarded for handling the tough jobs. 


This idea helped put our country at 
the top in conveniences and human 
comforts. It has proved superior to 
every other system in wartime. And 
it holds the certain promise of more 
and better things for more people in 
the new world that lies ahead. 


GENERAL Motors 


“VICTORY IS OUR BUSINESS” 


PONTIAC e« OLDSMOBILE ¢ BUICK 
BODY BY FISHER °¢ FRIGIDAIRE 
GMC TRUCK AND COACH 


VICTO! 
roe 


RY COMPLETE - 


* 


E>. 


“Bi More Wor Bonds 


Every Sunday Afternoon 
GENERAL MOTORS SYMPHONY OF THE AIR 


NBC Network 


opinion on such a matter . 
It was error, therefore, to permit 


plaintiff's witness, who qualified as@ss 


an expert on the value of auto- 
mobiles, 
‘was the price, $40, a fair, just 
and reasonable price for said 
automobile ?’ 


“The answer to this question is 


to be found by the court or jury 


after consideration of the market 7 
value, the state of the market, the 


availability of purchasers, the 


efforts made by the seller to obtain } 


@& purchaser, and perhaps other 
matters. There being no evidence 


to answer the question® 


here on which to base a finding in | 


plaintiffs’ favor on this issue other 
than the answer to this question 


the error was obviously prejudicial. 4 


“The evidence in the record in- - 


dicates that the automobile was re- 
sold for less than its market value. 
The lowest market value fixed by 
plaintiff's expert witness for auto- 
mobiles of the type of that in ques- 
tion was $10 more than the price 
for which the plaintiff resold the 
car. Some explanation of plain- 
tiff’s failure to obtain this value 
|}should have been given, but none 
appears. 

“Before plaintiff can be allowed 
a deduction of the cost of repairs 
from the resale price, some show- 
ing of the necessity and nature of 
such repairs and the reasonable- 
ness of the charge therefore should 
be made. No such showing ap- 
pears here, but since the bill of 
exceptions contains no specifica- 
tions of the insufficiency of the 
evidence on this point, we do not 
make it a ground of our decision. 

“The judgment is reversed and 
the cause is remanded to the 
Municipal Court for a new trial, 
appellant to recover his costs of 
appeal.” 


Ford Gets Order 
For Tank Motors 


DEARBORN.—A new contract 
for $28,000,000 worth of tank en- 
gines has been awarded to the 
Ford Motor Co., the Ford News 
Bureau and Army Ordnance De- 
partment announced Saturday. 

The contract was given to the 
company soon after its 15,000th 
tank engine came off the assembly 
lines at the Lincoln plant. The 
new contract calls for an increase 
in production of standard engines 
which the company has been mak- 
ing for more than two years, and 
includes the company’s first large 
order for a new tank engine. 


Gracious Dealer 
White Bows Out to Help 
a Navy Man 

CONCORD, N. H.—(UTPS)—Vir- 
gil D. White, pioneer Ford dealer in 
Ossipee, has a nice sense for the 
gracious touch. 

White resigned as a major on the 
staff of Gov. Robert O. Blood, so 
that Horace Blood, twenty-one-year- 
old Navy medical student, might 
serve as honorary major for the last 
six weeks of his father’s term. 

White is also state motor vehicle 
commissioner. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 
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Expanded Output 
Outlets Point Up 


Service Battle 


Over Half of Vehicles 
Will Be Lacking 
‘Pride-of-Ownership’ 


DETROIT.—Since approxi- 
mately 50.6 percent of all the 
cars and 51 percent of all the 
trucks—or 14,190,000 vehicles 


—are now over seven years old 
and will be nine to ten years old be- 
fore they can be replaced with new, 
the service market for several years 
after the cessation of hostilities can- 
not help but be a volume business. 

If the nation were to go into post- 
war with the same number of car 
and truck dealers, the same number 
of independents, filling stations and 
super-stations and the same number 
of jobbers and distributors it had in 
prewar, there could be no question 
but what every one in the vehicle 
maintenance field would show hand- 
some profits. However, indications 
already point to this not being the 
case. 

Replacement parts manufactur- 
ers and maintenance supply pur- 
veyors have had to greatly in- 
crease their manufacturing capac- 
ity to meet the demands of war 
and will be very reticent to drop 
back to a pre-war production un- 
til they have at least tried to sell 
their plant output on the open 
market. 

Since America already has had 
at least a five million vehicle mor- 
tality since Pearl Harbor and will 
continue to lose vehicles to the auto- 
motive graveyard until vehicle pro- 
duction again resumes on a volume 
basis, there naturally won’t be as 
many cars and trucks to service 
as there was when production 
ceased. 

Of course the older cars will need 
more servicing to keep them up to 
an efficient operating standard, but 
no one yet has devised a certain 
criterion or basis of finding out if 
these owners will try to keep these 
older cars in first class running 
order until they can be replaced 
with better vehicles. 

Cars under seven years old, which 
should represent about one-half of 
the cars still on the road, no doubt 
will be kept in good shape by their 
owners. Millions of these cars, how- 
ever, have been under wraps with A 
gasoline rations and one good thor- 
ough overhauling job will take care 
of most of their major servicing for 
two or three years. 

By that time most of these own- 
ers will be thinking in terms of a 
new super-dooper car—the car of 
new lines and with the improve- 
ments that war progress and de- 
velopment has brought into being. 


(Continued on Page 65, Col. 3) 


Mechanics ? 


Burkett Brings Home 
‘Bacon’ from Army 
HOUSTON.—Dealers who have 
been looking to veterans returning 
from the armed forces to bolster 
their staffs of mechanics might con- 
sider the case of Harry J. Burkett, 
who has returned to the auto busi- 
ness as downtown Dodge-Plymouth 


dealer. 

Burkett brought with him from 
his service as a Civilian industrial 
consultant to the chief of ordnance 
several top-notch mechanics. When 
he entered service, 107 auto men 
went with him and it was from 
these that he recruited his force as 
they completed their assignments. 

He has renovated a spacious build- 
ing in Houston, according to John 
G. Graham, Dallas regional man- 


ager for Dodge. 


shop 
TO 
New Clover 


Booster Talk 






Ford Cancels 






HE more I get around the coun- 
try talking with jobbers, dealers, 
manufacturers of replacement parts 
land shop equipment, the more I am 
convinced that postwar will find 
thousands of automotive outlets 
playing in the other fellow’s back- 
yard--and the more convinced I am 
—M@hat many are going to be badly 
hurt. 

You and I know that a large pro- 
portion of the franchised car and 
truck dealers are going to greatly 
expand their service facilities. Be- 
cause they have had three years of 
experience in service management, 
hey have finally decided to keep 
what is rightfully theirs—the main- 
tenance work and profits on the ve- 
icles they sell. 

In expanding their facilities for 
greater service, the franchised 
dealer is not endeavoring to break 
a fence down in an attempt to reach 
he grass in the other fellow’s pas- 
ure—the dealer has merely learned 
that the sweet clover he has been 
purning—or neglecting—all these 
years will put fat on his bones just 
as well as alfalfa or timothy. 

* * *# 













































































Fifty-eight percent of the fran- 
chised dealers have always fed fairly 
7B i611 on this service clover because 
they didn’t sell cars enough any one 
=p to get into the high profit class. 
Now 71 percent of the other dealers 
the boys who represent the volume 
ale--are making plans to get into 
the same clover patch in a larger 
way because they can see that it 
=O. make them independent of bad 
vehicle years, of spotty sales peaks, 
nd of the cancellation-of-contract- 
ear that has been a bogeyman to 
man. On my slide rule that adds up 
“O° about 88 percent of all dealers 
easing for the king’s seat, where 
they will always be able to pay their 
verhead out of their service shop 
pronts, 
~% A shallow survey of jobbers’ post- 
war intentions seems to indicate 
tha: approximately the same per- 
™@‘°: ‘se of jobbers are already plan- 
nin: to increase their service fa- 
cites, with the emphasis on the 
ni-rgement of their machine shops 
ana the addition of larger shop 
e-lpment lines. 
~~ his does not necessarily mean 
‘hot the jobbers and the dealers are 
e. ug into competition with each 
‘iver—for one offers a wholesale 
4 the other a retail service. 


e * * # 


uast week in Philadelphia I had 

_/¢ pleasure of talking to the live 
™@ ©osters Club of that city—there 
‘-ere a goodly number of jobbers in 

e audience—Mike Shapiro said it 
"2s the largest gathering they had 
‘-er had. Many of them came up to 
c e after I had gotten through with 
‘ly song-and-dance and talked about 
‘heir own plans for postwar. These 
e nen were all alert to the determina- 


‘ion of the aggressive dealers in 
their communities to capture and 


(See BACKSHOP, Page 64, Col. 1) 
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Servicing 


Set to Halt Accident Rise 


THE Wuite House 
WASHINGTON 


November 27, 1944 


Dear General Draper: 


I think we all are deeply concerned about the traffic dent 
losses which, in claiming lives and limbs and reducing pratection 
Eoorles eee’ de aie oa te ete: Law enforcement men of 

ve done eir bes n ho ng the line agai 
accidents. The odds against them have been great. en ee 


Our cars are growing older and more susceptible to breakdown. 
Our tires are ns away even under the restrictions on driving. 
e 


Because of wartime mands for men, materials and machine 
highways have become ill-fitted for the traffic. are ee 


In these circumstances, therefore, may I suggest that 
President of the International Association ve Chiefs of Polize..’ = 
mobilize the law enforcement agencies of the United States for a 
a on this fearful threat to our people and to our 

r effort. 


Very sincerely yours, 


1 reccite A n Msaes 


General D. C. Draper, 

President, 

International Association of 
hiefs of Police, 

918 F Street, N 

Washington, D. C 


Delaware Cracking Down 
On Defective Autos 


WILMINGTON, Del.—Delaware’s 
police superintendent, Paul W. 
Haviland, has announced that mo- 
tor vehicles found with defective 
equipment by state troopers will be 
required to be tested at inspection 
lanes of the State Motor Vehicle De- 
partment and necessary adjust- 
ments made before the vehicle may 
legally operate again. 

Haviland said the new policy was 
adopted in cooperation with the Mo- 
tor Vehicle division in view of rap- 
idly mounting accident figures, 


tion lanes in the state and necessary 
repairs or adjustments made. Fail- 
ure to report at the lane within the 
specified period will result in can- 
— of the vehicle’s registra- 
ion. 


Irrespective of the initial defect 
prompting an inspection order, once 
vehicles are called up for inspection 
they will have to pass all phases of 
the examination. “Spot checks” also 
will be made of vehicles by troopers 
on the highways. Vehicles ordered 
inspected must have operating 
lights, windshield wipers, safe tires, 
front wheels in alignment, equipped 
with mirrors, the steering wheel 
firm, horn fully operative and the 
windshield clear for vision. 


ERA to Hold 


Convention on 


Lakes Steamer 


DETROIT. — Engine Rebuilders 
Assn. intends to eliminate all hotel 
problems for its annual convention 
next June by holding the meeting on 
a boat, which will cruise the Great 
Lakes while the business sessions 
are in progress. 

According to advance plans, mem- 
bers with their wives will leave De- 
troit Saturday, June 2, at 2 p. m. on 
the Greater Detroit, stopping at 
Mackinaw Island and Milwaukee 
and arrive back in Detroit the fol- 
lowing Wednesday morning, some 
time after breakfast. 

Members and others who would 
like to take this business trip are 
being advised to get their reserva- 
tions into the headquarters office of 
the Engine Rebuilders by Dec. 15 so 
that the association will know well 
in advance how many will have to 
be taken care of. 


Cadillac Given Okay 


On Body Parts Output 
DETROIT.—WPB last week 
gave permission to Cadillac to 
build small miscellaneous body 
parts, such as brackets, as soon 
in 1945 as the company is able to 





procure the material and find 
the manpower. 

The brackets, while “non-func- 
tional,” are badly needed through- 
out the nation to fasten function- 
al parts such as fenders and run- 
ning boards to 1938-40 Cadillac 
bodies. 


despite increased arrests and repri- 
mands. The accident rate has in- 
creased 18 percnt on Delaware 
highways, outside Wilmington, this 
year. Arrests have increased 35 per- 
cent, while reprimands show a 98 
percent rise. 

Motor Vehicle department offi- 
cials predicted the checking of ve- 
hicles probably would result in the 
disappearance of many “jalopies” 
from the highways. 

Delaware state troopers finding 
mechanically defective vehicles will 
issue an order to the driver in dupli- 
cate, with the driver required to 
sign a copy and retain the other. 
Within five days the vehicle must 
be taken to one of the three inspec- 





Police to Conduct 
Spring Campaign 
Dealers to Be Asked 


To Lend Cooperation 
In ‘Clearing’ Shops 


DETROIT. — A nationwide 
brake test campaign will be 
inaugurated under the aus- 
pices of the International 
Assn. of Chiefs of Police, start- 
ing Apr. 15 and lasting for six weeks 
or until June 1, 1945. Over 100 na- 
tional organizations interested in 
highway safety, including automo- 
tive industry groups, will cooperate 
in the campaign. 

The campaign is an attempt on a 
national basis to catch faulty cars 
before an expected terrific rise in 
road accidents occur, and to impress 
the need for safe driving and safe- 
operating vehicles on the car-own- 
ing public of America. 


From Pearl Harbor to date, it is 
pointed out, 73,000 persons have 
been killed in traffic and more 
than 2,500,000 injured. In the face 
of these facts, the police of the na- 
tion and the public must do every- 
thing to meet President Roose- 
velt’s request for a concerted effort 
in attacking “this fearful threat 
to our people and our war effort.” 

Today’s cars have an average age 
nearly double that of pre-war years 
and cars are mechanically less safe 
than ever before, according to Gen. 
D. C. Draper, president of the Inter- 
national Assn. of Chiefs of Police. 
State, city and county police will be 
united on a uniform program on an 
unprecedented scale. 

It will follow along very similar 
lines to the campaign that was con- 
ducted in Michigan last May where it 
was found that by having police of- 
ficers inspect every car that in- 
fracted city or state highway regula- 
tion, a total of 109 lives were saved, 
1,188 serious injuries were prevented 
and 5,885 cases of property damage 
accidents were averted in the state 
with damage costs reduced by nearly 
$5,000,000. Drivers of over 80,000 cars 
were ticketed. 

While the entire campaign will 
have as its basic foundation the 
prevention of all accidents, of 
which only a minor percentage 
are actually caused by defective 
brakes as far as police records 
indicate, the finger will be pointed 
at brakes because a simple brake 
test originated by the Society of 
Automotive Engineers is one that 
every police officer can make, and 
brakes are recognized as a prime 
safety factor in the eyes of the 
driving public. 

The brake emphasis program calls 
for checking only the brakes of pas- 
senger cars involved in accidents 
and major moving traffic violations 
and cars in situations indicative of 
inadequate brakes. When brakes of a 
car have become worn to a point 
where the brake pedal may be 
pushed to within one inch of the 
floorboard before the brakes begin 
to take hold, the car, at 20 miles per 
hour, will require up to 60 feet or 
more to stop—rather than the 30 
feet required by most laws. 

To check the brakes the officer 
will place a small block of wood one 
inch thick on the floorboard under 


(Continued on Page 63, Col. 1) 
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Unfilled Orders Up... 
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RAF Flier Learns to Service | 


Tire Chain Shipments 
Decline 15% in 1944 


WASHINGTON. — Monthly ship- ’ 
ments of tire chains for the first 
half of 1944 averaged 5,082 short 
tons, it is reported by WPB. 


This represented a decrease of 
approximately 15 percent from the 
average monthly shipments of 
6,084 short tons in the second half 
of 1943. Unfilled orders, as of June 
30, 1944, were 43,390 short tons, an 
increase of eight percent over the 
balance on July 31, 1943, and rep- 
resenting over eight months’ ship- 
ments at the current rate. 

Figures given cover all chains 
used on pneumatic tires for com- 
mercial and passenger vehicles, in- 
cluding farm tractors and military- 
type vehicles, it was stated. The 
types of tire chains used by civil- 
ians are in general the same as 
are used by the armed forces. 


“Chains are furnished as original 
equipment on all combat vehicles, 
many of which have three sets of 
driving wheels, 
set of tire chains. With passenger 
ears for civilian use out of produc- 


Battery Supply 
To Auto Market 
Tops 43 Mark 


WASHINGTON.—A total of 13,- 
967,952 storage batteries for auto- 
motive replacement was furnished 
to the domestic market in the first 
nine months of this year, the WPB 
reports. 

This mark compares with 11,876.- 
147 batteries after the third quarter 
in 1943. 

The data were summarized from 
reports to the WPB of about 160 
manufacturers, representing more 
than 99 percent of the total plant 
shipments to the civilian market of 
this type of storage battery. 

Excluded frora the figures are 
shipments to the armed forces, 
Maritime Commission, government 
agencies and the United Nations. 

Third quarter shipments in 1944 
were also up, with 5,425,172 report- 
ed, against 4,861,055 during the third 
quarter last year. 


Wavering Heads 
Motorola Auto 


CHICAGO.—Paul V. Galvin. presi- 
dent of Galvin Mfg. Corp., makers of 
Motorola radios, announces that the 
board of directors 
has appointed El- 
mer H. Wavering 
vice-president in 
charge of the new 
automotive divi- 
sion, and Walter 
H. Stellner. vice- 
president in 
charge of the new 
home products di- 
vision. 

Galvin said that 
these divisions 
have been created 
in accordance with Motorola’s ex- 
panded program for the manufac- 
ture and merchandising of postwar 
radio and electronic equipment for 
home and automobile use. 

Wavering joined Motorola as an 
engineer in 1930, and pioneered the 
deve'opment of the first commercial 
car radio receiver during that year. 
Later, Wavering became sales man- 
ager of the car radio division, which 
position he relinquished to become 
head of the quartz crystal division, 
an outgrowth of the war. 


E. H. Wavering 


B. C. to Continue Curb 


On Gas Station Hours 


VANCOUVER.—Restricted hours 
for operation of service stations, im- 
posed as a war measure under oil 
control regulations, will remain in 
force when other restrictions are 
lifted after the war, George R. 
Matthews, secretary of the British 
Columbia Retail Merchants Assn., 
predicts. 

A meeting of the 325 service sta- 
tion operators in Vancouver will 
draw up a schedule of hours to be 
effective when oil control regula- 
tions are lifted. 


= 


tion, civilian requirements are 
largely for replacements and repair 
parts. 

Statistics are based on reports 
of 11 companies, representing over 
99 percent of the industry, accord- 
ing to WPB. 

(Short tons) 
Ship- Unfilled Orders 
ments (End of Month) 
5,017 40,192 
5,768 45,305 
5,898 53,323 
6,495 57,196 
6,576 57,130 
6,758 53,634 
6,425 48,286 
5,346 42,717 
5,493 37,325 
4,547 36,056 
4,005 38,840 
4,678 43,390 
4,375 45,420 
4,847 49,166 
5,746 46,370 


Month 
1943—July 
Aug. 
Sept. 
Oct. 
Nov. 
Dec. 
1944—Jan. 
Feb. 
March 
April 
May 
June 
July 
Aug. 
Sept. 


each requiring a| 
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“Let’s get organized here, men! 
Someone took off the piece I 
just put on!” 


New Welders Booklet 


A booklet just published by the 
Resistance Welder Manufacturers’ 
Assn., 505 Arch St., Philadelphia, 
standardizes the nomenclature, defi- 
nitions and quality of resistance 
welding equipment. A chart is in- 
cluded giving the proper electrodes 
to be used for spot-welding electrodes 
and dissimilar metals. 
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U.S. Cars in Spare. Time 


DAYTON, O.—Intrigued by the 
“sleek designs and suggestions of 
power in the American automobile,” 
Sergt. R. C. Browne, of the British 
Royal Air Force, apprenticed him- 
self to a dealership in his spare time 
during a recent stay in the United 
States. 

“As a typical Englishman without 
a car of my own,” he says, “you 
might think I would not have paid 
the slightest attention to the inci- 
dent, but might let my mind grapple 
with other interests presented by a 
strange continent. But the spark 
has been aroused. The difference of 
body design to those turned out by 


the supposedly same modernized in- 
dustry of my own country had 
swayed me much. 

“There and then, from a mechani- 
cal point of view, I decided to inves- 
tigate these long and wide rolling 
monsters of the American highways 
and prowled around this city where 
I was stationed, to find a suitable 

| dealership that could give me the 


opportunities I sought during my 
leisure evenings.” 


He then presented himself to Wil- 
liam Green, general manager of 
White-Allen Chevrolet, Inc., ex-( 
plained that he wanted to learn how 
to service American cars, and was 
taken on. N 


He learned “a very great deal 
from the co-operation of Green and 
his willing employes, who not only 
permitted me to wander about the 
place with a roving commission and 
answered my questions beyond en- 
durance, but accepted by ‘appren- 
ticeship’ with amused indulgence,’y 
adds Sergt. Browne. 


“My fascination and interest in 
the American motor car have ef- 
abled me to obtain the diploma, 
something impossible for me ever to 
have done in England, due to the 
service location problems far beyond 
the perimeter of towns. I will always 
remember very gratefully the oppor- 
tunity afforded me by White-Allen, 
together with Chevrolet’s acknowl- 
edgment of both our efforts.” 
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GREAT LAKES STEELS—N-A-X ARMORPLATE, N-A-X HIGH-TENSILE, N-A-X 9100 SERIES ALLOYS— ARE USED IN THIS-WAR EQUIP- 


MENT: Tanks, Tank Killers and Self-Propelled Gun Mounts—the General Grant, General Lee, General She 


an, Honey, Priest, Hellcat, 


Slugger, Greyhound, Staghound, Locust + LVT Amphibian Tanks—Water Buffalo, Alligator, Scab * Jegfs, Amphibian Jeeps, Trucks, 
Trailers, Tank Retrievers, Armored Half-Tracks, Personnel Cars, the “Weasel,” Tractors, Locomotive Scrapers, Graders, Bulldozers, 
Bomb Trailers * Landing Craft—LST, LCI, LCM, LSM, LCT, LCVP, LSD, LCS « Naval Craft—Aircra 
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Helped Give America Its ‘Fightingest”’ 
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Gas Dealers Plan 
To Aid Veterans 


Reopen Stations 


ROCHESTER, N. Y.—(UTPS)— 
The helping hand of the Gasoline 
Dealers Assn. of Monroe County has 
been extended to men in the service 
who closed up their auto service 
stations. 

At a recent meeting of the associa- 
tion here, members discussed a plan 
for aiding veterans in reestablish- 
ing their businesses when they re- 
turn. They estimate that 100 station 
operators have gone into the service 
and that another 100 have gone into 
war plants. 

The dealers declared they were 
determined to hold gains in working 
schedules obtained during war 
years. Vice president Arthur F. Pel- 
lens expressed sentiment of the 
group in crediting improvements to 
“100 percent cooperation of the pub- 
lic.” 

For the past two years most of 
the stations have been operating on 
a twelve-hour day, six days a week. 
Pellens pointed out that the stations 
have staggered their programs so 
that some are open at all times to 
serve the public. 
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Tenders, Submarine Chasers, 


Gun and/or Howitzer Mounts 


courage make victory inevitable. 
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STEEL 


i i Bearings, Tools 
Cylinders, Landing Wheels, Brake Drums and Frames, Superchargers, . 
i cstiines Bombs, Flame Throwers, Diesel Engines, Cable Reels, Pontoons, Land Mines, Ammunition Boxes and Others. 


sively, Great Lakes Steel Corporation has played a vital role in 
supplying our land, sea and air forces. 

Proved in the stern test of battle, N-A-X Alloy Steels will speed 
reconversion—lend new strength, lightness and durability to 


Out of America’s great manufacturing industries—out of the co- 
ordinated teamwork of engineers, technicians, metallurgists, 
material processors and production men—has come the mecha- 
nized might that will crush the Axis. It is an onslaught of steel, 
launched against the enemy by fighting men whose skill and 


Much of the steel that goes into this fighting equipment flows 
from the mills of the Great Lakes Steel Corporation: N-A-X High- 
Tensile Steel for highly stressed structural parts and members 
subject to fatigue and impact—N-A-X 9100 Series Steels for con- 
structional parts—N-A-X Armorplate for rugged armored equip- 
ment of all types. From the earliest tanks built, to the recently 
announced Staghound, armored with N-A-X Armorplate exclu- 
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SERGT. R. C. BROWNE, of the British Royal Air Force, receiving the 
highly coveted “Chevrolet Approved Mechanic” diploma from William 
Green, general manager of White-Allen Chevrolet, Inc., Dayton, O., after 
completing his apprenticeship there in his leisure evenings while stationed 
in the United States. Sergt. Browne says this was an opportunity to learn 
the servicing of motor cars he never could have had in England, because 


of the “service location problems far beyond the perimeters of towns” in 
his own country. 
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DETROIT.—To effect a complete 
owner service record system, dealers 
should set up in their service depart- 
ments a regular owner service file 
and a complete follow-up mailing 
program, 

This was the gist of a paper deliv- 
ered to a recent meeting of Chrysler 
Corp.’s central service division per- 
sonnel here by C. H. Hanley, region- 
al service manager at San Francisco. 


Hanley said that dealers, although 
ranking service follow-up second to 
sales follow-up in the past, “now 
realize that service follow-up is 
really important.” He added, how- 
ever, that “few of them give it as 
much attention.” 


“In addition to the setting up 
and operation of a regular owner 
service file, a complete owner fol- 
low-up program should consist in 
the main of various types of let- 
ters in addition to the regular re- 
minder cards,” Hanley said. 

“1, Car buyers should receive a let- 
ter from the dealer expressing ap- 
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Light and Heavy Cruisers, Mine Sweepers, Destroyers, Destroyer Escorts, Patrol Craft, PTs, Battle- 
ships « Anti-Aircraft and Artillery—.50-Caliber Machine Gun Mounts, 40-mm. Bofors, 75-mm., 90-mm., 105-mm. and 155-mm. 


. : , “A ' 
i Gun Shields « Aircraft, from Fighters to Bombers— Armor, Oxygen Supply 
ped atone pio ge ela ¢ Miscellaneous Applications— Aerial 
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Mailing Program Urged 


Vital to Complete Service Follow-up Program, 
Chrysler Coast Manager Says 





| 





preciation for the business, soliciting 
their patronage as service customers 
and pointing out the advantages of 
bringing their cars back for service. 


“2. Letters to delinquent custom- 
ers who have failed to come in after 
receiving the regular reminders. 


“3. Letters or cards to customers 
after they have been in for service, 
thanking them for their patronage 
and inquiring as to whether or not 
the service was satisfactory.” 


Past experience in service fol- 
low-up setups, according to Han- 
ley, have shown the need for 
revisions. He listed past faults as 
follows: 


“1. Dealers’ failure to realize the 
importance of a follow-up system 
sufficiently to see that it is operated 
correctly. 


“2. Dealers’ false impression as to 
the time required to operate a sys- 
tem correctly and’ efficiently. As a 
result the operator is assigned to so 
many other duties that the follow-up 
system becomes a neglected item. 

“3. Inefficient and poorly-trained 
operators, resulting in the files being 
jumbled up and filled with names of 
inactive owners. 

“4. Ineffective mailing pieces de- 
signed to sell lubrication rervice 
only. They should cover all serv- 
ices. These pieces also carry ad- 
vertising for a certain oil company 
or product.” 


The operation of follow-up systems 
was one of the first service activities 
discontinued by war, he said. Deal- 
ers felt that the manpower shortage 
and the unprecendented flood of 
business obviated the necessity of 
follow-up, Hanley declared. 


“In a way it might be good thing 
chat most of our dealers have dis- 
continued the use of their so-called 
follow-up system,” Hanley said. “It 
<hould afford us an opportunity to 
assist them and advise them in the 
‘tse of a system which would work to 
their best advantage and be more 
effective.” 





Pontiac Praises 
Service School 


In Rochester 


ROCHESTER, N. Y.—(UTPS)— 
The Rochester Board of Education’s 
“outstanding job” in the field of au- 
tomotive service and maintenance 
training has won bouquets from 
Pontiac Motors in the form of a let- 
ter received here. : 

Earl M. Taber, Pontiac’s service 
manager, in a letter to Verne A. 
Bird, assistant superintendent of 
schools, said: 

“One of the most outstanding 
efforts in this field is the auto serv- 
ice and maintenance term course 
organized by the Rochester Board 
of Education and the State Educa- 
tion Department’s war training per- 
sonnel at Paul Revere’ Trade 
School.” 

Taber also said that “our dealers 
were fortunate enough to cooperate 
in the first of these apprentice 
schools held in Rochester, and the 
courses have proved highly success- 
ful to the automobile industry.” 

The local school was started in 
1943 and covered motor tuneup and 
analysis, carburetion and general 
mechanics. Forty-three new me- 
chanics are now employed by area 
autoinotive service and maintenance 
shops as the result of Paul Revere 
Trade School training. 


Morse Chain Co. 
Plans No Layoffs 


ITHACA, N. Y.—The Morse 
Chain Co. division of Borg-Warner 
Corp. plans to retain the 1,100 em- 
ployes at its plant here after the 
war, C. J. Kenerson, general man- 
ager said. 

The company, which now is en- 
gaged in manufacture of gun parts, 
boat drives and ammunition hoists, 
will return to its prewar produc- 
tion of industrial and automotive 
silent chain drives, flexible coup- 
lings, roller chain drives, marine 
transmission and Pullmore clutches 
on an enlarged scale, Kenerson 
added. 
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How to Rehire Returning Veterans 


75 Percent of Servicemen Seek Old Jobs, Says NADA Counsel 
In Listing Conditions to be Met in Reemployment 


DETROIT.--M. Robert Deo, gen- 
eral counsel of NADA, has explained 
the rules and regulations on the re- 
hiring of returning war veterans. 

The text of Deo’s report follows: 

There is probably not a dealer in 
the nation whose shop has not been 
affected by the drafting of men for 
the armed forces in the current 
world conflict. The time has now 
come, however, when servicemen are 
being discharged by the armed 
forces at the rate of from 45,000 to 
70,000 men per month. Many of these 
men have previously Been employed 
in the automotive fields and many 
probably will desire to return to 
their old jobs. In fact the response 
by men in service to any Army ques- 
tionnaire indicated that 75 percent 
intended to return to their old po- 
sitions. 

This questionnaire was _ issued 
prior to the passage of the GI Bill 
of Rights, which provides for edu- 
cational training and the financing 
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of business enterprises, rights that 
might decrease the number of men 
interested in returning to their old 
work. The number still will be large, 
however, and from the dealer in- 
quiries which we have received it is 
very apparent that this is a subject 
which is being given considerable 
thought and attention. 

What are the rights which the re- 
turning veterans have to their old 
jobs and what are the obligations of 
their employers in this regard? 

The Selective Training and Serv- 
ice Act of 1940, as amended under 
which all men were drafted for 
the armed forces, contains in Sec- 
tion 8 provisions regarding the 
re-employment rights of veterans. 
The provisions of that section are 
necessarily broad and general, but 
its constitutionality has been up- 
held by the decision of a U. S. Dis- 
trict Court. 

The act provides that the benefits 
of Section 8 shall accrue to any per- 
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son who left his permanent position 
for induction into the land or naval 
forces under the act subsequent to 
May 1, 1940. This applies to both 
men and women serving in the 
Army, Navy, Marine Corps and 
Coast Guard. Workers who left in- 
dustry to join the Merchant Marine 
have identical re-employment rights 
but those have been granted under 
the provisions of a different law. 

The beneficiaries under the act 
must meet certain conditions, how- 
ever, before employers are obligated 
to rehire them, and it should be kept 
in mind that employers are only 
obligated to rehire former employes 
and are under no compulsion to hire 
veterans generally. 

Conditions of Hiring 

The conditions are: 

1. They must have left a perma- 
nent and not a temporary position. 
The director of selective service has 
adopted administrative policies in 
an attempt to assist employes and 


others in determining what jobs 
were permanent or temperary in 
character. The final determination 
of the character of any position will 
ultimately rest with the courts, and 
each case will have to depend upon 
its own facts and circumstances, and 
it is the character of the relation- 
ship between the employer and em- 
ploye that will govern, rather than 
the particular assignment being car- 
ried out at the time of the entry 
into the armed forces. Some of the 
factors to be considered in making 
this determination are: 


(1) Was the position newly cre- 
ated? 

(2) Was the veteran the first ec- 
cupant thereof? 

(3) Was it intended as a “war- 
time” or as a “permanent” position? 

(4) What were the circumstances 
or agreements at the time of the 
original employment? 

(5) After employment commenced 
was the relationship in the ordinary 
sense of industrial and commercial 
practice? 

2. They must have satisfactorily 
completed their period of training 
and service under the act and 
have a certificate from the armed 
forces evidencing satisfactory 
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completion of such period of 
training and service. 


Since one of the prerequisites 
re-employment is a_ satisfactory 
corapletion of service, the employer 
is entitled to some proof of the fac 
that the particular employe has sat- 
isfactorily terminated his military, 
career; the certificate issued may be 
in any of the following forms: 

(1) A certificate of service given 
by the Army to persons transferred 
to the Enlisted Reserve Corps. 

(2) A report of separation, if such 
form indicates on line 27 thereof, 
that the veteran received an honor- 
able discharge. 

(3) Any of the certificates of dis- 
charge from the Army, Navy, Ma 
rine Corps or Coast Guard, which 
are white in color. The only excep- 
tion is that the Marine Corps useg 
a white form No. 385a, which simply 
evidences a discharge, and the 
holder of this certificate is not ex 
titled to re-employment rights. 
Otherwise, all holders of a white 
certificate are entitled to the bene-# 
fits of the act. All of the services 
use a yellow colored certificate tq 
indicate dishonorable discharge, the 
holders of these certificates are not 
entitled to the benefits of the act. 

Must Apply in 40 Days 

3. They must apply for re-employ- 
ment within 40 days after they a 
relieved from training and service. 

This provision of the act which 
requires veterans to seek re-employ- 
ment within 40 days is a mandatory 
one and compliance is essential 
There is legislation pending in Con- 
gress to extend this period to 90 
days, but it has not as yet been en 
acted into law. The employer may 
voluntarily rehire a veteran after. 
the forty-day period has elapsed; 
and he may agree as part of the hir- 
ing contract that the veteran should 

have the benefit of the provision 0: 
Section 8 of the act. 

4. They must be qualified to per 
form the duties of the position which - 
they left to enter the services. 

When a veteran is “qualified tc 
perform the duties of such position” 
is a question of fact which will have 
to be determined by common sens 
and experience. The employer will 
not be permitted to set arbitrary or, 
unreasonable standards, and the 
63—9420 SLOCUM Auto News 
real test probably will be to deter 
mine whether or not the veteran can 
do his job in the same manner in 
which he performed it prior to his 
entering the service. A veteran can- 
not be required to meet higher, 
standards which the employer may 
set for others who do not have re- 
employment rights, nor is he re 
quired to meet higher standards 
than existed for the position at the 
time it was vacated by him. In thi 
connection a United States Circuit 
Court of Appeals, in a case decided 
Sept. 12, 1944, said: 

“Every consideration of fair- 
ness and justice makes it impera- 
tive that the statute should be 
construed as liberally as possible 
so that military service should en- 
tail no greater setback in the pri- 
vate pursuit or career of the re- 
turning soldier than is unavoid- 
able.” 

If the veterans meet the above 
four conditions, then employers 
must restore them to positions of 
like seniority, status and pay, unless 
the employer circumstances have 
so changed as to make it impossible 
or unreasonable to do so. 

Each situation as above men- 
tioned will depend upon its facts 
and upon how the courts interpret 
this phase of the act. In the enly 
case concerned with this subject to 
date, the court said: “Unreasonable 
means more than inconvenient or 
undesirable. The defendant’s argu 
ment upon the point, if carried to its 
necessary conclusion, would defeat 
the main purpose of the act and 
limit its operation to merely capri- 
cious or arbitrary refusals. Men and 
women returning from _ military 
service find themselves in countless 
cases in competition for jobs with 
persons who have been filling them 
in their absence. Handicapped as 
they are bound to be by prolonged 
absence, such competition is not 
part of a fair and just system, and 
the intention was to eliminate it as 
far as reasonably possible.” 

Order Vet Hired 
The court there ordered a physi 
cian reinstated to his former job in 
the health department of an indus- 
trial plant. The defendant argued 
that the veteran’s place had been 
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| ‘Truck Service Parleys 


~| Harvester Stages First Set of Quarterly Conclaves 
For District Travelers and Executives 


CHICAGO.—W. C. Schumacher, 
manager of sales of International 
Harvester Co.’s motor truck divi- 
sion, announces that the service 
section has conducted the first of 
a series of quarterly conferences of 
district service travelers and gen- 
eral office sales, manufacturing and 
engineering executives. 

“These conferences, designed to 
result in even better coordination 
of the company’s truck service op- 
erations, will prove of great ulti- 
mate benefit to International truck 
— and owners,” Schumacher 
said. 





Perils of Cleaning 
Organic Solvent 


Tanks Depicted 


NEW YORK.—The cleaning or 
repair of tanks in which organic 
solvents are used should not be 
undertaken without rigid precau- 
tions, inasmuch as the vapors of all 
organic solvents are toxic and the 
majority are flammable as _ well. 
Oxygen deficiency in the tank is 
another hazard which must be 
considered. 

If a tank has contained a fiam- 
mable solvent, the safest method 
for removing the vapors, prepara- 
tory to cleaning or repair, appears 
to be thorough flushing by steam, 
followed by mechanical ventilation 
of a type approved for flammable 
vapors. Steam jets to loosen sludge 
have been successful, the tank then 
being washed, drained and dried 
out with warm air. 


If the use of steam is impracti- 
cal, the sludge may be washed out 
with high-pressure hose, but care 
must be exercised to avoid build- 
ing up static electricity. Steam 
also has some’ disadvantages, such 
as the building up of combustible 
mixtures at the vents. Non- 
sparking shoes and tools, vapor- 
proof lamps and protective cloth- 
ing should be utilized, and other- 
wise the code for flammable 
liquids and gases of the National 
Fire Protection Assn. should be 
observed. 

Before cleaning a tank that has 
a non-flammable solvent, the con- 
centration of vapor in the tank 
should be reduced as much as pos- 
sible, preferably by mechanical 
ventilation. 

No matter how the tank is 
cleaned, workmen in the surround- 
ing area should be protected from 
the possibility of vapor inhalation 
or the outbreak of fire. All or- 
ganic vapors are heavier than air 


y and tend to settle in low places, 


so that the atmosphere may be 
practically free of vapors at 
breathing level and yet contain a 
mixture that is explosive or haz- 
ardous to health near the floor or 
in a nearby pit. 


Swygard Given 
Aro Sales Post 


BRYAN, O.—J. E. Allen, vice 
president of the Aro Equipment 
Corp., has announced the appoint- 

ment of A. C. 
(Bob) Swygard as 
sales manager cf 
the Aro Lubricat- 
ing Equipment di- 
vision. 

Swygard came 
to Aro from De- 
troit where he was 
division manager 
for Lincoln Engi- 
neering Co. and a 

i member of the 
A. O. Swygard >oard of directors 
of that company. 
He has been connected with the 
lubrication equipment business and 
the petroleum industry since 1924. 
He succeeds F. R. Cross. 





Goodrich Sponge Line 

7 So. aay 

A new catalog section on its line 
of milled sponge rubber products has 
just been issued by the B. F. Good- 
rich Co., Akron, and is available upon 
request. The section describes the 
sponge made from either synthetic or 
reclaim rubber and_lists_ sizes, 
weights and other pertinent data in 
tables, 


Dem is the American way of 
life; let’s keep it that way. ’ 
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A four-day series of talks and 
round-table discussions in Chicago, 
in which sales executives, including 
district managers, the home office 
service staff and district service 
travelers took part, was followed 
by visits to the company’s truck 
plants at Indianapolis and Fort 
Wayne, Ind., and Springfield, O. 

The program at each factory in- 
cluded conducted tours with spe- 
cial emphasis being placed upon 
new methods and developments. At 
Fort Wayne the 1945 International 
truck line was studied. Discussions 
with the unit engineers relative to 








ed 


Frigid Antifreeze 


Accused by FTC 


WASHINGTON. -- Frigid Chemi- 
cal Corp., Stroudsburg, Pa., and its 
president, Howard Y. Hodge, were 
charged last week by the Federal 
Trade Commission with misrepre- 
sentation of the properties and 
effectiveness of a so-called anti- 
freeze designated variously as 
Kant Freez, Frigid or Frigid Anti 
Freez, advertised as being capable 
of preventing freezing in automo- 
bile radiators. 


The complaint charges that the 
respondents’ preparation is not a 
permanent antifreeze mixture, as 
claimed, but is an aqueous solution 
of calcium chloride to which small 
amounts of intended corrosion in- 
hibitors have been added, and its 


special field . 
am servicing yer joa eee Cnn Gapelan ence ee rm a. ee ae eee noncorrosive properties do _ not 
’ en Ss, an lo Se . i i 
Schumacher said. with D. B. Erminger, service wupeevinas of the Company's moter rack ee favorably with quality 
A review of the fortnight’s work division. antifreeze solutions sold in the 
and study was held in Chicago, United States. Other allegations of 


where various shop demonstra- Acetylene Bulletin writing che company's general offices | the complaint are that the in- 
tions = newly developed service at. Reduction, manufacturer of | at 60 E. 42nd St., New York 17. tended corrosion inhibitors and the 
rocedures were st: .| welding equipment and gases, has —————— i i i 
oany motor tl — = & cOm-| issued a new bulletin on acetylene For America’s Future—For Your calcium chloride a the solution 
rancn. generators. Copies may be obtained! Future— BUY WAR BONDS. have highly injurious effects. 








Now Giving U.S. Fliers Great New Speed 
and Maneuverability// in Combat... 





in Mobilgas for Super Pick-up Power! 


T’S a $90,000,000 Socony-Vacuum 
I baby—result of 11 years’ work — but 
“Flying Horsepower” is actually price- 
less. Today, it gives our fliers faster take- 
offs and climb, far wider range... 

Tomorrow in peace, it will bring Flying 
Red Horse car dealers great new com- 
petitive advantages. For after Victory, 
the same super fuel ingredients that mean 
super pick-up power in the air—will go 
into the Mobilgas they sell. 19 great 


Socony-Vacuum refining units—largest 
catalytic cracking capacity in the industry 
—will supply them with Mobilgas with 
‘Flying Horsepower’’! 

Keeping pace with Socony-Vacuum’s 
gasoline developments are great new 
achievements in the field of automotive 
lubrication. At war’s end, outstanding 
new Mobiloils and Mobilgreases will as- 
sure continued lubrication leadership to 
all Flying Red Horse car dealers. 


\ 
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WHAT A COMBINATION THIS WILL BE FOR CAR DEALERS! 
Mobilgas with “Flying Horsepower’ — Mobiloil, World's Largest-Selling Motor Oil — Famous Mobilubrication 










SOCONY-VACUUM OIL COMPANY, INC., Affiliates: Magnolia Petroleum Company * General Petroleum Corporation of California 
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Gates Heads 


Portland Group 


PORTLAND, Ore.—Bert W. Gates, 
of Gates’ Auto Station, was elected 
president of the Portland Automo- 
bile Trades Association at a recent 
meeting, succeeding J. M. Lantz of 
Lantz Mfg. Co. Speakers were Ray 
Conway and E. W. Eggan. 

Other officers chosen are first vice- 
president, J. F. Stiens, Jr., Best Auto 
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Spring Co.; second vice-president, | 


Romert A. Butler, Butler’s Tire & 
Battery Co.; secretary, H. J. Blair, 
Laher Spring & Tire Co.; treasurer, 
K. R. Crookham, Wiggins Co. Direc- 
tors, J. M. Lantz, Lance Mfg. Co.; 
Rance W. Niles, Rotoway-Rance 
Niles, Inc.; Jack A. Kayley, Smith 
Auto Parts Co., and George Rote- 
gard, Tracy & Co. 


Toronto Gas Dealers 


Ask 7 p.m. Closing 

TORONTO.—Continuance of 
wartime regulations to allow gaso- 
line and service stations to close 
at 7 p.m. daily, in effect since gaso- 
line rationing in Canada, is being 
considered by representatives of 
Toronto service dealers and the 
Ontario Motor League. 

Service station operators have 


4 


SOON THIS BUS will be back in service essential to the war effort on 
the Pacific Coast, Pictured here are mechanics of the Winslow B. Felix Co., 
Los Angeles Chevrolet dealer, busy at work on the rebuilding of this trans- Race ; s . 
port bus. The dealership recently enlarged its service department to’ criminate and panicky price-cutting| Motor & Equipment Manufacturera, 
accommodate larger commercial units and trucks. It acquired a lot con- 
taining 8400 square feet and a one-story building containing 7700 


square feet. 


asked that a civic by-law be passed 
closing stations from 7 p.m. to 5 
a.m., with the exception of curb 
pumps and garages where repairs 
are made. E. B. Jolliffe, represent- 
‘ing the Gasoline and Automotive 
Service Assn., reports that pressure 
is being brought to bear on service 


In this war of movement, 
when battle orders usually 
travel by radio, any inter- 
ference in reception can be 
dangerous, disastrous! 
Early in the war, one 


serious source of radio interference came 
from the tank generators and their con- 
trol units. This interference has now been 


successfully 


PU a 


eliminated by the develop- 


station operators by oil companies 
to withdraw from the petition ask- 
ing for the civic closing by-law. 


“WE HAVE FOUND YOUR Want Ad 
Dept. to be always more than satis- 
factory.”"—David T. Robinson Co., 
(Dodge-Plymouth), Philadelphia, Pa. 

Be" Want Ad Dept., inside back cover 
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Early Action Urged eee 
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Rapid Increase Foreseen 
For Fair-Trade Laws 


NEW YORK.—Use of state fair- 
trade laws, permitting minimum re- 
sale price contracts between manu- 
facturers and retailers, will increase 
ten-fold within five years after the 
surrender of Germany, it was pre- 
dicted by John W. Scott, retiring 
president of the American Fair 
Trade Council, at that group’s an- 
nual meeting here. 

“Trademark owners are beginning 
to realize that fair trade laws will 
be their chief defense against indis- 


during the reconversion and postwar 
period,” said Scott, who heads the 
Bissell Carpet Sweeper Co. 

“The producers who protected 
their brands through these laws 
in the past will find themselves in 
a strong position when govern- 
ment price restrictions are re- 
moved, and the field again is open 
to those who do business pri- 
marily on a price basis. The same 


ment of an improved control unit by 


Auto - Lite. 


Actually, the control unit 


gives improved reception in three ways: 
Eliminates radio interference, operates 
submerged or dry, ups life over 100%. 
Advanced engineering achievements 
such as this again explains why on battle- 
fronts and the homefront the name Auto- 
Lite means precision manufacturing. 


THE ELECTRIC AUTO-LITE COMPANY 


SARNIA, ONTARIO 


TOLEDO 1, OHIO 


LIGHTING 


BATTERIES ° 


SPARK PLUGS + 
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IGNITION 


WIRE & CABLE 


TUNE IN “EVERYTHING FOR THE BOYS’*—STARRING DICK HAYMES —EVERY TUESDAY NIGHT—NBC NETWORK 


can be said for wholesalers and 
retailers who have specialized on: 
resale price-maintained branded 
merchandise.” 


Bissell was succeeded as council 
president by John W. Anderson, 
president, Anderson Co., Gary, Ind., 
who declared that a manufacturer, 
with his heavy investment in busi- 
ness, “must build and protect good 
will for his trademark to stay in_ 
business.” 

Anderson, who also heads the 
Assn., suggested that all govern- 
mental agencies policing interstate 
commerce examine carefully the ef- 
fect on the public of any weakening 
of fair trade laws now operating in 
45 states. 

I. W. Digges, general counsel to 
the American Fair Trade Council 
and to the Assn. of National Adver- 
tisers, urged trademark owners to 
plan now for fair-trade systems. Ad- 
vising against being caught un- 
awares by elimination of ceilings, he 
said that obviously the OPA cannot 
afford to give any “substantial ad- 
vance notice” of when it intends to 
end price control. 

Once controls are lifted and 
there is a substantial flow of sur- 
plus goods to the market, Digges 
said, “the damage may be done 
and we may be more in need of 
floors to prices than price ceil- 
ings.” Also, he added, “in these 
days of scarcity dealers would 
probably be more amenable to 
fair-trade agreements than later.” 

Asserting that a retailer cannot be 
expected to do his part in promoting 
a manufacturer’s product “unless he 
makes money on the advertiser’s 
product,” James C. Cummings, of 
John A. Cairns Co., advertising 
agency, said that “fair trading is the 
one way to make sure that the re- 
tailer will make a profit on the prod- 
uct you advertise.” 

Roger Kenna, vice president and 
general sales manager of Marlin 
Firearms Co., warned that fair trade 
laws “would die” if used to estab- 
lish false or unfair prices. Those 
subscribing to fair trade, he de- 
clared, “must be sure that we con- 
tinue those policies which will en- 
able retailers to have the stabilizing 
effect of fair trade without penaliz- 
ing John Consumer.” 


Graves Gets 
PAW Post 


NEW YORK.—Petroleum Ad- 
ministrator for War Harold L. 
Ickes announced recently the ap- 
pointment of B. I. Graves, vice- 
president of Tide Water Associated 


Oil Co., as chairman of the 
Petroleum Industry East Coast 
Supply and Transportation Com- 
mittee. 

Graves fills the post recently va- 
cated by W. Alton Jones when the 
latter was appointed chairman of 
the General Industry Committee. 
Primary function of the committee 
headed by Graves is to advise and 
assist PAW in assuring the se- 
curement and delivery of available 
supplies of crude oil to refineries 
and of refinery products to dis- 
tribution points and military de- 
pots to best meet national need 
as provided in the general program. 


International Parts Corp. 


Expands in Chicago 

CHICAGO. — International Parts 
Corp. here has taken over a mod- 
ern five-floor fireproof building 
with 60,000 square feet of floor 
space to provide for expanding 
business. 

Modern facilities throughout 
were designed especially to facili- 
tate super service. Seven loading 
platforms are provided to elimi- 
nate bottlenecks in shipping and 
receiving merchandise. 


New Firm in Buffalo 
BUFFALO.—Rooney Motors Corp. 
has been incorporated here with a 
capital of $100,000. Incorporators are 
Charles P. Rooney, Hyman Karnof- 
sky and Beatrice Hasfurter. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 
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Knows Her Service 


Since Husband’s Death, Bess Humphries Runs 
Ford Dealership in Delaware, O. 


DELAWARE, O.—Since the death 
of her husband in 1941, Bess Hum- 
phries has been effectively manag- 

ing the Humphries 

Av Motor Sales 
(Ford) here. 

Aided by Wil- 

_ liam Stanley, serv- 

| ice manager, who 

has served Hum- 

phries Motors for 


i 


ane 


- Mrs. Humphries 


10 years, Mrs. 
Humphries hasin- 
sisted on main- © 
taining her serv- 
ice division equal- 
ly with sales. At 
the start of the 
war, the dealer- ——— 
ship, which boasts a modern “one- 
stop garage,” had a completely 
equipped shop. 

Mrs. Humphries, together with 
her daughter Betsy Ann and son 
Harry, is already laying plans for 


Conart to Job 


¢Chrysler Parts 


AKRON. — Announcement that 


) the Conart Motor Sales, Inc., has 


been named Chrysler parts dis- 
tributor for Akron and adjacent 
territory has been made by 
George D. Pate. 


It coincided with the opening of 
the new parts division of the 
Conart company across Market 
street from the sales and service 
departments. The company will 
serve 13 counties in this area, Pate 
announced. Frank Morrill, con- 
nected with the Chrysler parts 
division for eight years, will be 
general manager of the Conart di- 
vision and Ray Fleming with 18 
years service with Chrysler prod- 
ucts, will be the operations 
manager. 


Inventor Loses 


Ford Brake Suit 


DETROIT.—A patent infringe- 
ment suit for $500,000,000 against 
the Ford Motor Co., brought by 
Grant C. Brown, Pontiac inventor, 
was dismissed here by Federal 
Judge Lederle. 


Brown accused Ford of infring- 
ing on his four-wheel brake patent. 


The judge, in denying the suit, | 


ruled that Brown’s patent was not 
an original development but a 


~ synthesis of old elements. 


It’s Only Visible When 
You’re in the Wrong 


CAMBRIDGE, Mass.—A method 
for making light-polarizing traffic 
signs that are visible to night- 
driving motorists only when they 
are using the wrong headlights is 
the subject of a patent issued to 
the Polaroid Corp. The traffic 
signs are designed for automobiles 
fitted with both a polarizing head- 
light system for country driving 
and an ordinary headlight system 
for city driving. 

The warnings, “Shift to Polarized 
Beam” and “Shift to Unpolarized 
Beam” would be visible to the 
driver when he uses the wrong 
headlight system required for the 
area in which he is driving. How- 
ever, the warnings would be in- 
visible when he uses the right 
system. 


Amalie Direct Mail 


Wins National Award 


NEW YORK. — The current 
direct-mail campaign on Amalie 
Pennsylvania motor oils and 
Amalie lubricants has been se- 
lected by the board of judges of 
the Direct-Mail Advertising Assn. 
as one of the 55 best direct-mail 
campaigns of the year for the 
United States and Canada. 


A certificate representing the 
award will be issued shortly to the 
Amalie division of L. Sonneborn 
Sons, Inc., New York. 


the day when new autos will again 
be available. 


Currently, Betsy 
Ann, a graduate 
of Ward-Belmont 
College, Nashville, 
Tenn., and of Ohio 
Wesleyan Univer- 
sity, is teaching 
dancing in addi- 
tion to helping her 
mother in the gar- 
age, but she is 
looking forward to 
selling the Ford 

Miss Humphries line. 

Young Harry is 
now a cadet at the Ohio Military In- 
stitute. He too is looking forward to 
selling and servicing Fords, Mer- 
curies and Lincoln-Zephyrs. 


“PLEASE BE ADVISED THAT New 
Truck is sold. Thanks a _ million, 
will use your service again if neces- 
sary.”— L. G. Steiner, Pandora 

Garage, Pandora, Ohio. 


Be Want Ad Dept., inside back cover 
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. | Gits Win Patent 


EXTERIOR VIEW of the Humphries Motor Sales (Ford-Lincoln-Mer- 


cury), which has been managed by 
husband’s death in 1941. 


Athanson Heads 


Briggs Service 


DETROIT.—William J. Athanson 
has been made director of service of 
the Briggs Mfg. Co. This includes 
the automobile body, aircraft and 
turret divisions. 

Athanson has been assistant di- 
rector of service since 1935. 

In addition to servicing Briggs 


rg 


Busic and Simple as 


the Fall of Night! 


Underlying the operation of the Bendix Starter Drive is 
a principle so basic, simple, and fundamental that it is 
readily adapted to the requirements of virtually any type 
of vehicle. Used on automobiles, tractors, tanks, trucks, 
jeeps, PT boats, and even helicopters, the total Bendix 


installations exceed 60,000,000. 


. 


Behind the widespread acceptance of Bendix Starter 
Drives are such important advantages as these: impos- 
sibility of damage by accidental engagement of the starter 
pinion; higher break-away torque which gives increased 
cranking power; rugged, durable construction; low-cost, 
highly efficient operation. 


Bendix Drive 


ECLIPSE DIVISION 


BENDIX AV 


1ATION 


‘ 


MACHINE 


CORPORATION, 


Mrs. Harry H. Humphries since her 
manufactured war materiel, the di- 
vision furnishes dealers and repair 
shops with supplies and equipment 
used in the maintenance of automo- 
‘tive transportation. 


Amalie Booklet Out 


The Amalie division of L. Sonne- 
born Sons, Inc., 88 Lexington Ave., 
New York 16, has published a twelve- 
page illustrated booklet describing 
its line of lubricants. 


of 


ELMIRA, 


On Crystal Seal 


CHICAGO.—-After years of liti- 
gation, Gits Molding Corp. has 
been granted patent coverage on 
a process of three dimensional art 
in plastics, which was invented and 
developed by J. P. Gits and J. A. 
Gits, owners of the corporation, it 
was announced last week. 

This patented process of three 
dimensional’ effect __is named 
Crystal Seal and offers industry a 
method of totally enclosing three 
dimensional effects in colors in 
such products as containers, name 
plates, dials, trim, insignia, trade 
marks, emblems, signs, etc. 

The process was used in the 
manufacture of products for the 
automobile manufacturers, such as 
horn buttons, dials, escutcheons 
and inside trim, as well as decora- 
tive parts for use on the hood and 
name insignia on the outside of 
automobiles. 


“WE ARE GLAD TO REPORT that 
we have had quite a few replies to 
this advertisement, and believe that 
we can secure the equipment we 
wanted from one of the firms we 
heard from.”—Webster Motors Ltd., 
(Chevrolet, Oldsmobile, Cadillac). 
Sherbrooke, Que. 

Be Want Ad Dept., inside back cover 
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Tenn. Parts Firm 


Sold by Jordan 


CHATTANOOGA, Tenn. — Con- 
trolling interest in the Sharp Bat- 
tery & Electric Co. has been sold 
by Lieut. Col. Paul Jordan to three 
Mobile, Ala., business men. 

The purchasers are Fred C. Grif- 
fin, president of the Motor Parts & 
Supply Co. Mobile; James C. 
Parker, vice-president and secre- 
tary, and Harry H. Smith, general 
counsel of the same company. 

Oscar Mather, who continues as 
general manager of Sharp Battery 
& Electric Co., said that the three 
purchasers expect to expand the 
business and will increase the 
number of spare parts and supplies 
carried in stock and add other 
lines and services. 


Stewart-Warner Moves 


Main Offices in Chi 
CHICAGO. — Sales, advertising 
and service department offices of 
Stewart-Warner Corp. are again 
located at the corporation’s main 
plant, 1826 Diversey Pkw., it is an- 
nounced by the company. 
Removal from wartime quarters 


AUTOMOTIVE NEWS, 


PONTIAC DEALERS parts sales are the greatest in history and, without 
a doubt, well-kept parts departments are contributing to the record. Here 
#@ an example: A simple but effective treatment is used at Meridian Pon- 


tiac, Inc., Indianapolis. 


at 228 North LaSalle to the 
Diversey address marks the com- 
pletion of the second phase of 
Stewart-Warner’s plans to con- 
centrate all sales and administra- 


tive personnel in one general office 
building 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


“Now they know 
the difference... 


They used to come in 
for lube jobs. Today 
more and more car 
owners specify MAR- 
FAK. They hear about 
MARFAK on the pop- 


ular Texaco Star Theater radio show every 
Sunday night and from their friends — and 
read about it in the ads in leading magazines. 


They're learning that MARFAK is the spe- 
cial chassis lubricant that sticks to its job — 
that resists wear-out, wash-out and 
squeeze-out, and prolongs car life. 


YOU CAN MAKE MORE 


DECEMBER 11, 1944 


Peace in 45 Doubted 


C of C Vice-President Urges Ala. Wholesalers 


SERVICE SECTION 


To Limit Planning to ’46 and After 


MONTGOMERY, Ala. — Carlyle 
Fraser, of Atlanta, vice-president of 
the United States Chamber of Com- 
merce, advised members of the Ala- 
bama Automotive Wholesalers Ass’n 
to confine their postwar planning to 
“1946 and thereafter,” in an address 
at the annual convention here. 

Asking that they regard the dis- 
posal of surplus automotive parts by 
the government “seriously,” Fraser 
advocated a plan by which the gov- 
ernment would sell such items back 
to manufacturers for redistribution. 

Hugh Comer, executive vice-presi- 
dent of the Avondale (Cotton) Mills, 
Sylacauga, Ala., said he favored aid 
to foreign countries in the form of 
food and clothing after the war, but 
that production machinery should be 
kept in this country rather than sent 
abroad. 

Hobart Henderson, manager, Law- 
son Auto Parts Co., Birmingham, 
was elected president of the associa- 


They look for the dealers who offer MARFAK 
lubrication service. Once they’ve seen 
MARFAK demonstrated, they’ re sold and stay 
sold. They come back regularly. 


Have your Texaco man show you how sim- 
ple and convincing this demonstration is — 
how you can build bigger lube profits, as many 
dealers are doing, with MARFAK. 


+ * 


* 


Talk to your Texaco man today — telephone the 
nearest of 2300 wholesale supply points—or write to 
The Texas Company, 135 E. 
42nd St., New York 17, N.Y. 


money with MARFAK 


tion. He will succeed Alex Whiddo 
Dothan. 

Other officers are W. L. Oliver, 
Montgomery, vice-president, 
William R. Sims, Montgomery, ex- 
ecutive secretary. 

The remainder of the executivéd 
committee of the organization in- 
cludes C. M. White, Mobile, E. B 
Conn, Mobile, and E. J. Brisco 
Decatur. 


ma FAG) 


War Science 
Program to 
Carry On 


WASHINGTON. —During the 
past week official Washington 
moved to continue on into the 
peacetime years the teamwork o 
the men of science, from industry 
and the schools, developed under 
the urgency of war. Also plans were 
being made to release to the world, 
as soon as military security will 
permit, some of the stupendo 
wartime accomplishments that 
would have definite value in cre- 
ating jobs, improving health and 
raising living standards. 

The trend in this direction was 
initiated by President Roosevelt ir 
a letter to the Office of Scientific 
Research and Development, cre- 
ated during the war to chann 
scientific information from all pos- 
sible sources to the spots where 
it best could be used in the w 
effort. The President asked the 
office to study these possibilities 

1. What can be done to make 
known to the world, as soon as 
consistent with military security, 
the contributions that have been 
made to world scientific knowl- 
edge through the war program? 

2. What can be done now to set 
up a program for continuing in the 
future the strides made in the field 
of medicine? 

3. What can the government doa 
to aid research activities by pri 
vate and public agencies? 

4. What can be done to develog 
scientific talent in American youth 
to secure the continuing future of 
scientific research? 

In his letter suggesting the study, 
Mr. Roosevelt pointed out that as 
of today, while the tangible resul 
of this teamwork aren’t known to 
the public, they are streaming back 
in the “communiques coming fron 
the battlefronts all over the world.” 


Timken to Erect 
New Canada Plan 


CANTON, O.—St. Thomas, Ont., 
will be the site of a new bearin 
and rock bit plant to be operated 
by the Timken Roller Bearing Co 
Ltd., Canadian subsidiary of th 
Timken Roller Bearing Co. of 
Canton. 

Choice of St. Thomas as a hom 
for the new plant was made be- 
cause of its ideal transportation 
facilities and its central location 
among Canadian markets _ for 
Timken products, according 
William FE. Umstattd, presiden 
Design of the plant buildings will 
be started immediately, and opere 
tions, requiring an estimated 
employes, will begin as soon as 
possible. 


Wadsworth Wins 
Fourth E Award 


DAYTON, Ky.—The Wadsworth 


Watch Case Co., Inc., here has been 


presented with its fourth 
Navy E award. 

The company is mainly man 
facturing small arms components 
and radar parts, with Wadsworth 
compacts and watch cases bein 


produced in quantities which ar@ | 


limited by materials restrictions 
and the demands of war work. 
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How to Rehire Vets 


75% of Servicemen Seek Old Jobs, 
Reports NADA Counsel 


(Continued from Page 56) 


taken by another employe it found 
more desirable to retain. But the 
court held that the physician was 
an employe and was entitled to his 
re-employment benefits, even though 
the financial advantage to the em- 
ployer would not be as great as the 
continued employment of the re- 
placement. 

It would seem advisable for em- 
ployers to act on the theory that they 
will have to re-employ all veterans 
who held permanent positions with 
them prior to entering the armed 
forces, If a particular employer be- 
lieves he has undergone a change of 
circumstances, he probably should 
make a careful written record of all 
of the facts, because proof of his 
changed position will undoubtedly 
rest with him. 


Perhaps the most troublesome 
wording of the act is the phrase 
“Like seniority, status and pay.” 
The selective service director has 
outlined the factors which he be- 
lieves should be considered in this 
seniority problem. In the first 
place, seniority rights accumulate 
during the period of active mili- 
tary service. In addition, a return- 
ing veteran is entitled to rein- 
statement in his former position 
or one of like seniority, status and 
pay, even though such reinstate- 
ment necessitates the discharge of 
a non-veteran with a_ greater 
seniority. 

The veteran, therefore, is entitled 
to have his job back, even though it 
necessitates the dismissal of union 
or non-union employes with greater 
seniority. If the veteran’s position 
has been upgraded during his ab- 
sence, he may claim reinstatement 
in the upgraded job if he is quali- 
fied to perform the duties and func- 
tions of the new position. If he is 
unable to qualify for the upgraded 
job, he is still entitled to a position 
equal in seniority, status and pay to 
the one which he originally left. 

A veteran entitled to re-employ- 
ment may not be discharged from 
his restored position without cause 
within one year after such restora- 
tion. The cause for dismissal in any 
particular case must be determined 
by the facts and circumstances of 


getting him on the payroll if he 
meets all of the necessary conditions 
of the act above mentioned. 


In addition to the rights under 
the Selective Service Act other 
governmental agencies have co- 
operated in making easier the 
right of the veteran to reemploy- 
ment. The War Manpower Com- 
mission issued an order Sept. 25, 
1944, which will have the follow- 
ing effects: 

“A. Veterans of World War II will 
not be required to secure or present 
statements of availability in order 
to change jobs. 

“B. Veterans of World War II may 
be hired by any employer without 
referral by the U. S. Employment 
Service or other authorized referral 
channel, 

“C. Veterans of World War II who 
seek employment through the U. S. 
Employment Service will be entitled 
to a referral, as a matter of right, 
to any job of their choice, without 


Facts and Flashes 
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regard to the essentiality or priority 
status of such job. 
Ceilings Disregarded 

“D. Veterans of World War II may 
be hired without regard to employ- 
ment ceilings. However, all employ- 
ees who are veterans of World War 
II will be counted against an estab- 
lished employment ceiling unless the 
application local employment stabi- 
lization program provides for the ex- 
emption of such veterans from em- 
ployment ceiling determinations. No 
workers other than veterans of 
World War II (and any other groups 
which may be exempted locally) may 
be hired if employment is at or above 
the established ceiling.” 


The War Labor Board announced 
on July 28, 1944, that it interpreted 
Section 3F of Selective Training 
and Service Act to permit an em- 
ployer to pay to a veteran the com- 
pensation he was receiving before 
induction, or any portion thereof, 
without approval of the board. Sec- 
tion 8 of the act has been interpret- 
ed as permitting the employer to pay 
the returned employe the presently 
established rate for his former posi- 
tion, reflecting all increases granted 
during his absence without board 
approval. If the veteran is placed in 
a higher rated job he may be paid 
the established rate for that job re- 
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— any increases due to senior- 
ty. 

It is very evident, therefore, that 
every possible assistance is being 
offered returning servicemen and it 
is suggested that all dealers examine 
their personnel records and make 
plans for any adjustment of present 
employees which may become nec- 
essary in order to provide the re- 
turning veterans with their old or 
better jobs. 


Sauer Heads 


© e 
Timken Unit 

CANTON, O.—The Timken Roller 
Bearing Co. announced last week 
the appointment of Howard C. 
Sauer as general manager of its 
newly created foreign division, 
which will handle the sale and 
service of the company’s products, 
bearings, steel and detachable rock 
bits, in the world market outside 
the United States. 

One of the first dollar-a-year 
men to go to Washington, Sauer 
was chief of the _ anti-friction 
bearing section of the tools divi- 
sion of the War Production 
Board from Sept., 1941, to Sept. 


11, 1944. 


No Sale 


Battery Deal Called Off 
To Bar Speculators 


WASHINGTON.—In order to 
thwart suspected speculators, 
plans for an unpublicized sale of 
22,000,000 surplus dry-cell flash- 
light batteries were called off, 
it was revealed last week in 
testimony before the Senate 
War Investigating Committee. 


While in this case there was 
some reason for secrecy, the 
story recalled the furor over the 
Army sale in Salt Lake City of 
auto batteries. 

In the present case, Ernest L. 
Olrich, in charge of surplus 
property disposal in the Treas- 
ury’s procurement division, and 
Homer Hilton, director of the 
general commodities division, 
said the Army had requested a 
minimum of publicity lest the 
public get the idea there were 
plenty of batteries. 

The batteries were offered by 
letters to wholesalers and job- 
bers, and the sale was called 
off when hints of speculation 
appeared. Plans for a new sale 
are being made. 


From the 


ETHYL CORPORATION 
Chrysler Building, N.Y. C. 


Until somebody finds or in- 
vents a better word, we'll 
probably have to go right on 
using "re-—conversion." But 
it's not a good word for 
what the automotive industry 


has in mind. 


"Re-—conversion" 


implies a going back. What 
everybody in the industry 


really is thinking about is 


going forward. 


From the very moment that 
the production lines start 
again, everybody will be looking toward the improvement of the cars that 
come off them. Even the revised 1942 models, which many manufacturers 
expect to be their first postwar cars, will incorporate many new ideas and 
features. 


that case. He cannot be displaced by 
another during that year on the 
ground that the latter has greater 
seniority rights. 

To permit such a displacement 
would be to nullify the original re- 
instatement and thus deprive the 
veteran of his re-employment rights 
under the act. If a returned soldier 
after resuming his old job quits to 
take another, selective service be- 
lieves that this constitutes a break 
in service and waives the veteran’s 
right for re-employment for one 


year. 
May Waive Rights 

Veterans may waive their re-em- 
ployment rights if they desire, pro- 
vided that such a waiver is not in- 
duced by fraud, misrepresentation 
or other coercive methods. The bur- 
den of proof is upon the employer to 
show that the waiver was voluntary 
on the part of a veteran. Employers 
should not, therefore, attempt to in- 
fluence employes into waiving em- 
ployment rights. 

If the employe is willing to accept 
a lump sum payment in lieu of his 
old job, presumably the employer can 
make this payment, but it should be 
made clear to the veteran that his 
old job is available if he wants it. 
An employer should not attempt to 
secure a release of the veteran’s re- 
employment rights by payment of 
but a nominal sum. 

The act further provides that any 
private employer who fails or refuses 
to comply with the rehiring provi- 
sions may be the subject of a suit in 
the U. S. District Court to compel 
reinstatement of the employe and 
also to compensate the veteran for 
any loss of wages or benefits suffered 
by reason of the employer’s un- 
lawful action. The veterans entitled 
to re-employment rights have re- 

_ course in court to recover back pay 
even after they are reinstated if 
such reinstatement was improperly 
delayed or postponed by the em- 
ployer. Each dealer, therefore, who 
is confronted with a returning vet- 

7} eran should not delay in- actually 
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“, ..a dream of efficiency and performance.” 


For example, engines probably will be modified to take some advantage, 

at least, of the higher-octane gasolines that will be coming along after 
the war...and so offer considerably improved performance and economy. To 
the man who has been driving the same car for five years or more, these 
immediate postwar models will seem like a dream of efficiency and perform— 
ance. Instead of buyers accepting such cars because there are no others 
available, they will be eager to own and drive then. 


Furthermore, development along these lines will tend to take the public 
mind completely off impractical, visionary cars. Instead of expecting a 
plastic beetle, the American car-—owner will look forward to the resumption 
of the steady progress that always has characterized the American auto- 


mobile industry. 
ca ~*~ * 


EXPERTS IN TIRE REPAIR follow U. S. troops wherever they go. These 
G.I.'s are trained to restore seemingly worthless truck tires and 
tubes and are experts in rotation, inflation, overloading and 


proper driving methods. 


DISABLED SERVICEMEN — who cannot operate the pedals of a 
standard car — may benefit from a one-point automobile control 
recently demonstrated. Installed on a car equipped with auto— 
matic transmission, the device makes it possible to operate 
the car with the hands only. 


Late Flash 


PACIFIC WAR WILL be a bigger, more costly operation than most people realize. Long-range 
action over vast areas will require more of everything than the European invasion—more gaso= 
line and oil, more planes, more amphibious tanks, more supply ships. That's why U.S. Treasury 
says 6th War Loan is most important of all. Digging into your pocket at home is a lot easier 


than digging into a foxhole. 





62. 
Snap-On Girds 


For Postwar Era 


KENOSHA, Wis.—Postwar plans 
for Snap-On Tools Corp. were dis- 
cussed by Joseph Johnson, president, 
in an employe’s rally here last week. 

Management has accumulated re- 
serves for the postwar era,” Johnson 
said. “We have expanded our plant 
facilities, made plans to broaden 
our line. More branch outlets will 
be established, our sales organiza- 
tion will be increased, and new lines 
will be added, old lines will be im- 
proved. 


All of this points to the mainte- 
nance of high employment levels.” 


Goodrich’s Martin 


On New U. S. Job 


AKRON, O.—E. M. Martin, on 
loan from B. F. Goodrich Co. as 
special assistant to the adminis- 
trator of Surplus War Properties 
Administration and later with the 
War Production Board in Wash- 
ington, is now in Europe on a new 
government assignment, it is 
announced. 

The former Akron man is a 
member of the _ special Anglo- 
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AN ARTIST’S CONCEPTION of what an automobile dash panel would re- 
semble if all of the instruments now in use, or proposed, were used. If the 
100 devices were installed in front of the driver he would have to use a 
periscope to see the road, explained E, F. Webb, of the electrical laboratory 
of the Engineering division of Chrysler Corp., in a talk before the Society of 
Automotive Engineers in Detroit. Webb advocated simple gauges, installed 
in standard locations on automobile instrument panels to conserve repair 
and replacement costs for owners, and to make the work of mechanics 


easier and more satisfactory. 


American-French Mission to make 
recommendations on the restora- 
tion of the rubber industry and 
the re-establishment of civilian 
transport in France. 


‘ 


You can’t do anything about the eyesight that 


buyers of your 


postwar cars may have. 


But you can make sure that nothing in 


your cars impedes their vision. Remember 


that drivers watch the road hour after hour 


through glass—and that their driving actions 


are governed by what they see. That’s why 


optical distortion in glass endangers high- 


way safety. 


This points 


clearly to the need for pro- 


viding top-quality safety plate glass in wind- 


shields and windows of your postwar cars... 
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“OUR ADVERTISEMENT IN YOUR 
Dealer Want Ad Dept. was helpful 
and it will not be necessary to 
repeat.”—Floyd H. Johnson (Stude- 
baker), Mt. Pleasant, Mich. 


Be Want Ad Dept., inside back cover 


Instrument 


SERVICE SECTION 


Panel Ideas 


Chrysler’s Webb Urges Simplified Gauges, 
Standard Location 


DETROIT.—Simplified gauges, in- 
stalled in standard locations on 
automobile instrument panels to 
conserve repair and replacement 
costs for owners, and to make the 
work of mechanics easier and more 
satisfactory, was advocated last 
week by E. F. Webb, of the electrical 
laboratory of the engineering divi- 
sion of Chrysler Corp., in a talk be- 
fore the Society of Automotive En- 
gineers at the Rackham Building. 

Webb and other speakers were in- 
troduced by Phillip J. Kent, chief of 
the company’s electrical laborato- 
ries and chairman of the society’s 
electrical session. Webb illustrated 
his talk with slides showing various 
types of oil gauges, speedometers, 
heat and voltage indicators, and 
other instruments usually located on 
dash panels. 

“One hundred devices of various 
kinds have either been used or pro- 
posed for the instrument panel,” 
Webb said. “If all of these instru- 
ments were placed in an automobile, 
the windshield would have to be con- 


and to using it today for glass replacement. 


Many manufacturers of America’s cars 


have standardized on genuine L:O-F Hi-Test 


Safety Glass, not only for windshields, but 


for side windows and back windows as well. 


This top-quality glass consists of two panes 


of plate glass—carefully ground and pol- 


ished for greater freedom from annoying 


optical distortions—bonded by a layer of 


tough plastic. For better visibility—use this 
better glass. Libbey-Owens’Ford Glass Com- 
pany, 41124 Nicholas Bldg., Toledo 3, Ohio. 


LIBBEY* OWENS - FORD 


a Great ame xn GLASS 


| verted into a panel, and a periscope 
used for visibility.” 

Webb made it clear he was not 
suggesting that instruments be com- 
pletely standardized by the various 
automobile companies, but that the 
public and the garage man would 
benefit by knowing uniformly where 
to find speedometers, how to read 
one type of temperature and gas 
gauge dials, and where to find fuses 
in case of trouble with lights. 

“We cannot indulge our fancies 
for example in such expensive trink- 
ets as gas gauges with sapphire jew- 
el bearings,” Webb stated, “but wé 
can have economical types that 
serve the purpose just as well.” 

Webb said there is a trend to- 
ward dust and moisture - proof 
switches of rotary instead of the 
push-pull type because they are 
more rugged and easier to use. He 
also said that use of more than one 
circuit breaker or fuse is being giv- 
en consideration because headlight 
circuits should not be interrupted 
by faults in lesser circuits. Signals, 
or red lights, may replace or supple- 
ment some instruments because 
they demand more attention more 
quickly and easily, he said. 


Paper Keeping 
Eye on Ads 
For Used Cars 


PHILADELPHIA. — Regulations 
set up 20 or more years ago for the 
protection of readers and adver- 
tisers of the “used automobiles” col- 
umns in the Philadelphia Evening 
Bulletin have helped the newspaper 
to meet new problems created by the 
wartime shortage of cars, according 
to F. M. Bechtel, classified advertis- 
ing manager of the Bulletin. 

The Bulletin, he said, was one of 
the first newspapers to set up a bar- 
rier against fraudulent dealers’ ad- 
vertising under the guise of private 
individuals, adding that with the 
tremendous increase in “autos want- 
ed” advertising during the past two 
years, the Bulletin’s system for 
checking automobile advertising 


| “has passed perhaps its most rigor- 
| ous test with flying colors.” 


“Naturally, no newspaper ever 
can score a perfect record in barring 
tricky or fly-by-night operators 
from inserting advertisements which 
appear to be from private parties,” 





Bechtel declared. “The Bulletin, in 
common with all other newspapers, 
gets a large part of its want ad ad- 
vertising by telephone, and it is im- 
possible to keep up with the sudden 
changes of addresses managed by 
some of these dealers and their rep- 
resentatives, both male and female. 

“Obviously, however, the file of 
names and addresses built up stead- 
ily over the course of a score or more 
of years has again proved its value 
during the past two or three years. 
Also, the members of our staff are 
on the alert constantly, and all ad- 
vertisements that for even the 
vaguest reason are considered by 
anyone as ‘suspect’ are carefully 
checked.” 


Lee Will Head 
Nash Purchasing 


DETROIT.—James A. Lee has 
been placed in charge of purchasing 
for all production and non-produc- 

tion buying for 
the Nash Motors 
division of Nash- 
Kelvinator Corp., 
it is announced 
by H. E. Long, 
general works 
manager. 


James A. Lee 


At the same 
time, Frank A. 
Siver was named 
as Lee’s assistant. 
Both men will be 
located at the 
Nash plant in Ke- 


v4 i 
nosha, Wis. A. Stee 


Read Jack Weed’s Backshop for some 
highlights in the service flel 
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* Nationwide Brake-Test 
Set to Cut Accidents 


(Continued from Page 53) 


Ithe brake pedal. He will then gently 

depress the pedal with the toe of his 

.« Shoe. If the pedal touches the block 

/ before the brakes begin to grip, that 

is evidence the brakes are not in 

good condition, and that the motor- 

ist should go to a garage for a 

check-up. 

Although records show faulty 
brakes are responsible for a rela- 
tively small percentage of acci- 
dents, the records do not indicate 
the number of accidents in which 
bad brakes are a contributing fac- 
tor. For that reason, plus the fact 
that a comprehensive educational 
and enforcement brake emphasis 
program will induce safer driving 
and better car care in general, the 
brake-check program should pro- 
duce startling results. That is 
borne out by results obtained in 
one statewide test. Traffic deaths 
which had been rising for seven 
months dropped 33 percent the 
first month, $1 percent the second 
month, and 16 percent the third 
month compared with the same 
months of the, previous year. 

Police and safety authorities are 
in agreement conditions are such 
that great increases in accidents are 
in the offing. Many predict accidents 
may be two or more times greater 
than today. Cars are growing older 
—they now have an average age of 
eight years rather than the four and 
a half years of normal times. As 
they grow older, they are more likely 
to break down and to need repairs. 
Thousands of motorists still have 
not adjusted their car care to the 
unusual conditions of wartime. 
When wartime restrictions on driv- 
ing are relaxed, traffic volume and 
speeds will increase. Meanwhile po- 
lice are handicapped by manpower 
shortages. 

In view of the wartime conditions, 
the brake emphasis program be- 
comes a timely aid which may ac- 
complish a great deal in offsetting 
the factors which are likely to in- 
crease accidents in the spring of 
1945. The brake program, conducted 
on a nation-wide scale, will serve 
the purpose of focusing public atten- 
tion on the most serious driving 
problem it has ever confronted. The 
motoring public will be brought to 
understand not only its “brake” re- 
sponsibilities but its general driving 
responsibilities. 

Before proceeding with final 
plans for the program, it was as- 
certained that brake parts would 
be available. Service directors of 
automobile companies and brake 
parts manufacturers made a spe- 
cial inventory to make certain 
that parts would be at hand and 
that service shops could handle 
the essential work. 

To facilitate the work of all par- 
ticipants, the IACP has worked out 
the details of the plan which will be 

» established in each state to assure 

a uniform, simultaneous program. 
Staff members of the Safety division 
will assist in establishing the state 
organizations which, in turn, will 
assist the local police and sheriffs. 
A booklet completely describing the 
program will soon be available. This 
will be supplemented by an oper- 
ating manual containing suggestions 
for placing the plan in effect in each 
locality. 

State and local dealer organiza- 
tions will be asked to get behind this 
program wholeheartedly, and the 
service managers and other person- 
nel of the car and truck factories 
will be able to furnish their dealer 
groups with much advanced data 
and programming before the cam- 
paign gets under way. 

It is seen as likely that dealers 

2 will be asked to put as much em- 
phasis on getting other spring 
tuneup and service work out of 
the way before the brake cam- 
paign breaks, so that each shop 
will be free in mechanics and fa- 
cilities to give the campaign every 
possible aid. 

Judging from the results of the 
Michigan campaign last spring, this 
national effort will result in a de- 
e@ cided increase in:all types of service 

work from aligning front-ends to 

taking the excess play out of steer- 
= ing mechanisms. 


° 


an 
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While it is not expected that any 
car owner will be stopped to have 
his vehicle inspected during the 
campaign, unless he is involved in 
a traffic violation of some sort, due 
to the lack of sufficient enforcement 
officers, the publicity that will be 
given the campaign just before it 
starts acted as a self starter in Mich- 
igan for thousands of vehicle own- 
ers to bring their cars into service 
stations and have them put in safe 
operating condition before the cam- 
paign got well under way. 

Dealer bodies can do much along 
this line by the use of posters and 
in other ways pointing out to their 
customers that such a campaign is 
to be put in motion and to be safe 
they should get their car in a safe- 
operating condition early before the 
shops of the nation are flooded with 
work brought on by the police pro- 
gram, 


THIS CLEAN and spacious service department is helping set service rec- 
ords at the Deisling Pontiac Co. of Milwaukee, Fluorescent lighting recently 


was installed. 


New F lashlight Battery 


A six-page catalog section on its 
recently introduced rechargeable wet 
storage battery for flashlights has 
just been published by the B. F. 
Goodrich Co., industrial 


division, Akron, and is now available 
upon request. 


It takes a 
the current, 


stron —_ 


a strong fish to swim against 
a ,g00d dealer to 


products! stay in business now! 


Willard Reports 
To Combat Men 


CLEVELAND. — To _ show its 
workers now serving in the armed 
forces how those remaining on the 
job are backing them up, Willard 
Storage Battery Co. recently mailed 
to each a progress report, entitled 
“A Report to Willard People on the 
War Fronts From Willard People on 
the Production Front.” 

It opens with a roll of honor list- 
ing the names of all Willard work- 
ers in the armed services and then 
describes how Willard workers at 
home have achieved exceptional rec- 
ords in the production of storage 
batteries for war applications, in- 
cluding many revolutionary new 


types. 
Bangs Completes Handbook 


John R. Bangs, general manager 
of industrial and personnel relations 
for the Edward G. Budd Mfg. Co., has 
edited Production Handbook, just 
published by the Ronald Press Co. 
Work on the 1,700-page volume was 
started in 1940 by L. P. Alford, late 
professor and chairman of the De- 
partment of Administrative Engi- 
neering of New York University, but 
was interrupted by his death in 1942. 
Bangs undertook to complete the 
work in 1943. A board of more than 
90 contributing and consulting ed- 
itors assisted. 


Tire made out of dandelions 


years before any other company. 


Few people know how to pronounce kok-saghyz—but 
B. F. Goodrich pronounced it worth more research | 
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OK-SAGHYZ (kawk-sa-jeez’) means 

“the root that can be chewed.”’ At 

least it does to a Russian. It’s first cousin 

to our own dandelion—a little larger, a 

bit coarser. And good rubber can be ex- 
tracted from it. 

In 1942 two planes landed in America 
with cargoes of kok-saghyz seeds. They 
were planted on 575 acres and the rubber 
was produced. It isn’t vitally needed for 
war uses now, but B. F. Goodrich men 
are going to know all about any future 
possibilities of any kind of rubber that 
might mean better tires. 


It might be used for certain parts of a 


tire or in certain mixtures or “‘blends”’ of 
rubber. It might be used for other kinds 
of rubber products. But, whatever the use, 
B. F. Goodrich will have the answers— 
and probably first, as usual. 


There’s an American shrub, Guayule, 
from which rubber was made even before 
the war. B. F. Goodrich used more of it 
than any other rubber company. B. F. 
Goodrich built a plant and started mak- 
ing a tire-type synthetic rubber commer- 
cially in 1937. That was months before 
any other company. B. F. Goodrich made 
and sold tires containing synthetic rubber 
back in June, 1940. And that was three 


So it’s almost invariably true in the rub- 
ber industry—B. F. Goodrich is out 
ahead in research, in development, in im- 
provement in tires. These improvements 
are all in today’s all-synthetic B. F. Good- 
rich tires, and those tires are giving extra 
value and extra safety to every user be- 
cause of them. Any B. F. Goodrich dealer 
can tell you whether you are eligible for 
new tires. The B. F. Goodrich Company, 
Akron, Ohio. 


FIRST IN RUBBER 
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hold a greater share of the mainte- 
nance of the cars they sell each year. 

They feared, of course, that they 
would lose some of the replacement 
parts business they had been enjoy- 
ing from the dealers when postwar 
arrived and the car factories started 
to put pressure on the dealers to buy 
more parts from the factories. But 
they also realized that, as soon as 
new cars again came into the mar- 
ket, these same dealers would be us- 
ing more parts in reconditioning 
cars of other makes than they ever 
had used before. These jobbers real- 
ized, too, that they were the logical 
supply source of the dealer for these 
parts, unless the car factories radi- 
cally change their present parts dis- 
tribution plans. 

These jobbers also figured that the 
car and truck dealer was going to 
be his best shop equipment customer 
as soon as he could get the tools 
and testing devices to sell him. They 
know the dealers have the money 
and will buy high quality products. 

eee 


The jobbers are also beginning to 
learn that the expansion plans of 


many of the oil company outlets and 
those of other chain organizations 
will not increase their business be- 
cause they are being told that these 
major companies are getting them- 
selves in shape to be jobbers to their 
own outlets, which will sidetrack the 
local jobber. 

And the jobber, like the vehicle 
dealer, is looking outside the strictly 
automotive vehicle field for some of 
his increased business—to airplanes, 
tractors, stationary power and the 
increased use of diesel power. 


But both are beginning to real- 
ize that in the dogfight for car and 
truck service business that seems to 
be shaping up—with filling stations 
endeavoring to widen the scope of 
the service they render, with chain 
organizations endeavoring to bite 
off a larger chunk and with thou- 
sands of boys from the armed serv- 
ices returning with the desire to 
open a little shop—that the shop that 
offers the most efficient service in 
the most convenient manner and at 
a reasonable price will be the shop 
that will weather the storm. 


Abn talking about weathering 
the storm, some parts manufac- 
turers are already endeavoring to 
get their outlets to start balancing 
inventories so that when this pres- 
ent mad rush lets up they won’t find 
themselves as unbalanced as the 
army warehouses are supposed to 
be. One sales manager—Latimer 
Ford of American Hammered Piston 
Ring—told me that he had just can- 
celled over 3,000 orders totalling ap- 
proximately a million rings because 
he could deliver now. He wants his 
jobbers to stop ordering on a hys- 
teria basis and to start balancing 
stocks. 

Incidently, it was in Latimer’s 
home town, Baltimore, that I run 
into a new wrinkle in hotel reserva- 
tions—and I thought that after 
NSPA and a few other like shindigs 
I had seen most everything. Eddie 
Kruspak (Automotive News, New 
York) and I had reservations at the 
Lord Baltimore but when we came 
in at 10 p. m. the austere clerk 
calmly informed us that all reserva- 
tions are cancelled at three in the 
afternoon if they are not taken up. 
With a butlerish gesture, he pointed 
to a sign back of the desk to that 
effect. 

Eddie and some other peddlers 
around the desk seemed to get a 
giggle out of my statement that I 


unfortunately was so near-sighted 
that I couldn’t read that sign from 
Detroit and inasmuch as they hadn’t 
included the statement in their ac- 
knowledgment of my reservation I 
still felt I was entitled to a place to 
sleep—even in the Lord Baltimore. 

. . we got the first twin bedroom 
I ever got there, where I had room 
enough in the bath room to change 
my mind without backing half way 
out. (I hope Ed is able to get a room 
there the next time he goes down.) 

s * # 


FEAR me that I have lost a good 

friend in mine host for last 
Sunday a week who filled my gullett 
for once with all the steamed clams 
and broiled lobster I could eat—Her- 
man Schade of Arrow Safety De- 
vices. He must be sure now that I 
am the world’s worst jinx. 

He drove me over to the Phila- 
delphia Athletic Club for lunch and, 
while we were eating, one of Uncle 
Sam’s mail trucks stove in the door 
on the left side of his beautiful Lin- 
coln Zephyr. Not believing in fate, 
he also drove me out to the Lorraine 
hotel where the Boosters held their 
meeting, and a dope driver with an 
all-too-sudden urge to get across the 
street, tried to beat the traffic light 
and put a nice big hole in the right 
rear fender of that same deluxe ve- 


_ MICROMETER CONSCIOUS’ | 


in the quantity production 


| manufacturers of major prominence now 


are relying upon the micrometer-conscious Wadsworth 
Small Parts Division for scores of parts so minute 


and precise that their quantity production is difficult 


of minute precision parts 


or expensive for the average plant. 


At Wadsworth, such production is customary, and 


meets the highest critical standards. 


Here, a unique machine setup and workers who 
think precision are intimately associated under one 
roof. They contribute special operations to many 


pieces and carry others through in their entirety, in 


great quantities. 


We welcome conversations with all companies who 


WADSWORTH 
FACILITIES 


Die Making 
Jigs & Fixtures 
Gage Making 
Model Building 


Milling 

Drilling 
Turning 
Stamping 


Screw Machining 
Hard Soldering 
Heat Treating 
Line Assembly 


Polishing 


Lacquering 
Photo-Etching. 
Silk Screening 

Product Decorating 

Metals Laboratory 

Engineering Design 
Product Design 


* CURRENTLY 
SERVING THESE 
INDUSTRIES 


Aircraft 


SERVICE SECTION 


hicle. If Herm was me, I would avoid 
me like a pestilence. 
s+ -2s 8 
I am glad that Ted Grange of 
Stewart Warner, et al, won’t see this 
until I have done my stutter and 
stammer act for their distributors 
in Chicago today, because I am to 
be his guest for over Sunday, too, 
and he and his several salesman- 
agers would surely find some excuse 
to put me under lock and key—or 
avoid me entirely. 
s s # 


W. HILE east this trip, however,I 

did have one pleasure I had 
never taken advantage of—called on 

Clayton Farris of Trucktor in his 
own bailiwick. Have know Clayt 
seemingly all my long truck life but 
always met him at some truck gath- 

ering some where; never caught him 

in his own office before. He is hav- 

ing his troubles like all of the boys 
in the truck business—but he’s not* 
complaining about any historical 

basis that holds him down on the 

number of third axle assemblies he 

can make. 

Seems that this manpower short- 
age in a critcial No. 1 area has crept 
from the Great Lakes region into 
the East, and the Jerseyites are 
being stung by the same beetle. 
With more business in sight than his 
shop could turn out in years, he has 
to dawdle along trying desperately 
to keep his customers satisfied 
somehow, because his ceiling won’t 
allow him to increase his force even 
if he could get the help. 


ss * 


EORGE GRAHAM, who passed 

away in Miami Nov. 15, not only 
was one of the outstanding figures in 
the automotive industry for years 
but, because of his speaking ability, 
represented the industry in its ap- 
pearances before Congress, Among 
his intimate friends he was known 
as the perennial vice-president.” 

Every job he held in the industry 
since leaving the automobile editor’s 
seat on the old Philadelphia North 
American was that of vice-president 
of some manufacturer. Starting with 
Pierce-Arrow, this vp chronology 
ran the gamut of Chandler, White, 
Willys-Overland and Studebaker— 
the White and Studebaker connec- 
tions being of short duration due to 
some political maneuvering inside 
the organizations, I am told. 

At the start of World War I, Con- 
gress was about to declare the auto- 
mobile a luxury and ban its produc- 
tion on this ground. Graham was 
sent to Washington to plead with the 
congressional committee in whose 
laps the decision lay, as to whether 
the industry folded or not. In this 
instance instead of a lengthy, fiery 
oration, Graham merely invited the 
committee over to a window over- 
looking a parking lot where hun- 
dreds of cars belonging to congress- 
men and senators were parked and 
said: “We contend that if even a 
congressman or senator finds the 
automobile of sufficient necessity to 
drive it to and from his office dur- 
ing wartime, it must be a necessary 
and essential mode of transporta- 
tion for the nation.” 

Automobile manufacturing was 
not banned. 

* & 

Another time he and Jimmy 
Walker, then mayor of the city of 
New York, were the speakers for 
the annual NAMA banquet. Graham 
was down for an hour’s speech but 
rambled on for an hour and 25 min- 
utes. After the dinner, it was learned 
that Graham had talked for twenty- 


Automotive 
Bearing 
Electronics 
Instruments 
Machine Tool 
Small Arms 
Refrigeration 


five minutes to cover Walker’s late- 
ness at the dinner after his own 
speech had been finished. No one in 
the room but Alfred Reeves, then 
manager of the association, had 
known the difference. 

Before his automobile editorial ap- 
pointment, Graham was sports edi- 
tor of the North American and is 
credited with being the first writer 
to start making a legendary char- 
acter out of Connie Mack. He was 
also president of the old Tri-State 
league of the minor circuit. 


Still Waiting 

NEW WESTMINSTER, B. C.—Belyea 
& Co., Ltd., is still tied up by lack 
of priority on opians for expansion of 
i remises. he cement floor and a 
section of the walls for the first floor 
of what is intended to be a fireproof 
and bonded warehouse has just been 
put in, and this is now being used to 
provide parking accommodation for the 
pany feels it will Bevable to proceed 

eels w e able to proc 

with its original building plans by 
next spring. 


To feel the pulse of the industry 
consistent read of A 3 
gous coins utomotive News 


intend to be postwar factors in their fields and will 
be glad to discuss the matter of applying Wadsworth 


skills to your special needs. 


SMALL PARTS DIVISION 


Nads worth WATCH CASE CO., Inc. 


DAYTON, KENTUCKY, SUBURB OF CINCINNATI, OHIO 
PHONE COLONIAL 8194 e (CINCINNATI EXCHANGE) 


Wadsworth is heavily engaged in many-sided 
war work. But our steady production of Military 
Watch Cases and our constant designing of the 
precious metal cases for the future are preserv- 
ing the art of fine watch case development. 
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SERVICE SECTION 


Building for Future... 
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NEW ADDITION to the Greenlease-O’Neil, Inc. (Oldsmobile), Kansas 


City, which is designed to handle extra wartime servicing needs. 


The 


dealership now has 37,239 square feet of service department space. Steel 
— supports the roof of the new section, making posts unnecessary. 


CONTROLTOWER installed by Greenlease-O’Neil, Inc., to add efficiency 
in its service department. In the dispatch tower is E. E. Douglas, new-car 
sales manager in peacetime, who is now in charge of the control panel 
which is credited with saving thousands of manhours monthly. 


How to Get Manpower 


Felix Expands Dealership to Service 
Trucks, Gets Labor Relief 


LOS ANGELES.—Acquisition of 
an adjacent lot 140 feet by 60 feet 
and a building measuring 140 feet by 
55 feet has enabled the Winslow B. 
Felix Co. here to expand its “Service 
for Victory” program by engaging 
more actively in servicing and main- 


» tenance of trucks, buses and other 


Obituaries: 
Calloway, Service Aide 


for Cadillac, Dies at 33 
DETROIT.—Charles H. Calloway, 
33, assistant general parts and serv- 
ice manager of the Cadillac Motor 
Car Division, died suddenly Dec. 2. 
Calloway joined the Cadillac serv- 
ice department in 1931 and in 1935 
became assistant service engineer, 
later advancing to the post of serv- 
ice engineer. In May, 1943, Calloway 
was appointed assistant general 
parts and service manager in charge 
of the Cadillac war products service 


department. 
* * 


Dealer Stableford 


Dies in San Antonio 

SAN ANTONIO, Tex. — George 
Homer Stableford, 51, owner of the 
Mission City Pontiac Co. of San An- 
tonio and Austin, died here. 

Mr. Stableford entered the auto- 
motive industries at Janesville, 
Wis., in 1923 as a district repre- 
sentative of the Chevrolet Motor Co. 
He later held positions with Olds- 
mobile and Pontiac before coming 


* to San Antonio in 1938 where he es- 


tablished the dealership which he 


owned at the time of his death. 


* * * 


Harry Bylenga 
GRAND RAPIDS, Mich. — Harry 
Bylenga, 46, vice-president of the 
Star Transfer Co., and former presi- 
dent of the Inter-State Motor Freight 
system, was killed Dec. 6 when his 
car was hit by a train. 


commercial units, says Claude H. 
Craig, general manager. 

Moreover, members of this Chev- 
rolet dealership have derived a great 
deal of pride—and satisfaction that 
cannot be measured in dollars— 
from knowing that they are helping 
to keep transportation so highly es- 
sential to the war effort on the road, 
Craig adds. 


The building and lot were re- 
vamped so as to accommodate the 
largest commercial units and buses. 
It took about three months to put 
things in shape, as it was necessary 
to remodel and completely equip the 
structure adjoining the dealership’s 
main store. 

Because the new department was 
to be used exclusively for the repair 
of essential vehicles, the Felix or- 
ganization at the same time ob- 
tained an increase in its manpower 
ceiling. It has been in operation for 
more than eight months, with a con- 
sequent increase of 39 percent in 
average monthly customer labor 
volume. 


Canadian’s New Device 


Said to Save Gas 


VANCOUVER, B. C—A device 
designed to save gasoline in the 
operation of a motor vehicle has 
been patented in Canada and Unit- 
ed States by J. A. Grant, New 
Westminster, B. C. 

It is described as an auxiliary 
compressive air admittance appar- 
atus and will be known by the 
trade name of “Grant Ayrpheed.” 
The principle on which it operates 
is to cut off the flow of gasoline 
into the cylinders when the vehicle 
is going down hill and draw in 
only warm air. Grant reports a 
test made in city driving in New 
Westminster showed an increase of 
4.2 miles per gallon. 


Expanded Output and Outlet 


Point Up Service Battle 


(Continued from Page §3) 


Thus it is very questionable that 
there will be any where near the 
market for parts and accessories 
that present manufacturing capac- 
ities can produce, once stocks have 
been adjusted and the first flush of 
preparing for that postwar driving 
has been met. 

Car and truck dealers are plan- 
ning to expand their service facili- 
ties to handle more customers in 
their shops; jobbers are planning to 
expand their machine shops and 
add branch stores and machine 
shops; oil companies are already 
endeavoring to get their gallonage 
outlets in shape to grab off a larger 
share of the mechanical service in 
postwar, and thousands of men now 
in the armed forces will open up 
small service shops in an attempt to 
build themselves a business of their 
own when they shed the uniform. 

So here again it looks like an over- 
abundance of capacity for a dwin- 
dled market—a tailor-made setting 
for the highest competition the serv- 
ice market ever had. 

Service shops to survive under 
these conditions will have to em- 
ploy the best mechanics avail- 


CURVES PERFECTLY. Plenty of crepe and 
flexibility in the backing gives Permacel 
tape lots of “stretch,”’ makes it curve quickly, 
easily, without tearing. And once down, 
Permacel stays down—won’t creep back! 


HOLDS ON TIGHT. A special coating pro- 
cess protects the backing on Permacel against 
paint solvents—prevents curling, sagging. 
Permacel holds tight till the job is finished. 


able and so route their work that 
the very minimum of lost time and 
appeared expense can be avoid- 


Car dealers, with their many 
profit sources and better manage- 
ment, are in the best position to 
capture the bulk of this postwar 
service business, say the experts, if 
they so equip their shops that they 
will attract the best mechanics be- 
cause the working conditions will 
not only be the most pleasant, but 
because the dealer’s well-equipped 
shops will offer the best opportu- 
nities of making the highest wages. 

That dealers realize this factor in 
their postwar service expansion 
planning is evidenced in the detail in 
which they are remodeling their 
present shops or building new to 
meet this problem. It is also being 
evidenced in the present and grow- 
ing demand for more lifts in the 
service stalls and for more modern 
tools and testing devices. 

The franchised car and truck deal- 
er not only has a large proportion 
of the present service customers but 
he also has the first contact with the 
new car and truck buyer, whose 


<7 i 
wv ) re a 


65 


service purchases are usually larger 
during the “pride of ownership” 
stage. If the dealer cannot hold these 
customers when he has this first 
contact, then he has not utilized 
the service management experience 
which he has gained through the 
three war years when he was able 
to pay all his overhead expenses 
from service profits. 

Guess as the trade will, the an- 
swer to this question of ability to 
apply the proper amount of direct 
management and supervision to the 
service end of their business will 
only be answered in the second or 
third year of postwar. 


N. C. Spring Firm 
To Get New Home 


CHARLOTTE, N. C.—The Auto 
Spring Co. is building a new $50,- 
000 home here. 

The building will contain space 
for offices and show and stock 
rooms. It will be a one-story mod- 
ern type industrial structure of 
brick, with large areas of steel 
sash and glass, and steel truss roof 
supports. 

The Auto Spring Co. manufac- 
tutes springs for all cars and 
trucks. Chas. W. Withrow is presi- 
dent. 


NO“BUILD-UP.” The thickness of Permacel 
is scientifically controlled—to prevent paint 
“build-up” on the tape. Permacel is plenty 
thick to stand the gaff, yet thin enough to 
leave a fine, sharp edge. 


STRIPS OFF CLEAN. Because the adhesive 
compound on Permacel is bonded on, this 
masking tape strips off clean—doesn't‘‘trans- 
fer’’ on the roll or on the job. 


Permacel masking tape 
Industrial Tape Corporation, New Brunswick, New Jersey 


wan o Texel Tape 


PERMACEL REG U.S. PAT. OFF 





FORD CONNECTING Rod Socket, 
New Britain provides a carefully de- 
signed 9/16 inch socket that has the 
thin wall to negotiate this tight spot. 
This special socket is made of quality 


ateel. 
* * * 


Carlton’s Bulb Package 


Conserves Space 

Carton for automobile lamp bulbs 
which save 48 per cent of the cubi- 
cal space formerly required, is now 
being used by the Carlton Lamp 
Corp. of Newark, N. J. 

Faced with the necessity of saving 
shipping space and box board, the 
Carleton organization redesigned 
the standard carton which they had 
used for many years. Not only does 
the smaller box save space, but it 
also reduces lamp bulb breakage, it 
is said. 

oa * * 


Social Security Facts 
Explained in Leaflets 


In three newly issued leaflets, In- 
surance Economics Society of Amer- 
ica, Chicago, has set forth some of 
the little-known facts about social 
security. 

They are available at the society’s 
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SERVICE TO READERS 


New Products 


Including Shop Equipment and Tools, Catalogs, Manuals 
and Other Literature of Educational Value 


offices, 176 W. Adams Street, Chi- 
cago 3. 


New Water Repellent 
For Ignitions Bared 


A “simple and _ economical” 
method for waterproofing auto- 
mobile ignition systems is an- 
nounced by Avalon Distributing 
Co., 1144 S. Grand Ave., Los An- 
geles 15, Cal. 

Feature of Ignition-Dri is that, 
when applied to wiring and coils, 
it forms a water repellent coating 
that keeps wires pliable indefinite- 
ly, preventing moisture from pene- 
trating the parts of the ignition 
system that need protection, ac- 


cording to the company. 
* a * 


New Device Improves 


Defroster Heat Control 

SWAMPSCOTT, Mass. — The 
automobile windshield defroster, of 
the removable framed-glass type 
with a sealed air space and elec- 
trical resistance heating wires in 
or about the space, is improved in 
a new arrangement which permits 
either a high or a low degree of 
heat by the turn of a switch. Max 
Zaigler, of Swampscott, is the 
recipient of the patent. 


agp 


EXICO CITY 
and Monterrey 


American Airlines provides swift, daily service 

for Passengers, Air Mail and Air Express to 

these important Mexican cities with connec- 
tions beyond to Central and South America. 


Call the nearest American Airlines Office 


AMERICAN AIRLINES 7. 


ROUTE OF THE FLAGSHIPS 


Engineered to Help You Keep Vital 
Cars and Trucks on the Job All Winter 


Let avery cold da 


AMALI 


be a signal to put 
SUB-ZERO in every car 


and truck you service. That will give your 
customers easy starting on coldest morn- 
ings and dependable lubrication even 


durin 


sudden warm spells. AMALIE 


SUB-ZERO pours at temperatures as 


low as 25° below, dependin 
grade. Back u AMALIE g 
with AMALIE 


on'S.A.E. 
UB-ZERO 
inter Grade Lubricants 


from spring shackles to differential. 


AMALIE DIVISION 
L. SONNEBORN SONS, INC. 
88 Lexington Ave., New York 16, N. Y. 


Southwestern Distributors: 


Sonneborn Bros., Dallas, Texas. 


Get your free copy of “HOW TO MAKE MONEY 
ON A FALLING THERMOMETER?" for practical 
profit pointers on winter lubrication service. See 
your AMALIE Distributor or write Dept. AN. 


Now More Than Ever —It’s AMALIE First 
... Because AMALIE Lasts 


REFINERIES: PETROLIA, PA., AND FRANKLIN, PA. 


e PLANT: NUTLEY, N. J. 


HERMAN NELSON Corp. Moline, 
Ill, announces a new type gasoline 
burning heater known as its Model 
AT-1000 Vehicle Heater. Designed 
primarily for application to heating 
requirements in vehicles and other 
ground equipment, it serves equally 
well as a space heater for personnel 
comfort or as a preheater for warm- 
ing up various types of machinery 
preparatory to operation in very cold 
weather, it is said. ° 


Permanently Sure 


Is This Torque Wrench 

NEW BRIT. , Conn.—Ever in- 
creasing precision required in the 
servicing of modern motors and 
machines, demands increasingly 
precise tools. New Britain’s per- 
manently accurate torque wrench 
is said to meet these needs. It 
should not be confused with so- 
called “tension indicators.” The 
torque measurement is the correct 
one required for determining the 
tightness of nuts. 

The torque chart furnished with 
each wrench not only takes care 
of most of the cars on the road, 
but gives recommendations for 
proper torque on dry threads or 
oil threads for cylinder heads, 
main bearings and manifolds. It 
also provides a guide for spark 
plugs and all of the popular truck 


and bus engines. 
* * * 


Better Coil Insulation 


Claimed by Vacuum 
Vacuum impregnation of coils, 
armatures and transformers, un- 
der pressure is demonstrating 
many advantages over ordinary 
dipping, and costs no more, ac- 
cording to Vacuum Impregnating 
Works, 638 Federal St., Chicago. 
Among the results shown, in 
addition to more efficient insula- 
tion are higher sustained voltages 
without overload, elimination of 
wear due to creeping of coils, pre- 
vention of insulation charring, 
protection of wire from _ vibra- 
tion, permanent filling of spaces, 
maintenance of coil coolness, coils 
rendered positively moisture-proof 
and protection of windings from 
electrolysis, it is claimed. 
* * * 


REPUBLICS 
HIGH SPEED. DRILL 


peice ane regmmcas CATA MAROAL Oe. 8-1 


REPUBLIC DRILL & TOOL COMPANY 
3222 SOUTM GREKW STREET, CHICAGO 7, KLismors 


BOOKLET tells of new “Shankless” 


| high-speed roll-forged twist drill, in- 


; vented by Bay Eausch,, Ford’s 
superintendent. 


eneral 
It’s made by Bepab- 


lic Drill & Tool Co., Chicago 7, 


‘Dead-Locker’ Wipers 


Ready, Anco Says 

The new Dead-Locker Rain- 
Master windshield wiper arms and 
blades, originated by Anco for 
military aircraft, are now ready 
for civilian cars and trucks. 


This announcement was made 
by John W. Anderson, president, 
Anderson Co., Gary, Ind. The 
Dead-Locker feature is reported 
to be an improvement over for- 
mer methods of fastening a wiper 


blade to an arm. 
* oe * 


Cleveland Carburetor 


Announces Device 

CLEVELAND. — The Cleveland 
Carburetor Manfacturing Co. an- 
nounces that it has just started 
to make deliveries on its new 
carburetor throttle body, featur- 
ing the adjustable compensating 
air bleed. 

The device is said to make old 
engines idle slower and smoother 
than when new. | 


Booklet Is Issued 


On Velon, Foamex 

The Firestone Rubber Co. has is- 
sued a booklet describing two of 
its newest products—Velon and 
Foamex—and some of their post- 
war uses. 

Velon is said to be excellent for 
car upholstery since it is “practi- 
cally scuff proof and wear proof. 
The booklet says that Foamex is 


unexcelled for car seats. 
* * * 


Lyon Blueprint Cabinets 


Are Now Available 

Lyon steel blueprint cabinets for 
industrial requirements are now 
available, it is announced. 

The Lyon blueprint cabinet is 
designed for storage of drawings, 
tracings, blueprints, charts, photo- 
graphs and other large papers. The 
cabinet has a rigid frame for con- 
tinuous alignment of drawers. All 
drawers and compartments within 
drawers are equipped with hinged 
paper-weights in front and pro- 
tecting hoods in the rear to insure 
that the contents will remain flat 
at all times. Complete details about 
the cabinets may be obtained by 
writing to Lyon Metal Products, 
Inc., Aurora, IIL 


* * # 


New Rubber Lubricant 


Termed Effective 

American Grease Stick Co., at 
Muskegon, Mich., reports that its 
rubber lubricant Ru Glyde effec- 
tively stops squeaks and preserves 
and lubricates. 

It is said to be safe, long-lived 
and penetrating for rubber shackles, 
snubber and _ stabilizer linkage. 


Ouerteas S. 


SERVICE SECTION 
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VALUABLE TOOL to all those us- 
ing commercial tires, truck and bus 
operators, excavating and other con- 
tractors and industrial and ware- 
house operators in this critical period 
of commercial tire shortages is the 
Operators Handbook of B. F. Good- 
rich Co., Akron, which has just been 
published and is now available upon 


request, 
" e 8 6 


New Foam Chamber 
Aids Fire Fighting 

For foam fire protection on mod- 
ern oil storage tanks of the pressure 
type, the new Evertite foamite de- 
livery chamber makes for simple, 
effective installation, it is an- 
nounced by the manufacturer, 
American-LaFrance-Foamite Corp., 
Elmira, N. Y. 

Use of the Evertite delivery cham- 
ber is said to avoid the dangerous 
practice of using ordinary pipe con- 
nections discharging directly into 
the tank near the roof. Such prac- 
tice may result in the fire draft 
throwing a large proportion of the 
foam discharge outside the tank. 

*x* + * 


Auto-Lite Announces 


New Spark-Plug Catalog 

The Electric Auto-Lite Co., 
Toledo, announces the publica- 
tion of a new $2-page spark-plug 
specification catalog, which is 
now available to all automotive 
dealers, garage and service sta- 
tion operators. 

Contained in the new edition 
are spark-plug specifications for 

makes and models of cars, 

buses, trucks, taxicabs, tractors, 
marine and industrial and mis- 
cellaneous power units, as well as 
for obsolete cars and old models 
back as far as 1926. 


AMERICAN STERILIZER CO., 
Erie, Pa., has placed on the market a 
new model “Hygeaire” unit for air 
disinfection. I¢ differs from the origi- 
nal model in its shape and general 
appearance. This unit employs a G. E. 
Germicidal Tube to project intensified 
ultraviolet rays across living or 
working areas above eye level. 


uu 


Deserwe to he Presewed.... 


A WARTIME snapshot of your sons or friends 


+++ more precious to you than any master- 


piece ... may be copied, restored, enlarged or 


made into an artistic miniature by 


john Henderson 


MAIL OR BRING MILITARY AND TREASURED 
PHOTOS TO OUR STUDIO-SALON IN THE 
BOOK-CADILLAC HOTEL 





Indicates Revision... 
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Federal Sales Chief Sees 


Bowles Says MPR-540 
lan Be Made to Work 


(Continued from Page 1) 


an 


you will consider the overall results 

of our painstaking efforts to work 

-gscoward the best interest of dealers, 
whenever it is consistent with our 

esponsibilities.” 

Noting the inauguration of a 
special enforcement drive, “which, 
wm I expect, will materially improve 

compliance with the regulation,” 
Bowles closed his letter by saying: 
& “T can give you no guarantee that 
any of your specific objectives can 
be attained, but I can assure you 

‘~™ that we are making and will con- 

tinue to make every effort to ad- 
minister MPR 540 to cause the 
least interference with the deal- 
ers’ business.” 

- Here is Bowles letter in full: 

“Dear Mr. Kelly: Acknowledge re- 

ceipt of your letter of Nov. 28, 1944, 
ein which you present your views 

with respect to the provisions of the 

Used Passenger Car Regulation, 
‘aMiaximum Price Regulation No. 540. 

ou conclude that the regulation in 
its present form, or for that matter, 

n any form, is unenforceable and 

that it should be put in practicable 

form by Jan. 1, 1945, or revoked. In 

Bmy judgment the regulation in its 
present form, with the addition of 
several amendments now under con- 
sideration, is workable and enforce- 
able. My reasons for not accepting 

he recommendations of the Ad- 

visory committee recited in your 
letter are set forth in my letter to 
he chairman of the committee, 
dated Nov. 24, 1944, and were fully 
discussed at the Aug. 18 meeting. 

“The Enforcement division is 
opening a nationwide enforce- 
ment drive to carry through the 
month of December which, I ex- 
pect, will materially improve com- 
pliance with this regulation. I am 
informed that your association 
has received full particulars of 
this program, and that you have 
promised full cooperation of the 
various local trade associations. I 
appreciate the effective help that 
dealer groups have given this of- 
fice in its administrative program, 
and feel sure that your proffered 
assistance in the coming drive 
will insure its success, 

w ‘I cannot agree with your conclu- 
sion that our meetings with the ad- 
visory committee are unproductive 

Wand constitute mere ‘window-dress- 
ing.’ Meetings with dealer groups 

mand with the Advisory committee 
nave been held with regularity since 
early in 1942 for the purpose of dis- 
cussing the used passenger car regu- 
lation as well as other matters af- 
fecting your industry. Many of the 

‘provisions in earlier drafts of the 

regulation were changed to conform 

to the express recommendations of 
che dealers. 


“At the meeting of the Advisory 
committee on Nov. 15, seven specific 
recommendations were made for 
amendment to MPR 540 to improve 

"gits operation. This office advised 
the chairman on Nov. 24 that we 
were favorably disposed towards 

ve of these recommendations and 
that we were continuing to study 
he sixth recommendation. The 
seventh recommendation related to 
a revision of prices that we informed 
he chairman we were not willing 
o undertake. 
“In the past few days several of 


Petry Elected 
ead of Dealers 


In Cincinnati 


CINCINNATI.—At their annual 
eeting at the Netherland Plaza 
Hotel, the Cincinnati Automobile 
epVealers Assn. elected A. J. Petry, 
president. Edward Gusweiler was 
elected vice-president; A. F. Kirs- 
ten, treasurer, and Mrs. Erdie Tur- 
ner, secretary. 

Directors named were F. E. 
Zorniger, Chevrolet; L. E. Entner, 
Oldsmobile; Joseph Sander, Hud- 
son; William Gick, Willys; John 
Dell, Lincoln-Mercury; Kirsten, 
Chrysler; Petry, Packard; Bennett, 
Cadillac; Ray Lippert, Buick; Jo- 

‘?.seph Busam, Ford; L. R. Nunn, De- 
Soto; C. B. Sieve, Dodge; William 
,Coyle, Studebaker; R. E. Reinhold, 
Nash, and Gusweiler, Pontiac. 


the committee members com- 
mented upon the satisfactory re- 
sults achieved by this most recent 
meeting. I believe that you will 
revise your opinion on this sub- 
ject if you will consider the over- 
all results of our painstaking ef- 
forts to work towards the best in- 
terests of dealers whenever it is 
consistent with our responsibili- 
ties. We have been given no rea- 
son to believe that the majority 
of the members of the committee 
share your views on the produc- 
tiveness of our meetings. 

“I can give no guarantee that any 
of your specific objectives can be at- 
tained, but I can assure you that we 
are making, and will continue to 
make every effort to administer this 
regulation to cause the least inter- 
ference with the dealers’ business. 
Very truly yours, Chester Bowles, 
OPA administrator.” 


Canadian Loses Permit 


on 6th Ceiling Violation 

VANCOUVER.—Shep Kaplan, 
of Shep’s Auto Sales, Ltd., Ed- 
monton, lost his license to sell 
used cars by action of the War- 
time Prices and Trade Board, 
following his sixth fine for 
breaking price ceiling regula- 
tions. This is the first business 
license cancelled outside the 
province of Quebec. 

Convicted of selling a truck for 
a price higher than that allowed 
by the ceiling, Campbell Motors, 
398 Kingsway, was fined $500 
and five dollars costs in city po- 
lice court at Vancouver. 


Gar Wood Ups 
Amos E. Heath 


NEW YORK.—Glen A. Bassett, 
president of Gar Wood Industries, 
Inc., announces the promotion of 
Amos E. Heath, formerly man- 
ager of the company’s Washington 
branch, to the new position of gen- 
eral district manager of the Wash- 
ington and Central Seaboard dis- 
trict. 


HAT GOLD MINE is waiting for the day when 

top management must turn—for “pay dirt”—to 
mining peacetime markets instead of producing mostly 
or all for consumption by war: 


Credit the Advertising Manager with discovering it—this 
gold mine in the form of a rich, ready-to-buy, eager-to- 
buy market ... the great farm market of America. Recent 
years have brought many changes in farm economics. 
Farmers have been enjoying record-breaking incomes, 
reducing farm mortgages to a new low and piling up 
cash savings at the same time. 


For industry reconverting to peacetime production, this 
lush market is one of the biggest potentials of the future 
... able to buy in quantity large enough to keep payrolls 
and production up to wartime levels after the war 


orders have stopped. 


The prospecting Advertising Manager knows that the 
Golden Crescent farm states (Ohio, Michigan, Pennsy]l- 
vania) are especially fortunate in terms of wealth and 
cash income based on broad diversity of year-round 
production. In this area the failure of one factor doesn’t 
mean ruin. Here, then, is the “mother lode” of the rural 
gold mine ... the best place to dig hardest for postwar 
sales ... the most likely to yield large returns. 


Because the editors of Ohio Farmer, Michigan Farmer 


4,000,000 Truck Market 


NEW YORK.—An_ unparalleled 
market estimated at three to four 
million trucks awaits postwar deal- 
ers. This statement was contained 
in an address by Car] Loud, Federal 
Motor Truck Co. sales manager, be- 
fore representatives of 23 Federal 
dealer organizations of the Greater 
New York area. 

Loud said this market would be 

|open to truck dealers because, 
within two years after the war in 
Europe is over, practically all of the 
4,200,000 trucks estimated to be run- 
ning will be five years old, or over, 
and a good share of these units will 
be ready for replacement. He said 
the truck industry as a whole will 
be in a position to produce in the 
neighborhood of one million trucks 
within a year after hostilities cease, 
and possibly a total of 3,000,000 units 
within a two-year period afterwards. 

Truck manufacturers, due to ex- 
pansion of production facilities 
brought about by the unprecedented 
demand for military equipment, will 
be in a better position than ever to 

| meet this post-war demand. 


Loud pointed out that Federal had 
increased its production capacity 
several times over pre-war levels 
and that when civilian production 
again is resumed on an unrestricted 
basis, Federal will be able to help 
meet the expected post-war market 
with greatly increased facilities. 
Present war restrictions, according 
to Loud, are expected to be relaxed 
considerably . after the European 
war is over. When this time arrives 
undoubtedly there will be a sudden 
increase in the production of trucks 
for civilian use. 

More than 30 representatives of 
the various Federal dealer organiza- 
tions in the Greater New York area 
who attended the luncheon, were 
urged to start building now for the 
future in order to capitalize on the 
post-war truck market ahead. 

Among others who attended the 
meeting were George Hammond, 
Federal service manager and Har- 
old Fox, Federal regional sales man- 
ager who acted as toastmaster at 
the luncheon. 


and Pennsylvania Farmer enjoy the confidence of farmers 
in these states, advertising pages of these publications 
form a direct line of communication to the hearts, as well 
as the minds, of the farm folks in the Golden Crescent. 


The 


Golder Cretan 


RURALLY RICH 


POLITICALLY POWERFUL 


OHIO FARMER 
MICHIGAN FARMER 
PENNSYLVANIA FARMER 





NEW YORK.—Need for salesman- 
ship during the postwar period was 
emphasized by William E. Holler, 
general sales manager, of Chevro- 
let, in an address here before the 
Sales Executive Club of New York. 


Holler, who was presented the 
club’s Distinguished Service Award 
for his achievement in guiding the 
sale of 22,000,000 vehicles, declared 
that the United States has proved 
in war that it has the world’s great- 
est engineers and manufacturers, 
“but our future national economy 
for the next decade depends upon 
whether we have the world’s great- 
est salesmen and the _ world’s 
greatest distribution system.” 

“We must,” he said, “provide 55 
to 60 millions of jobs to give em- 
ployment to those in the armed serv- 
ices who will be coming home and 
to civilians, if we are to maintain 
our national standard of living. 


“A recent survey shows that 50 
percent of our people have no 
plans for spending in the postwar 
period and that 73 percent of the 
remaining 50 percent say they are 
going to ‘wait and see what hap- 
pens.’ Furthermore, all statistics 
seem to indicate that the major 
portion of postwar buying will be 
based on postwar incomes rather 
than on the ‘nest egg’ of accumu- 
lated savings. 


Michigan Bendix 
Makes 3 Million 
Units For War 


DETROIT.—Three Michigan 
plants of Bendix Aviation Corp. have 
produced more than three million 
automotive and aviation carbure- 
tors, landing gear and other units 
of precision equipment since Pear] 
Harbor, officials reported last week. 


The corporation’s Zenith division 
here has produced more than 2,800,- 
000 automotive and commercial car- 
buretors, which equip military ve- 
hicles, earth-moving equipment, PT 
boats, coast guard patrol craft and 
many types of gasoline engines, it 
was stated by Guy C. Fricke, gen- 
eral manager. 


Wayne division reported produc- 
tion of more than 150,000 aircraft 
carburetors and 78,000 aircraft land- 
ing gear shock struts, also since 
Pearl Harbor. The third unit, the 
Owosso division, has turned out 
more than 150,000 aircraft “injec- 
tion carburetors” since it launched 
operations in June, 1942, W. B. 
Paine, general manager, reported. 

Since a typical unit may contain 
as many as 500 individual parts of 
extremely fine tolerances, the job of 
mass-producing “injection carbure- 
tors” is comparable to that of build- 
ing a complete, highly precise auto- 
mobile engine, engineers pointed out. 

“Injection carburetors” automa- 
tically and accurately deliver to 
engine superchargers a fine, evenly 
atomized mixture of fuel and air at 
all engine speeds, independent of 
changes in altitude, propeller pitch 
or throttle position, it was stated. 
Their sensitive, continuously auto- 
matic control of fuel-air ratios has 
been instrumental in aiding allied 
tactical aircraft to fly higher, carry 
bigger pay loads and enlarge cruis- 
ing radii, it was explained. The im- 
proved fuel-metering devices now 
equip 90 percent of American and 
United Nations warplanes. 


Celanese Celluloid 


Becomes ‘Plastics’ 


NEW YORK.—Celanese Corp. of 
America announces that the name 
of the selling organization for its 
plastics products has been changed 
from Celanese Celluloid Corp. to 
Celanese Plastics Corp. 

This move aims to round out the 
sales organization of the company 
in the fields of textiles, plastics 
and chemicals. Celanese Celluloid 
was formed in 1941 as a sales sub- 
sidiary when the original Celluloid 
Corp. was merged into Celanese 
Corp. of America as the plastics 
manufacturing division of the com- 


pany. 
It takes a strong fish to swim against 


the current, and a good dealer to 
stay in business now! 
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Scientific Selling Needed 


Receiving Distinguished Service Award, 
Holler Cites Nation’s Big Problem 


“It is going to take a great army 
of well-trained salesmen—3,800,000 
at least—to make the personal con- 
tacts and get the signed orders that 
will be required to create production 
to furnish jobs. I believe that opera- 
tions should be based upon the 
axiom that we cannot have mass 
production without mass orders and 
that we cannot provide millions of 
jobs without millions of orders.” 


Critical of those forecasters who 
predict that “everything, including 
employment, production, sales and 
profits, in businesses of all kinds, 
will almost immediately and auto- 
matically ‘go through the roof’ and 
keep on going” when the war is over, 
Holler declared: 


“Unless I miss my guess, what 
is much more likely to happen is 
that we'll have a more or less 
‘brief’ period of changeover in 
many of our factories and cities, 
which will tend to frighten mil- 
lions of buyers and freeze much 
of our postwar purchasing power, 
followed by a flurry in some lines 
perhaps—and then a hurry-up call 
for salesmen, quality salesmen of 
the spoken and printed word to 
get things going again on a vol- 
ume basis. 


% 

“This much is certain. It will be 
impossible, in spite of pentup de- 
mand and shortage of transporta- 
tion, to sell the volume that will be 
needed to provide jobs for millions 
of returning soldiers, jobs for the 
unemployed and jobs for the manu- 
facturers themselves, unless conver- 
sations are held between the people 
who want to sell the gools and the 
people who want to buy the goods.” 


In order to achieve the postwar 
sales goals, scientific selling will be 
needed, according to Holler, who 
said: 
without quality salesmen and qual- 
ity selling, there won’t be enough 
customers or enough jobs either.” 


Concerning the postwar demand 
for motor vehicles, Holler pointed 
out that if the automotive industry 
builds 5,000,000 cars a year for four 
years, it would take until Jan. 1, 
1950, to bring the car total back to 
the pre-Pearl Harbor basis. 


“About 6,000 cars are being 
junked every day,” he said. “One- 
third of the total of all cars are 
up to six years old. Fourteen mil- 
lion will be six to 16 years old by 
July 1, 1945, and when that date 
arrives 6,500,000 people who for- 
merly owned automobiles will be 
walking. 

“Add to these totals that 7,500,000 
cars in use will be ‘junkers’ and that 
9,500,000 owners will be driving 
‘junkers’ normally worth less than 
$100. The sum of all these statistics 
proves 53 percent of the pre-war ve- 
hicle buyers will be in the market 
for replacements.” 


Dealer Groups 


Hear Munroe 


DETROIT.—Stewart W. Munroe, 
general sales manager of Chrysler 


division, Chrysler Corp., recently 
addressed two large groups of 
Chrysler dealers. The first was at 
Oklahoma City, where he talked to 
dealers assembled to attend the an- 
nual meeting of the state associa- 
tion. Walter E, Allen, Chrysler dis- 
tributor at Oklahoma City, is presi- 
dent of the organization. 


Two days later, Munroe appeared 
before a similar group in Wichita, 
Kan., where the state association 
was in session. At each meeting 
Munroe emphasized the growing 
importance of parts and service 
sales, as used-car revenue is being 
reduced through dealers’ inability 
to buy vehicles in volume with ceil- 
ing prices as they are now. 


New Orleans Dealer 


Buys GMC Branch 

NEW ORLEANS.—C. P. Simp- 
son and Earl North, of Houston, 
Tex., have bought the General Mo- 
tors truck franchise here. It was 
operated as a factory branch for 
a number of years. Fred Liberto, 
former branch manager, has been 
made general manager. The newly 
organized company will be known 
as General Truck Co. 


IN ATTENDANCE at the luncheon, at which William E. Holler, general 
sales manager of Chevrolet, received the Distinguished Service Award 
of the Sales Executives Club of New York, were (left to right) Vandyke 
DeLand, chairman of the speakers bureau of the club; Holler; Donaldson 
Brown, vice-chairman of General Motors; John Thomas Smith, general 
counsel of GM, and Dr. Paul Nystrom, president of the elub. 


ALSO PRESENT at the Holler luncheon were, left to right, Henry T. 


Ewald, president of Campbell-Ewald; John Cowles, publisher of the Min- 


neapolis Star, Journal & Tribune and chairman of 


Look magazine; and 


Stanley Resar, president of J. Walter Thompson agency. 


“Without scientific selling, | : 


AT THE SPEAKERS TABLE during the luncheon honoring Holler were, 
left to right, E. A. Nimnicht, assistant general manager of Chevrolet; 
George M. Slocum, publisher of Automotive News, and Ewald 8. Friendly, 
general manager of the New York Sun. 


OTHERS PRESENT at the Holler luncheon included T. H. Keating, assist- 
ant general sales manager of Chevrolet, and A. H. Motley, publisher of 


American magazine. 


Rural Areas Flout Ceilings, 


Indiana Dealers Report 


INDIANAPOLIS.—A general dis- 
regard of used-car price ceilings 
by individuals, with the greatest 
indifference among rural communi- 
ties, is indicated by reports to the 
Automobile Dealers’ Assn. of 
Indiana. 


Communities of agricultural 
workers, farmers and those in 
allied lines show the highest per- 
centage of individual to individual 
sales, the association says, pointing 
out that the city dweller is more 
accustomed to regulations and is 
therefore more conscious of his 
responsibility. 

The rural dweller, the associa- 
tion points out, is a free lance 
and has less knowledge and re- 
spect for regulations and con- 


trol. In addition, it is more diffi- 
cult for the trade to reach the 
rural population with dealers’ 
ads explaining regulations and 
penalties. 

In respect to the entire situation, 
ADA cites the resolution adopted 
recently by the board of directors 
of the Automotive Trade Assn. 
Managers which demands that 
OPA extend its control of used-car 
sales to include nonmembers of the 
automotive trade. 

Individuals not affiliated with 
the trade, according to the 
resolution, would be compelled to 
appear before their local ration- 
ing and price boards to receive 
authorization for used-car sales. 
The ATAM has forwarded the 
resolution to NADA. 


Family Cruiser 
Demonstrated 


By Stinson 


ST. LOUIS.—A new Stinson air 
plane, a family cruiser called Voy- 
ager 125, was demonstrated to the 
Aviation Distributors and Manufac-' 
turers Assn. last week. 

First postwar light plane designed 
by Stinson Division of Consolidated 
Vultee Aircraft Corp., it combines 
the safety and reliability of the pre- 
war Stinson Voyager 105 with the 
ruggedness and utility of the com- 
pany’s Flying Jeep, used by the 
Army as an observation, utility and 
ambulance plane. 


Powered by a 125-horsepower Ly: 
coming engine, the new Voyager 
cruises at 112 miles an hour and has 
a range of 470 miles. It can carry iff 
addition to the pilot two passengers, 
with ample space for baggage pro- 
vided beneath the back seat. 

“Comfort and ample space for 
both passengers and baggage are the 
primary considerations in the in- 
terior design,” explained James C. 
Welsch, sales director for Stinson. 
“As for the plane itself, safety in per- 
formance and operation is stressed 
throughout. 

“The Voyager 105 is regarded as 
one of the safest planes ever pro- 
duced in quantities above 1,000,” 
Welsch said. “During the war it has 
been the workhorse of the Civil Air 
Patrol, and has carried out approxi- 
mately 65 percent of that organiza- 
tion’s operations.” 

Production of the new Voyager 125" 
can begin as soon as wartime re- 
strictions are removed, and planes 
will be coming off assembly lines 90 
days later, Welsch asserted. 

The new plane is latest of a line 
begun in 1926 by Edward A. Stinson, 
one of aviation’s pioneers. 


Canada Relaxes 


Pump Controls 


TORONTO.—Restrictions per- 
taining to consumer pump supply, 
discounts and credit terms of 
Canadian Oil Controller Order No. 
003 have been cancelled, it was an- 
nounced last week by the Oil Con- 
troller’s office. 

Carriers operating consumer 
pumps, owned by suppliers, are no 
longer required to give notice of 
desire to change suppliers. Gaso- 
line distributors are now permitted 
to supply consumer pumps leased 
or loaned to carriers by other dis- 
tributors, provided original con- 
tracts between consumer and pump 
owner permit this. 

Consumers owning their own 
pump equipment may now change 
suppliers without giving the 10-day 
notice previously required under 
the oil control regulations. Gaso- 
line suppliers, including dealers 
and service stations, may now give 
discounts, usual credit terms, loan 
money, property, gifts or other 
concessions to all or any consumers. 


For Flying Boats 

Terminals Are Designed 
By Martin 

BALTIMORE.—(UTPS)—Designs 
for high-traffic, flying boat termi- 
nals, along with a_ horseshoe- 
shaped tug of great maneuver- 
ability for handling the big flying 
vessels in crowded harbor waters, 
have been announced here by 
Glenn L. Martin. 

Head of the Glenn L. Martin Co., 
which brought out the first trans- 
oceanic commercial aircraft, the 
China clippers, Martin said he 
definitely was in favor of the de- 
signs, believing that seaplanes 
offer the United States a quick ad- 
vantage in world trade after the 
war. 


General Motors Elects 


Douglas a Director 

NEW YORK.—Lewis W. Douglas 
was elected a member of the board 
of directors of General Motors 
Corp. last week, Alfred P. Sloan jr., 
chairman, announces. 

Douglas is president of the Mu- 
tual Life Insurance Co. of New 
York. He represented Arizona in 
Congress from 1927 to 1933, when he 
resigned to become director of the 
budget. He held that post for a year 
and a half. 


Read Jack Weed’s Backshop for some 
highlights in the service fiel 









































































Questionnaires Out... 


industry. 
Deal individually with about 45 
e of the largest parts companies, 
who account for approximately 80 
percent of the total parts business. 
Arrive at settlements with each, and 
then apply the results to the other 
850 companies in the industry. 


= Forget about parts prices alto- 
a gether and confine action to de- 
termining allowable price increases 
‘® in automobiles; leave the matter of 
parts prices to be settled by the com- 
panies themselves and the car com- 
pany purchasing departments. 


The latter, although it puts the 
& squeeze on the parts companies, ap- 
pears the most logical procedure, 
and by far the simplest. After all, the 
car company purchasing agents al- 
ready have completely surveyed the 
parts field and know what estimated 
increases are. With this information 
in hand, their problem is just one of 
adjusting the quality of the product 
within the limits of increases in sell- 


Totals 


(Continued from Page 1) 


lows through in other states, by 
1947 the nation’s car population 
will have dropped to 16,000,000. 


The tabulations, besides showing 
a marked decrease in car mileage, 
also traced the shift in car popula- 
tion from the East to the West. 


Four states actually have in- 
creased in number of cars in use 
during the war, despite the wearing 
out of vehicles. Arkansas increased 
11.75 percent, California 1.06 per- 
cent, Oregon .89 percent, and Utah 
1.88 percent. 


Largest decline is shown in the 
~ District of Columbia, where Polk’s 
report shows 37.58 percent fewer 
cars are in operation this year 
than in 1941. Pennsylvania’s car 
population went down 20.53 per- 
cent, and Michigan dropped 15.17 
percent. 


The East and Midwest have suf- 
pfered the heaviest wartime declines 
in car population, while the South 
and West Coast regions show a 
Blesser drop, due evidently to shifting 
of war-working car owners to these 
sections, The figures show that Cali- 
wfornia now has increased to 2,483,043 
cars in operation, as against 2,457,084 
in 1941. New York State, as a con- 
rast, has dropped to a 1944 car 
population of 1,808,645, against 2,424,- 
544 cars in use in 1941. 
Truck and commercial car regis- 
trations are not included in the cur- 
ent Polk report; tabulations for 
these vehicles will be completed 
within a few weeks. A breakdown by 
makes of cars in states also will be 
available soon, and will be published 
»by AUTOMOTIVE NEWS. 


PROGRESS BEING MADE by the P 


As now “7S percent completed.” 
news about expansion of dea 
of unrestricted production. 
‘lliott Taylor, parts and serv 
. A. Stougaard of the company 


A) 


& record high number of cars was repor 
eee li d viee an all 

to sell and servic in t 

ee enous at the confer ence included assistant sales managers C. E. 


ice manager K. M. Greiner, advertising manager Hugh W. Hitchcock, and Manager 


%s field real estate and building department, 
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-OPA Seeks Formula 


On Postwar Car Price 


(Continued from Page 1) 
“then apply the results to the entire | ing prices allowed by the OPA and 


the higher costs of labor and ma- 
terial. 


No smart parts manufacturer, 
if he expects to stay in business, is 
going to quote to the car com- 
panies prices which represent a 
loss to himself. It may be said 
that a parts manufacturer could 
apply some of his wartime profits 
to absorbing losses on initial post- 
war automotive business, just to 
establish himself with buyers, but 
there are tax and renegotiation 
regulations which have a controll- 
ing effect on the extent to which 
this can be done. 


Increases quoted to car manufac- 
turers by suppliers range from noth- 
ing (in the case of glass, for in- 
stance) all the way up to about 30 
percent. Labor costs have increased 
another 30 percent, it is estimated, 
even assuming a return to the 40- 
hour week. Thus it would appear 
that 15 percent would be the mini- 
mum cost increase to be encountered 
by any auto manufacturer, assuming 
his 1945 product will be identical in 
every respect with the 1942 model 
(which is not at all likely). 


However, OPA economists are un- 
derstood to be horrified at the pros- 
pect of any such increase, and have 
in mind something like 5 or 7 per- 
cent as the maximum they will 
allow. 


Some parts manufacturers, who 
have been supplying replacement 
automotive parts right along during 
the war and who will be expected to 
furnish the same parts for postwar 
auto production, are now in the 
tough spot of trying to figure out 
what prices to quote, because of the 
fact that they may have been losing 
money on the replacement parts, ab- 
sorbing the loss in concurrent war 
production. When the latter tapers 
off, they can no longer continue to 
sell the automotive parts at the pres- 
ent level, and are prevented from ad- 
justing prices now by OPA ceilings. 

Some relief is possible by special 
application to the OPA, but the 
agency will allow only those in- 
creases traceable to direct labor and 
material costs; no consideration is 
given to other factors. 


But even beyond the factor of 
price ceilings, these manufactur- 
ers are faced with the prospect of 
some day soon being forced to say 
in effect: “Well, now that our war 
production has been terminated, 
we will have to raise the price of 
this part 30 percent.” What a howl 
this will engender from the car 
companies! 

OPA is said to be fervently pray- 
ing some automobile manufacturer 
will announce boldly his plans to sell 
1945 models at no increase over 1942, 
thus forcing the competition into 
line and automatically relieving any 
necessity for dickering at Washing- 


ton on price boosts. 


| 
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PROPOSALS FOR MARKETING an airplane and an automobile in a “package” have been illustrated by John 
Sebastian, aviation artist, with the above drawing. The plan, as proposed by John Geisse, Civil Aeronautics 
Administration consultant, includes a small and inexpensive automobile to seat four, and an airplane, also inex- 
pensive, to seat four. Sebastian proposes a similarity in ap pearance of plane and car, which will increase the adver- 


tising possibilities inherent in the idea. 


ES 


Nutt Appointed 
Chief Packard 


Air Engineer 


DETROIT. — Arthur Nutt, who 
guided development of the aircraft | an alltime record of new members 
engine which powers the giant B-29 | was established for Automobile Old 
superfortress, has| Timers, the national institution of 
joined the Pack-| America’s motor car pioneers, at 
ard Motor Car Co. | last week’s meeting of the board of 
as director of its | directors. 
aircraft engineer-| +t was reported that the member- 
ing division under | ship growth to Dec. 1 was 140 per- 
Col. J. G. Vincent, | cent greater than for the first 11 
vice-president Of| months of 1943. 


NEW YORK.—With 76 elected, 


=. — lees The first meeting of the new board 
announced by Geo. here was presided over by President 


George Conrad Diehl, with the fol- 
lowing present: Julian Chase, 
Charles (Henry) Davis, Ralph De 
Palma, Frederick H. Elliott, Clar- 
ence E. Fisher, David C. Fenner, 
Charles B. King, Arthur Lee New- 
ton, John F. Plummer, Alfred 
Reeves, J. Maxwell Smith, Robert 
A. Stranahan and John Van Ben- 
schoten. 


In addition, the board of directors 
for 1945 will comprise the follow- 
ing: Earle C. Anthony, Walter C. 
Baker, C. C. Carlton, E. Paul du 
Pont, Dean A. Fales, Harvey S. Fire- 
stone jr., Byron C. Foy, David 
M. Goodrich, A. Erland Goyette, 
Charles M. Hayes, William H. Hotch- 


T. Christopher, 
company presi- 
dent and general 
manager. 


Nutt played a key role in crea- 
tion of the Wright Cyclone 18 en- 
gine, used in the B-29’s, as vice- 
president of engineering for Wright 
Aeronautical Corp., a position from 
which he recently resigned. 

Christopher said Nutt’s duties will 
be utilization of research engineer- 
ing facilities at Toledo and those 
under construction at the Willow 
Run Army Air Base, in a long-range 
developmental program. 

Appointment of the former Wright 





Arthur Nutt 


official, it is stated, gives Packard 
another of the nation’s top engi- 
neers to. supervise its expanding re- 
search program under the direction 
of Col. Vincent. 
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or Car C o. toward preparing the field for postwar distribution of 
ee ee regional and zone managers at a three-day conference in Detroit 
ger L. W. Slack (standing left, rear) gave the field men the encouraging 
-time high output of 200,000 cars in the first year 
Briggs and 








kiss, John F. Havemeyer, William 
L. Hughson, William T. Morris, 
Percy Owen, Albert L. Pope, George 
M. Slocum, A. B. Smith, Hurlbut W. 
Smith, Charles E. Sorensen, George 
H. Waterman jr., and Fred M. Zeder. 

The report of the nominating 
committee was approved and the 
following officers and _ executive 
committee members for 1945 were 
unanimously elected: 

President, George Conrad Diehl; 
first vice-president, Arthur Lee 
Newton; second vice - president, 
George M. Slocum; third vice-presi- 
dent, William L. Hughson; secre- 
tary, Frederick H. Elliott; treasurer, 
John F. Havemeyer. 

George Conrad Diehl, chairman; 
Arthur Lee Newton, Charles (Henry) 
Davis, Ralph De Palma, David C. 
Fenner, Clarence E. Fisher, John F. 
Havemeyer, John F. Plummer, Al- 
fred Reeves, J. Maxwell Smith and 
Frederick H. Elliott. 

The following were appointed as 
committee chairmen: Ralph De 
Palma, membership; David C. Fen- 
ner, research and awards; Herman 
C. Merganthaler, admissions, and 
John F. Havemeyer, endowment. 

Favorable action was taken on a 


a 


‘Old Timers Swell Ranks 
By 76 to Set Record 


as to securing contributions and 
other recommendations. 

With the view to increasing reve- 
nues to provide for added operating 
expenses, J. Maxwell Smith was ap- 
pointed chairman of a special com- 
mittee to submit a report regarding 
increasing the annual dues and fees 
for life membership and to provide 
for a new classification for sustain- 
ing members. 


It was decided to change the title 
of “Motordom’s Golden Pioneers” to 
“19th Century Motorists,” to indi- 
cate that the 86 members of this 
prominent division of pioneers were 
associated with automobiling prior 
to 1900. 


The financial statement presented 
by John F. Plummer, assistant 
treasurer, showed the organization 
to be in an excellent financial con- 
dition, the revenues up to Decem- 
ber 1st indicating an increase of 100 
percent compared with the same 
period last year. 


The directors decided against ac- 
cepting advertising for Old Timers 
News, the expense for publishing 
the official journal to be financed 
independently. 


Studebaker Chiefs 
Map Sales Plans 
At 4-Day Parley 


SOUTH BEND.—Proposed sales 
department activities for the early 
months of 1945 were discussed at a 
recently completed four-day con- 
ference of Studebaker regional man- 
agers. ai 

Under the direction of K. B. El 
liott, vice-president in charge of 
sales, the discussions covered prob- 
lems currently affecting automobile 
dealers and the manner in which 
the factory could best help solve 
them. Included were manpower, 
housing, service and used-car oper- 
ations under government ceilings. 


R. G. Hudson, manager of the 
truck division, told the regional 
managers about the continuing 
truck conservation program car- 
ried on by his department. Charles 
H. Wondries, director of the na- 
tional accounts division, discussed 
problems of national users under 


resolution offered by Havemeyer at | Wartime conditions. 


the last annual meeting, providing 


Dealer housing problems were re- 


for the establishment of an endow- | viewed by H. L. Crawford. Activi- 


Chase was 


Julian 


|ment fund. Havemeyer was ap- 
| pointed as chairman of the fund. 


| 


ties of other departments were pre- 
sented by J. A. Martz, director of 


designated | owner relations; D. O. Wilson, gen- 


chairman of a special committee to | eral service manager; David R. Os- 


make a survey of this subject and 
to submit plans for setting up an 


borne, sales training director, and 
E. C. Mendler, manager of the parts 


endowment fund, with suggestions and accessories division. 
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AUTOMOTIVE WASHINGTON 


Oil Treaty Seen as Test 


Of U.S. Coop 


eration 


By William Ullman 


Washington Correspondent 


IN MANY QUARTERS in Washington, it is felt that Sena- 
tor Tom Connally’s prediction that the treaty embodying the 
oil compact with Great Britain will “never be ratified” deals 
a heavy blow to hopes for a postwar world in which the United 
States would join with other nations to stabilize the produc- 


tion and conservation of basic com- 
modities. 

To a considerable extent, in the 
editorial opinion of the Washington 
Star, the oil compact serves as a test 
of our intentions, so far as they re- 
late to international cooperation 
after the war ends. It is a product 
of long and painstaking negotiations 
with the British, and it unquestion- 
ably represents the considered 
judgment of the Administration as 
to what would be the best course for 
this country to pursue, both in our 
own interests and in the interests of 
the nations with which we shall 
have to live in the future. Yet the 
Senate apparently proposes to kill 
it without benefit even of a public 
hearing. 

The proposed treaty was sent to 
the Senate last August and was re- 
ferred to the Foreign Relations 

Committee, of 
which Senator 
Connally is chair- 
man. The offi- 
cials who pre- 
pared it have had 
no opportunity to 
defend or explain 
its provisions. Nor 
have any of the 
provisions been 
shown to be pre- 
judicial to legiti- 
mate American 
interests. Senator 
Connally condemns it on the highly 
generalized ground that it is unfair 
to the American oil industry. Sen- 
ator McKellar opposes international 
allocation of our soil. And Senator 
White is against permitting any in- 
ternational organization to say how 
much oil the United States can pro- 
duce. 

“These sound like the kind of ob- 
jections,” says the Star, “that can 
and apparently will be raised against 
any form of economic cooperation 
which limits in any way our own 
freedom to do business in the post- 
war world in such fashion and on 
such terms as may suit our fancy, 
and if we are going to insist on eco- 
nomic freedom of that sort, we 
might just as well stop talking about 
international cooperation and pre- 
pare for a return to the cutthroat 
competition which contributed in no 
small measure to this war. 


“However, if there is merit to 
any or all of the objections, the 
proper way to establish it is 
through a public hearing. That 
would permit of critical appraisal 
of the objections, and would fa- 
cilitate a rational modification of 
the compact if the desirability of 
revision should be established. 


“If the opponents of the treaty 
have a valid case, they should not 
object to this procedure and cannot 
be injured by it. To pursue the other 
course —to let the treaty die in 
a committee pigeonhole — would 
strongly imply that selfish interests 
have the upper hand in the Senate 
and are undertaking to enforce a 
rule-or-ruin policy in postwar eco- 
nomic matters.” 


* * * 


Starting a Business? 


See “Check List’’ 


A “Check List for Establishing a 
Retail Business,” just received by 
the U. S. Department of Commerce, 
suggests over a hundred questions 
which war veterans and others who 
plan to embark on business careers 
should consider if they wish to avoid 
pitfalls and disappointments. 


The list, prepared by the Bureau 
of Foreign and Domestic Commerce, 
is a self-checking device covering 
the more important considerations 
involved in establishing a new enter- 
prise in any retail line. 


To help the prospective retailer 
in his preliminary thinking, ques- 
tions are asked on his personal 
qualifications, experience, capital, 
and income expectations. His 
choice of location is to be checked 
in regard to the general economic 
health of the community, the com- 
petition, and the need for a new 
store. Factors to consider in se- 
lecting a building, signing a lease, 
and acquiring fixtures and equip- 
ment are suggested. 

Other questions have to do with 
planning stock, selecting sources of 
supply, hiring employes, setting up 
accounting records, deciding on 
store policies, and estimating sales 
and profits. 

Another section of the list deals 
with points to check when getting 
ready for the opening of the store, 
such as the promotion plans, insur- 
ance, compliance with legal require- 
ments, and the readiness of stocks 
and supplies, 

Copies may be obtained on request 
from the Department of Commerce, 
Washington 25, D. C., or any of its 
field offices. 


* * * 


Individual Payments 
Head for New High 


According to official figures sup- 
plied in Washington, the prospect is 
that total income payments to indi- 
viduals will erach a new high record 
in 1944, exceeding the previous high 
record of $142,270,000,000 in 1943. 


OLDEST FORD DEALER in the United States is San Francisco’s Billy 
Hughson, who is pictured here greeting A. S. Hatch, new Ford western 
regional manager, at a dealer meeting in San Francisco. J. R. Davis, left, 
and Ed. F. Hughes listen in at the Hughson welcome. 


JACK DAVIS, general sales manager of Ford, presented Art Hatch, new 


Pacific Coast regional manager, to L 
party at the Town House. Left to rig 


os Angeles newspapermen at a press 
ht: Slim Barnard, representing Auto- 


motive News; John Stingle, Los Angeles Examiner; Herschell Blewett, Los 
Angeles Herald-Express; Herb Preeg, Los Angeles Daily News; Davis; 
Zac Dunlap, Hearst Advertising Service; Nels Bowe, Los Angeles Ford 
manager; Lynn Rogers, Los Angeles Times; Hatch; Floyd Freel, Hollywood 
Citizen News; Taxi Burt, Long Beach Press Telegram; and Frank Payne, 


Hearst Advertising Service. 


Siren Song 


of Engines 


Advances Are Coming, But Auto Engineers 
Put in a Word of Caution 


DETROIT.—An _ elusive engine 
flittered into town last week, and 
discussion of it brought this ad- 
vice from automotive engineers on 
engines in general: 


Advances are coming in en- 
gines, but no one can say what 
they will be just now. Reports will 
come from here and there of 
amazing new engines that make 
the internal combustion crank 
engine look feeble when their ad- 
vantages are listed, but wait until 
the disadvantages are reported 
before junking the conventional 
engine. 

The engine discussion was started 
by an examination of the round en- 

gine by Allison C. Bayles, vice- 
president of the American Engi- 
neering Co. and a member of the 
Round Engine Patents, at a meet- 
ing of the Detroit section, American 
Society of Mechanical Engineers. 


The round engine holds a fasci- 
nation—a promise that has intrigued 
engineers for generations. Always it 
appears that the promise is just 
about to be fulfilled, producing 
more power, more cheaply, with 
fewer parts and less vibration. Yet 
Bayles says the round engine works. 
Why isn’t it in use then? Bayles 
quotes Hamlet’s famous “to be, or 
not to be:” 

The undiscovered country from 

whose bourn 

No traveler returns, puzzles the 

will 

And makes us rather bear those 

ills we have 

Than fly to others that we know 

not of 

Thus conscience does make cow- 

ards of us all. 


Buick chassis 15 years ago, ac- 
cording to E. S. Hall, manager of 
Round Engine Patents, a pool set 
up to promote the use of the en- 
gine. Hall said that it worked 
a well, but nothing came 
o 


Another auto company experi- 
mented with two round engines. The 
firm’s engineers were impressed, 
for the engines are compact. How- 
ever, the engineers said, it was im- 
possible to get smooth performance, 
and again the wobble plate was 
cited as the weak point. Their final 
word on it was: 


“We don’t condemn it, but there 
are a lot of problems.” 

Recently three small engines were 
tried on an airplane. One of the en- 
gines took the plane up. The other 
two did not. 

The patent pool under which the 
engine is made is nonexclusive and 
the rates are said to be most fair, 
for the men interested in the en- 
gine are anxious to promote its use. 

The engine, they say, is a chal- 
lenge to all engineers, and engi- 
neers are still rising to it. A few 
weeks ago a big automotive sup- 
plier signed up with the patent pool. 
The search goes on. 

—Robert M. Finlay. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 


The round engine has no crank- | 


shaft, no connecting rods, no cyl- 


inder head and no valves. Its heart | 
(and its greatest imperfection is in | 


the heart) 
tached to the drive shaft. Pistons 
are parallel to the drive shaft and 


is a wobble plate at- | 


as they fire, the piston rods push | 


the plate around. The wobble plate 


is set at an angle and oscillates as | 
it turns, so that the piston rods are | 


always touching it. 


A-Card Drivers 
Facing New 
Tire Delay 


WASHINGTON. — Motorists with 
A cards may have to wait beyond 
next spring for new tires, the OPA 
indicated last week. 

It hinted this even while announc- 
ing that December passenger car 
tire quotas will be up 150,000 over 
November, going to 2,000,000 a 
month for the first time. 

It may become necessary, OPA 
said, to divert some passenger tire 
facilities to production of tires for 
Army jeeps. “Production increases 
anticipated for tires may not be 
realized for some time,” OPA added. 

The quota of small truck and 
bus tires in December will be 280,- 
000; of tractor-implement tires, 
sizes 7.50 or smaller, 50,000, and of 
tractor implement tires larger 
than 7.50, 20,000. Each is un- 
changed from November. The 
heavy truck and bus tire quota 
will be 120,000, up 10,000. 

Commenting on the December 
quotas, Max McCullough, deputy 
OPA administrator for rationing, 
pointed out that despite the slightly 
increased quotas, “little relief is in 
sight.” 

“In fact,” he said, “the truck and 
bus tire quotas, when considered 
together with the present supply 
outlook, constitute a warning to 
the operators of our nation’s com- 
mercial transportation system 
which cannot be disregarded.” 

“On Nov. 1, a total of 90,000 truck 
tire applications had backlogged in 
our 139 emergency heavy duty tire 
rationing panels for lack of quota. 
Instead of being able to work off 
some of this backlog in December, 
our quota, as certified by the War 
Production Board, will enable the 
panels to meet only about 60 percent 
of the estimated December needs of 
eligible applicants. 

“In addition, I am advised by the 
rubber bureau of the War Produc- 
tion Board that an even tighter sup- 
ply picture is anticipated in the 
spring. Demands by the military, 
based upon an urgent and immediate 
need for more truck tires to support 
our liberation forces, have increased 
sharply in the past few weeks. 

“As announced by Hiland G. 
Batcheller, WPB operations vice 
chairman, officials of both the tire 
industry and the government are 
searching every possible means to 
increase heavy duty truck tire 
production by 25 percent to meet 
this increased military demand. 

“Until this increase is accom- 
plished, I am advised by WPB, it 
may be necessary to cut civilian 
truck tire quotas still further, de- 
spite the already critical shortage of 
heavy duty tires, because of the im- 
perative nature of the military need. 


Famed Red Ball Express 


Gives Way to Rail Line 

WASHINGTON. — Tnited 
States Army’s 700-mile long Red 
Ball Express Highway has bowed 
out of existence after carrying 
well over 500,000 tons of supplies 
from points along the French 
coast to combat troops on the 
western front, in 81 days. 

Discontinuation of the Trans- 
portation Corps’ famed highway 
system was ordered on Nov. 13, 
following consolidation of the 
railway system in western 
France. 


BUDD RECEIVES AWARD. Robert M. Gates, president of the American 
Society of Mechanical Engineers (left) presents the ASME medal to 
Edward G. Budd, president of the Edward G. Budd Mfg. Co. of Philadelphia, 
The award was bestowed upon Budd “because of his outstanding engineer- 
ing achievements.” He was, according to the citation, a pioneer in the devel- 
opment of the welded all-steel automobile body and the steel dise automo- 
bile wheel. He also pioneered development of the shotweld process which 
made practical the use of stainless steel in structures such as streamlined 
railroad passenger cars. 


One of its most important imper- 
fections is the terrific load carried | 


by the wobble plate. HENRY KAISER, world’s largest ship builder, took a ride in the smallest 
Attempts to adapt the round | Londons boat w ~ ne ponaee eecngh South Bend, en route to Indiana 
° . pe ng engagements. aiser is shown in the Weasel, Studebaker’s am- 
engine to automobiles go back ® , (eas a 
phibious troop and supply carrier, at the left of H. S. Vance, chai 
many years. One was tried on & = Studebaker board. chairman of the 





HELP WANTED 


WANTED: PURCHASING AGENT. Ex- 
perienced man to direct purchases of a 
substantial automotive manufacturing 
concern. Must be capable, experienced, 
and of top-flight executive ability. Will 
pay liberal salary in proportion to ability. 
State experience and qualifications. Box 
810, c/o Automotive News, Detroit 2. 


PARTS MAN. Experienced, for 
Chrysler and Plymouth dealer 
downtown district. Real postwar oppor- 
tunity for capable party. Write giving 
full particulars. Martin J. Kelly, Inc., 
940 N. Clark St., Chicago, Ill. 


FORD PARTS COUNTER MAN—come 
South for the winter or better still, 
permanently; also experienced Ford me- 
chanics can make good money. Must 
have own tools. Write Holtsinger Motor 
Co., 1514 Florida Ave., Tampa 2, Fila. 


MAMAGER for large dealership, located 
large Indiana city. Excellent proposition. 
Give qualifications and references in 
your reply. Box 821, c/o Automotive 
News, Detroit 2. 


SERVICE MANAGER: Top flight, experi- 
enced, with proven record. Must have 
executive ability, able to take complete 
charge of service department of large 
Buick dealership in West Virginia. 
Salary and bonus above average. Box 
818, c/o Automotive News, Detroit 2. 


PARTS MAN 
dealership. Good position for right man. 
MOODY CHEVROLET COMPANY, 1151 
Niedringhaus Ave., Granite City, Illi- 
nojs. 


POSITIONS WANTED 


AUTOMOBILE BODY ENGINEER avail- 
able Jan. 1, 1945. Thorough knowledge of 
design, clay modeling, mockup and pro- 
duction methods. Box 817, c/o Automo- 
tive News, Detroit 2. 


AVAILABLE Jan. Ist. GENERAL MAN- 
AGER who can assume complete re- 
sponsibility of running a large dealer- 
ship. Have over fifteen years’ 
rience in every department of the auto- 
mobile business, from Sales Managing, 
Advertising, Appraising to thorough 
knowledge of merchandising the Parts 
and Service divisions. Have outstanding 


ing a@ permanent postwar connection. 
Correspondence invited. Box 824, c/o 
Automotive News, Detroit 2. 


REPRESENTATIVE, more than 25 years’ 
Automotive experience, factory, me- 
chanical and sales branches, successful 
contacting executives; desires position 
as Representative or Manufacturer's 
Agent for territory in Eastern United 
States. Box 825, c/o Automotive News, 
Detroit 2. 


rolet, International, 

chassis. Write M. C. M 

Coach Sales Company, 2335 N. W. 12th. 
Street, Oklahoma City, Oklahoma, giving 
lowest prices f.o.b. chassis factory or 
other location. 


PARTNERSHIP WANTED 


OWN TWO LONG ESTABLISHED popu- 
lar make Pennsylvania dealerships, both 
excellently housed. Believe postwar busi- 
ness will be much greater than can 
personally supervise. Therefore, consid- 
ering selling part in each providing able 
locate active managing partners suffi- 
ciently capable and qualified. Half in- 
terest three hundred car contract, needs 
investment approximately ten thousand, 


thousand, but investment of small con- 
sequence compared with dependable ex- 
Pperienced managerial ability. Give full 
details. Confidential. Box 816, 
Automotive News, Detroit 2. 


PARTNER WANTED who will invest 
$20,000 to $25,000 in popular make, 400 
car dealership located Michigan. 


c/o 


agerial ability and experience. 
ences required. Box 819, c/o Automotive 
News, Detroit 2. 


CAN OFFER YOU Character and Experi- 
ence in all phases of a dealership, plus 
financial investment, for a partnership 
in a progressive dealership. Box 820, 
c/o Automotive News, Detroit 2. 


CHEVROLET PREFERRED—wWant to 
contact dealer who needs active, de- 
pendable partner. Have had 15 years 
successful managerial experience, in- 

cluding appraising and sales manage- 

ment. Well liked by personnel and cus- 
tomers. Box 826, c/o Automotive News, 

Detroit 2. 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 
Every Tuesday — Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


' FOR DEALERS ONLY 


WE BUY WE SWAP WE SELL 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, DL 
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WANT AUD VEPT., 


Hudson 


Distributor 


Reorganizing for Post- 
war Business. 
Openings to be filled— 
Parts Counter Man— 
Mgr. 

Parts Clerk and Shipper. 
Shop Service Clerk and 
Cashier (lady) 
Territory Salesman — 
one who is aggressive in 
closing new dealer ac- 
counts. 

Experienced Auto Me- 
chanics, excellent fu- 
ture, top salary. 

All positions perma- 
nent, assuring post-war 
security with reliable 
company, large East 
Coast City. 

Hudson experience for 
above positions very es- 
sential—but not abso- 
lutely necessary. Write 
Box 828, c/o Automo- 
tive News, Detroit 2, 
giving history of your 
experience. 


main bearing pouring jigs, also reamer 
drive. Braxton Auto Parts, White- 
ville, N. C. 


WANTED 4-DOOR SEDAN BODY for 1942 
Ford chassis. L. F. Donnell, Inc., 1811 
Market St., Youngstown, Ohio. 


WANTED PACKARD 1941-110 sedan com- 
plete cowl and left front door. Deakins 
Moore Motor Co., Johnson City, Tennes- 
see. 


RIGHT DOOR 1940 Chevrolet Town Sedan, 
rear fenders 1939 & 1940 Chevrolet and 
1940 Chrysler. Packard Motors, Johns- 
town, Pa. 


WANTED COMPLETE BODY for 1942 
Buick Super or complete set upholstery 
for Super 4-Door Sedan. Southland Iron 
and Metal Co., P.O. Box 868, Norfolk 
1, Virginia. 


WANTED—1941 PONTIAC BODY in good 
condition for 122 w.b. chassis, either 
streamliner or custom, any type. State 
price, condition. Hearn Pontiac, 5300 
Broadway, Chicago, Il. 


$50 REWARD. For first letter locating 
complete interior for 1942 Cadillac 61 
Sedan. J. F. Mazzei, 1101 Western Ave., 
Albany, N. Y. 


WANTED: LEFT DOOR for 1941 Nash 
Ambassador, Speciai Model No. 4145, 
Business Coupe and garnish molding for 
same door. Reply via airmail letter to 
Balboa Oldsmobile, 1521 East Broad- 
way, San Diego 2, California. 


USED CARS WANTED 


SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 


I WILL PURCHASE part or complete 
used car inventories. Call, write or 
wire Stephenson-Wilson, Inc., Durham, 
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AUTO AUCTION 
every Friday 


The best place to buy or sell, in the 
Middle West. 


DEALERS ONLY 


We will buy your complete stock, 
call or wire. 


ART WATSON 
$215 Reading Rd. Cincinnati, O. 


EXPERIENCED EXECUTIVE, 39, desires 
to purchase a General Motors Agency 
with a 200 to 300 car potential. Can 
furnish eattsfactory information on ex- 
Perience and qualifications. Box 813, 
c/o Automotive News, Detroit 2. 


AUTO DEALER 25 years’ experience with 
deals up to 850 cars wants large auto 
agency West or southwest. Past record 
should satisfy manufacturer. $250.000 
to invest, Will devote full time to busi- 
ness—no other interests, Replies 
licited from dealers or manufacturers 
and will be kept confidential. Box 827 
c/o Automotive News, Detroit 2. 


TRUCKS WANTED 


HAVE CUSTOMERS who will buy Dodge 
WF32, 1944 trucks at ceiling price. Will 
handle for brokerage fee of $40 per unit. 
Box 822, c/o Automotive News, Detroit 2. 


so- 


INTERNATIONAL DEALER will pay full 
price, less 5% handling charge, for new 
1944 K-5, 159 inch w.b. International 
—— Bickelhaupt Motor Co., Clinton, 
owa. 


FORD DEALER WILL PURCHASE any 
amount 1944 Ford trucks less 5%. In- 
quiries from dealers within radius of 300 
miles from New York solicited. Lasky 
Motor @ar Corporation, 90 Montrose 
Ave., Brooklyn, N. Y. 


HAVE PLENTY (CF CUSTOMERS with 
certificates for new Dodge trucks. Will 
handle for small brokerage fee. Wire 
or phone Mitchell & Cassell, Inc., 3-3731 
Peoria, Iilinois. 

DODGE DIRE¢ “T DEALER will buy any 
quantity new 1944 Dodge trucks on 
profit sharing or bonus basis, fob fac- 
tory or your city. Write, wire or phone 
collect, ZEDER MOTOR SALES, Bay 
City, Michigan. 


TRUCES FOR SALE 


WALTERS SNOW PLOW complete with all 
hydraulic equipment and controls. Has 
Heil dump-body with twin hoists. 10:50 
x 20 tires, all in perfect condition. For 
information, call or write MOSBY-MACK 
MOTOR CO., Ford dealers, Topeka, 
Kansas. 


FOR SALE: HEAVY DUTY % ton Dodge, 
4-wheel drive Army Trucks equipped with 
two ton 2-speed winch (with brake), 
crane and 45 feet of steel cable with 
hook. 7:50 x 16 mud grip tires. Fast, 
economical, tremendous pulling power. 
Limited number. For full details, write 
DRAPER CHEVROLET COMPANY, 
Saginaw, Michigan. 


FOR SALE—1936 Autocar, cab-over-engine 
tractor with 28-foot van body complete 
on drop frame. Equipped with air 
brakes, all running lights, 5th wheel, and 
A-1 tires, in perfect condition throughout. 
COMMUNITY MOTORS, 505-507 South 
4th St., LaCrosse, Wisconsin. 


HAVE NEW 1944 Dodge C.O.E. 
L.W.B. model WFM38. Will trade for 
other model new 1944 Dodge truck. 
Zeder Motor Sales, Inc., 621 No. Water 
St., Bay City, Michigan. 


BUSES FOR SALE 


FOR SALE 1939 Ford 25 passenger bus, 
excellent condition. Mercury motor, 
heavy tires. Jack Lane Chevrolet Co., 
Winfield, Kansas. 
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EX-SERVICE MEN 


Automotive News will gladly 
insert Position Wanted ads 
in this section, free of charge, 
for men or women who have 
been honorably discharged 
from military service, provid- 
ing applicant furnishes (1) 
proof of honorable discharge; 
(2) reference as to former 
connection with any branch 
of the automotive industry. 
Welcome home; there’s a job 
waiting for you somewhere 
among our readers! 


George M. Slocum, Publisher. 


USED CARS FOR SALE 


1941 PACKARD 180 LeBaron seven pas- 
senger sedan, six wheels, eight thousand 
miles, black, car radio, heater, white 
tires, spare. Never used. This car is 

, $5,500, less than as is ceiling. 
Packard Fort Worth, Inc., 715 West 
Seventh Street, Fort Worth, Texas. 


1—1942 PACKARD, one-sixty, seven-pas- 
senger sedan, radio, white tires, like 
new, $2,650. Packard Fort Worth, Inc., 
715 West Seventh St., Fort Worth, Texas. 


WILL SELL at base price this lot of 
army vehicles. 10 weapon carriers (41 
Dodges). 1 ambulance. 2 command cars 
with winches. ‘41 Chevrolet Dump. '42 
Chevrolet Dump. "40 Dodge Cargo. 
Golnick Automobile Co., 320 South 
Blakely St., Dunmore, Penna. 


CONVERTIBLES: two new 1942 beautiful 
Hudson convertibles, equipped with radio, 
heater and white-wail tires. Philadelphia 
Motor Car Co., 1155 S. Broad Street, 
Philadelphia 47, Pa. 


FIFTY 1942 PACKARD TAXICABS. Re- 
conditioned, Below ceiling. Wire. Con- 
solidated Equipment Co., 420 Lexington 
Ave., New York City. 


BUSINESS FOR SALE 


FOR SALE—Cement biock garage, 100 x 
50 with a 32 x 32 foot addition, one 
story, Dodge and Plymouth agency in 
well developed territory, a moneymaker, 
reason for - selling, age of owner. 
Located central Pennsylvania. Box 814, 
c/o Automotive News, Detroit 2. 


NEW CARS WANTED 


WE HAVE CUSTOMERS wanting new 
curs With used cars to trade. We will 
handle all details and buy the trade-ins. 
Need two carloads, prefer Fords, Mer- 
cury or Chevrolet Fordors, Tudors, Pick- 
ups. Bank references furnished. MOTOR 
COMPANY, Longview, Texas. 


FOR SALE 
1940 Chevrolet Tractor 
new). 
1939 Trailer (to carry 4 pass. 
cars). 
Good Rubber. Perfect condition. 


Tom Rice 
U. S. BEST TRUCK SALES 


50 Fourth Avenue 
Brooklyn, N. Y. 


(like 


word Want Advertisement, under proper heading in the next 


News, for which find enclosed $ 
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AUTOMOTIVE NEWS, 5229 Cass Ave., Detroit 2,Mich. 
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PARTS FOR SALE 


NOTICE—We have 1942 CHEVROLET 
PARTS: Doors, Trunk Lids, Upholstery, 
Hardware and Glass, 40% to 60% off 
list. Write for free complete price list. 
Cooper-Lewis Co., Inc., 238 Broadway, 
Revere 51, Mass. 


DODGE AND PLYMOUTH PARTS. 
Complete stock worth $10,000 wholesale, 
F.O.B. Trenton, N. J. Lists available, 
bids wanted. Norman P. Druck Motor 
” 630 E. State Street, Trenton 9, 

a We 


WANTED—1940 Bantam motor or block 
assembly. Will pay top cash price. 
Write J. O. Terrell, Rt. 15, Box 1750, 
Portland 16, Oregon. 


DODGE-PLYMOUTH genuine parts, $1,200 
stock. Sacrifice $600 cash. Glenn 
Walraven, Marion, Ohio. 


PARTS FOR 1942 New Yorker, rear deck 
complete. Left and right rear doors 
complete with glass and hardware. 
Front and rear seats. Complete uphol- 
stery. GARDEN STATE MOTORS, 
Camden, N. J. 


FOR SALE—'3s 
Trunk 
Fits 
ick 
Vited. 


Pontiac 
complete, except 
"37-38 Pontiac, Olds, 
Other scarce parts 
Chief Motors, 


Body. Tudor 
instruments. 
LaSalle, Bu- 
Inquiries in- 
Wellsville, N. Y. 


EQUIPMENT FOR SALE 


TOW CRANE, new original crate. Sold 
for $180, will sacrifice for $100. Box 823, 
c/o Automotive News, Detroit 2. 


CUT LIGHT & POWER BILLS HALF. 
Westinghouse and Fairbanks-Morse 30 
K.W. and 20 K.W., D.C. Generators, 
with six-cylinder engines, mounted, used 
daily; Switch-Boards with controls; 
1,200-gallon Cooling Tank; all in good 
condition. Also, 40 K.W., D.Q Gener- 
ator, needing repairs. Will sell singly. 
Forced to vacate building, reason for 
selling. Chambers Motor Co., New 

Castle, Pa. 


CRANKSHAFT Grinding & Metallizing. 
JOHN P. HUGHES MOTOR CoO., INC., 
801 Commerce 8t., Lynchburg, Virginia. 


NEON SIGN — ‘‘DODGE-PLYMOUTH.” 
Porcelain horizontal sign with 8 and 6 
inch letters. $250. Glenn Walraven, 
Marion, Ohio. 


ACCESSORIES FOR SALE 
200 COMFORT MASTER—hot water heat- 
Ts @ $26.00. 150 Mopar Deluxe Heaters 


tor Co., 1120 8. 11th Street, 
phia, Penna. 


Philadel- 


Assistant General 
Service Manager 
Age 35-40. For large auto- 


motive manufacturer to as- 
sume active charge of field 
service operations. Must 
have previous experience 
which gives him thorough 
knowledge of service and 
service merchandising prob- 
lems. Must have imagination, 
be able to conduct large 
meetings, and be qualified to 
advance in rapidly expand- 
ing organization. Present 
employes know of this ad. 


Box 815, c/o 


Automotive News, Detroit 2. 


, which is figured at the rate 
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Chrysler Corporation engineering means 
the best to millions of Americans. They 
know Plymouth is the lowest price car 
engineered and manufactured to Chrysler 
Corporation standards. They have made 
it Chrysler Corporation's best seller. 


Three million Plymouths, delivering de- 
pendable service through three tough 
years of war, have proved more strongly 
than ever before that Plymouth builds 
great cars. That promises repeat sales to- 
morrow—and record new sales to car own- 
ers who've watched Plymouth performance. 


Plymouth has always meant great busi- 
ness for dealers. It means even greater 
business in the years ahead. 
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